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Import Stockpile 
Falls Again, but 















9 months: 
Days’ Supply Up | x see vs 
1—130,1022 VW 94,782— 1 
U. S. Dealers Carry 3 28478 Opel share 4 
79— 4 
93,000 New Units; — sxane Eng. Ford 36,203— 3 
32,680— 5 
Renault Sifts Market ie fen ) 
By Maynard M. Gordon 7— 15,320 Simea 31,188— 6 
News Editor 8— 14,775 Austin-Healey ¥ 
i ee inventories of imported| 9%— 12,146 Mercedes-Benz * 
cars in the United States —_ 10— 11,081: Velve |S 
declined last mon 
but the salad ened increased in| * Vauxhall 19,380— 9 
terms of days’ supply. 112,020 AlliOthers 128,414 
. An estimated 93,000 foreign Total All Makes 
cars, including ’61 and ’60 511,347 
were available for delivery in the “pete Bae Ebon 
U. S. on Dec, 1, The stockpile was Polk & Co, No re-use 
clipped 12,500 units in November, without ‘Polk 
compared to a 19,500-car decrease 
However, the successive cutbacks 


substantial autumn sales declines 
for all volume makes except Volks- 
wagen. ‘The result has been that 
the inventory total as a whole has 
risen from a 75-day supply the 
first of last month to a 91-day load 
currently. 


+ * * 

EVERAL longtime leaders in the 

volume category suspended ship- 
ments. to the States in September 
and October in an effort to relieve 
their dealers’ inventory problems. 

The Renault and Fiat shutoffs 
were so complete in September that 
for the first time, the 1,686 imports 
of Volvos and Saabs from Sweden 
far exceeded shipments both from 
France (only 480 new cars) and 
Italy (only 255). 

Other hard-hit imports which 
have pared U. S. schedules dras- 
tically include the economy and 
compact captives. A newly de- 
signed Opel will be announced 
for the U. S. market next month, 
and shipments from Russelsheim 

(Continued on Page 8, Col, 3) 


AMC Institutes 
Dealer, Purchaser 


Sales Incentives 


By Robert M. Lienert 
Associate Editor 
W YORK.— American Motors 
last week announced dealer and 
purchaser incentive programs de- 
signed to boost new-model sales 
above year-ago 
levels. 

For dealers, a 
four-month “vol- 
ume increase 
bonus plan” was 
announced, under 
which each sale 
above year-ago 
total would earn 
a $50 bonus. This 
program applies 
to ‘61 and ’60 
Ramblers. 

Accumulated bonus amounts 
would be debited $50 for each 
monthly sale below a year ago. 
However, in no case would a dealer 





George Romney 


387 pire 
te 


he dealer incentive program, 
(Continued on Page 4, Col. 1) 





| | 30-day limit on Dec. 1 amounted to 








Used-Car Stocks Decline 
To 42-Day Supply 


Groce of unsold used cars held 

by franchised dealers as of Dec. 
1 were good for 42.1 days of selling, 
according to Auromotive News esti-| was 
mates. 

This represents a slight decline 
from the previous month’s 44.7- 
day supply, but is far above the 
theoretical 30-day limit. 

As a result of the heavy stocks 
in a depressed market, both. prices 
and profits are rapidly deteriorat- 
ing, dealers report. 

“There are no buyers,” said one 
dealer in discussing the used-car 
market. He added: “We will go in 
the red big in December, as we did 
in November. The used-car business 
isn’t slow, it has stopped.” 

A majority of dealers believe that 
the worst is yet to come in the used- 
car market. Their target right now 
is simply to break even. 

” ~ oe 

Amore dealers reporting on Dec. 

1 stocks, only 5.7 percent said 
they had inventories which could 
be cleaned out in 15 days of selling. 
This was virtually unchanged from 
the previous month’s ratio of 5.9 
percent in this category. 

Another 27.7 percent put them- 
selves in the 16-to-30-day group, 
a slight decline from the 28.4 per- 
cent in this classification a month 
earlier. 

Dealers inside the theoretical 


33.4 percent of those reporting, the 
smallest since last January. A 
month earlier, there were 34.3 per- 
cent in this ew: 


” aa 
a onan with stocks exceeding 
30-day supply on Dec. 1 
amounted to 66.6 percent—almost 
exactly two-thirds—of those report- 
ing. A month earlier, 65.7 percent 
were in this class. 

Range of stocks reported wag 10 
to 60 days, compared with eight to 
90 days the previous month, 

A year-ago on Dec, 1, average 
inventories were good for 30.5 days 
of selling. A total of 16.7 percent 
had stocks good for 15 days or 


TOP CARS 
No November new-car registra- 
tions were available from R, L. 
Polk & Co. last week. Top Cars 
will resume next week, 
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“Dealer Sales Reports 
Accent ’61 Uncertainty 


Res factory repotts citing high- 
level new-car don’t match 
too well with de: * own accounts 
of the current market. 





























































ing the ’60s “died all of a sudden,” 
reported he hadn’t been able to sell 
one in more than a week. 


While Ford and Plymouth dealers 


















































































operating in a market which ap- 
pears to be fraught with hazards. 


D * * * 


EALERS, in charting their 


Little optimism but much con- course for 1961, need to find/also held unsold '60s, a compact is 
motive ae —- Auto- | some fast answers. oe among them. However, one 
mo’ ews dealers With broadened selections, what’s| Mercury dealer reported he still has 

a across | the proper maximum for a dealer’s|* !@rge stock of Comets. 
the country. inventory? .. The affect of the unsold new ’60s 


It’s more than a himple matter 
of viewpoints on volume failing to 
coincide. Dealer eenversations aré 
flavored with a subtle uneasiness 
that is hard to define, 


Perhaps it’s 


on the market brought a number 
of opinions from dealers. Some said 
they weren’t a factor, some that 
they were depressing the market 
and some that they are a definite 
‘drag. Others see them ag the reason 
the sale of late-model used. cars has 
slowed down. 

Further complicating the prob- 
lem of unloading, several: dealers 
the ‘tie were the price cuts! made on 

Returning to the ’61s, both stand- 
ards and compacts are meeting 
good acceptance, About the only 
soft spot in the market so far has 
been in fleet traffic. Fleet sales are 
off, slightly in most instances. 

Dealers with inventory problems 
were willing to take part of the 
' (Continued on Page 41, Col. 1) _ 


Car Output Drops 
Below ’59 Pace 


Overtime Cuts, Storm 
Bring 13 Pct. Decline 


By Martin L. Whitmyer 


Staff Writer 


tween a “profitiess prosperity” 

and a depression? 

How long will it take to get rid 
of the last of the ’60s? 

Where is the bottom of the used- 
car market? 

Just how big is the compact-car 
market? 

In taking the pulse of the new- 
car market, Automotive News last 
week visited dealerships from coast 
to coast. Local os follow: 

* 


nese‘ Giieidiios 
SAN FRANCISCO dealers are 
convinced the ’61 models are 


sparking an upward trend in sales 
but none of them is forecasting a 


The new models, in most in- 


dealers are 


~ 


fewer of selling; 50,0 percent were 

in the 16-to-30-day class and 33.3 

percent were over 30 days. Range 
15 to 45 days. 4 


Ford Due to Fill 

McNamara ‘Post 

In a Few Months 
By Kenneth Ci gfeltey Jr. 


T= auto industry began specu- 
lating last week ‘on who will be 
the next president of Ford Motor 
Co. after Robert 8. McNamara, 
president of the 
company for the 
last five weeks, ~ 
was designated 
Secretary of De- 
fense by Presi- 
dent-elect Ken- * 
n 























an which tale dof in 
o ’ 
See again 


While sales volume hag been}. 
good, dealers are complaining that 
they haven’t been able to develop 
satisfactory grosses for a number 
of reasons. 

“The discounting that’s going on |}: 
makes it look like the end of the} 
year instead of the start,” one vet- 
eran dealer said. “The factories |‘ 
should be happy over the sales but 
the dealers aren’t.” 

” ” 7 
are caught in a. bind 
between customers, who have 
grown accustomed to sharp d 
and increasing costs which cannot) 
be passed on to the buyer. An East~ 
bay dealer said contract pay raised 
have increased his expenses moré 
than $1,000 a month and that so far 
he has had to absorb the difference. 

The used-car doldrums aren’t 
helping to improve the dollar pic- 
ture either, 

Chevrolet is off to a good start 
with volume way ahead of last 
year, when a strike helped cut 
into early returns, One Chevrolet 
dealer said he has 120 unfilled 
orders. Dealers in other lines in+ 
dicated supply is keeping up well 

The picture on leftover ’60s jis 
spotty. Some dealers are cleaned 
out; others have only a few ahd 
aren’t particularly concerned, Some 
dealers are still heavily loaded and 
the prospect of disposing of —_ 
at a profit seems slim. 

An Eastbay Chevrolet dealer, say- 


edy. 

Despite his 
short tenure in 
the No. 2 job at 
Ford, McNamara ; 
had been men- | 
tioned for a cabi- >®- 5S. McNamara 
net spot with growing insistence 
for more than a week. Then, last 
week, Kennedy announced his se- 
lection in Washington. 

McNamara, standing by his side, 
said: “After much ught, I have 
come to the conclusion that per- 
sonal considerations-must be sub- 
ordinated.” 


Only three makers scheduled 
overtime operations last week — 
standard Ford at Dallas and Nor- 
folk, Va., and Lincoln and Thunder- 
bird at Wixom, Mich. B-O-P plants 
at Linden, N. J. and Wilmington, 
Del., also scheduled Saturday work 
to make up for losses caused by 
the weather. 


No action ig expected immediate- 
ly on the selec of a successor 
for McNamara at*Ford. The Ford 
board had a e+ meeting last 
week, Afterward; it was announced 
that McNamata's resignation will 
take effect on Jan. 1 

* + 


O.; Mercury at Mahwah, N. 
the standard Ford units at Chester, 
Pa., and Mahwah; the Falcon unit 
at Metuchen, N. J.; Chevrolet plants 
(Continued on Page 45, Col, 3) 

ve 
T WAS also announced that 
Henry Ford Il, .who has been 
serving as chairman since the elec- 
tion of McNamara; will resume 
the president’g titlé-and will serve 
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VW Snares Nearly 40 Percent in Month... 





Import Sales Below 40,000 Mark 


shakeout in the imported- 

car field is continuing in the 

midst of allout activity aimed at 

preserving a sales niche in the 

United States market, an analysis 
of latest available figures shows. 


October saw a drop in volume, 
penetration and 


Volkswagen alone escaped un- 
scathed—widening the gap between 
itself and other import makes, 


Yb ptr Cialis in October 
numbered 36,704, compared with 
40,441 a month earlier and 52,255 a 
year earlier. This was the first time 
since January, 1959 (when the total 
was 36,225) that imports had failed 


pA problems in this coun- 
try will become one of Lynn A. 
Townsend's major concerns as the 
new second-in-command at Chrys- 
ler Corp. 

The 41-year-old administrative 
vice-president said in an interview 
with Automotive News that he will 
spend much of next month on the 
West Coast in the beginning of a 
personal project to acquaint him- 
self with Chrysler Corp. dealers and 


Attendance at the San Francisco 
convention of the National Automo- 
bile Dealers Assn. also is on Town- 
send’s ambitious itinerary. 

“There's no question,” Townsend 
said, “I'll be spending more time on 
the go in the United States. This is 
now my area of primary respon- 
sibility.” ses 


* 

N ACCOUNTANT by training, 

Townsend was tapped for the 
job of administrative vice-president 
on the basis < his successful re- 
organization of Chrysler Interna- 
tional. His job with International 
was to shore up Chrysler product 
sales abroad no matter what had 
been the prevalent distribution pat- 
tern. 


New distributors accomplished 
the desired sales increases in such 
vital open markets as Puerto Rico 
and Sweden. Puerto Rico, handled 
by International though a U. &. 
possession, now is Chrysler Corp.'s 
largest export market, The Valiant, 
merchandised in Sweden ag the 
“Chrysler Valiant,” has led Chrysler 
Corp. sales to a tidy upswing there. 
Another key market is Switzerland, 
where Chrysler International has 
its headquarters. 


his first major distribution move. 
R, P. Was named mar- 
keting ne vente ade sd 
directly to Townsend, E 

oe o * 


LYNN A. TOWNSEND 
. Chrysler’s first mate 






Tackles Dealer Problems. . 


A Visit With Townsend 











































to register as many as 40,000 units| Benz fell short by only two units), 

in a month’s time, had its best month since last 
Volume was down 9.24 percent | March. 

from the preceding month and This was good enough to give 

39.87 percent of all import sales 

to VW, its largest share in nearly 















Market penetration slumped to 
6.70 percent, compared with 8.82 
percent the previous month and 9.77 
percent in the corresponding 1959 
month. This amounted to a 24.04- 
percent setback in a month’s time 
and a 31.42-percent loss since last 
year, 


percent of total import sales, their 
biggest share recorded since last 
January. The other 53 makeg re- 
corded shared 8,585 sales among 
themselves, for 23.39 percent of 
total sales, 

The loss in volume during the 
month resulted in only two makes— 
Volkswagen and Renault—register- 
ing more than 2,000 units, That had 
not happened since February, 1958. 

+. * * 
ye first four makes in the Top 
Ten continued in the same posi- 
blished a month 
agen, Renault, 
Simca and Opel, in that order. 

Mercedes-Benz vaulted from 
No. 10 to No, 5 position in Oc- 
tober, the highest ranking it has 
ever held, and missed fourth spot 

by fewer than 100 units. 

English Ford, which had held the 
No. 5 ranking a month earlier, fell 
to No. 9 in October. Triumph, Fiat 
and Volvo continued sixth, seventh 
and eighth, respectively, and Aus- 
tin-Healey fell from ninth to 10th. 


* * * 


OLKSWAGEN, which was the 
only make in the Top Ten to 
register more cars than in the pre- 
vious month (although Mercedes- 








president, also is responsible di- 
rectly to Townsend, 

In Canada and Mexico, Chrysler 
Corp. distribution of Simca cars has 
been twinned with Fiat, which holds 
about a 10 percent stock interest 
in the French concern. 

Townsend did not rule out an 
eventual Simca-Fiat sales tieup in 
the U. S., but he obviously is de- 
termined to give the Simca-only 
dealer program a thorough expo- 
sure before making any new moves 
with the hard-pressed French im- 
a + + * 


es going to get very ag- 
gressive with Simca in the 
U. S.,” Townsend promised. “I think 
there’s a definite market for im- 
ported cars in the Simca class in 
this country, if they’re merchan- 
dised by exclusive dealers as a sep- 
arate product.” 

Townsend said that most major 
points had been filled with Simca- 
only dealers, although Chrysler- 
make dealers “doing a job” with 
the import will be encouraged to 
continue selling it. 

The administrative boss of 
Chrysler aiso has superintended 
a reorganization program at 
Chrysler Corp, of Canada, He 
said sales of U. S, cars are show- 
ing an improvement in Canada, 

the market is in a state 
of hesitancy pending release next 
spring of the report by the royal 
commissioner on the long-range 
role of imports in the Canadian 
market. 


Chrysler Corp. exports in the first 
eight months of 1960 totalled 15,088 
cars, including 7,019 Valiants. The 
comparable figure for 1959 was 
9,872 cars. 

The corporation’s share of export 
shipments rose for the same pe- 
riods from 18.1 percent to 21 per- 
cent, 

“Most countries prefer us to 
build all or part of our vehicles 
there,” Townsend said, “We already 
are assembling 52 percent of the 
components of our Argentine ve- 
hicles in Argentina, But, on bal- 
ance, there has been no definite 
swing either way in tax and volume 
restrictions which remain a major 


Four of Top Five 
In Detroit Sales 
Are Ford Entries 


DETROIT.—Four of the five top 
sellers in Wayne County’s Novem- 
ber new-car market were Ford 
Motor Co. entries. 

Ford led, with 3,009, followed by 
Chevrolet, 2,422; Mercury, 939; Fal- 
con, 789, and Comet, 651. 

With Lincoln contributing 71 reg- 
istrations, Ford Motor lines cap- 
tured 42.03 percent of all new-car 
sales, compared with 39.58 percent 
for General Motors, 11.73 percent 
for Chrysler Corp., 2.92 for Ameri- 
can Motors and 0.39 percent for 
Studebaker-Packard. 


Other registrations by makes 
were: Oldsmobile, 639; Pontiac, 595; 
Buick, 529; Plymouth, 489; Corvair, 
392; Rambler, 379; Dodge, 379; Val- 
iant, 280; Cadillac, 275; Simca, 202; 
Chrysler, 175; Lancer, 142; Volks- 
wagen, 134; F-85, 129; Special, 93; 
Tempest, 66; Studebaker, 50; Im- 
perial, 43; Renault, 22; DeSoto, 17; 
Metropolitan, 12; Willys, 12; Eng- 
lish Ford, 10; Fiat, 10; Triumph, 8; 
Austin-Healey, 3; Jaguar, 3; Peu- 
geot, 3; Volvo, 3; Hillman, 2; Mer- 
cedes-Benz, 2; Vauxhall, 2, and 
miscellaneous, 7, 


stumbling block.” Auto Production .............. 135,453 100.0 155.9 
* 6 «& Truck Production ........... eee 22,374 97.4 183.4 
N EXCEPTION of note has|| Auto Registrations—Year to date.. 5,489,330 105.9 
been Cuba, where Chrysler In-|| Track Registrations—vear to date. 802,771 eee 99.6 
ternational recently closed its office. Steel Production—tons ......... 1,396,000 100.2 51.1 
The Castro government imposed Lumber Production—Board feet... 203,935,000 128.1 81.3 
one restraint after another, accord-|| P@ Production—tTons.... 316,846 113.0 96.0 
ing to Townsend, first knocking out S Ceal Output—tons eeeeseees 7,315,000 114.3 79.3 
an assembly operation, then shut- oll Refinery Output—Barrels eevee 51,453,000 99.9 100.4 
ting off imports from the U. &., ic O ilowatt hours.... | 14,604,000,000 101.6 103.1 
even before the American govern-|| 8erometer Freight Cer Loadings 317,332 111.6 86.0 
ment itself halted most commercial Department Stere Sales Index .. 232 134.9 93.2 
trade with the island republic. Stock Market Price Index....... 114.6 102.5 95.6 
New location of the Chrysler In- eee Spending $42,906,813,000 102.2 
ternational office for Latin Amer-|| 6 " Wn a1 4 “trial Leams $31,742,000,000 100.1 105.8 
ica is Panama City, a point to | tow comme GBS lacuarrees $32,477,000,000 100.3 107.7 
which the employes of the Cuban U hoy —ingy +-wenecfidy elect oo yea $1 125 102.7 92.1 
operation found it impossible to See Tes etoces : ieee 
move because of visa problems. Stocks Dec. 14 Dec.7 1960 Range Stocks Dec. 14 Dec.7 1960 Range 
oo * * * 
ai AMC....... 18% 18% 29%4-18% ised eesecs 42%, 42% 50%-38% 
! a pcg anche yp Ph ty Chrysler... 40% 39 71%-38 Mack...... 34-31% 52%-29% 
weekend report that the corpora-|| Ford....... 65% 634% 92% -60% Disc cwces 7% 7% 24%4-7 
tion was trying to outbid Leyland|| GM........ 41% 41 55%-40% White...... 4% 37 67%-36 


Motors for the stock of England’s 
(Continued on Page 45, Col, 1) 


The Top Ten accounted for 76.61 


Business Barometer 


Automotive News Economic Index — 


108.0 Percent of Last Week 
102.9 Percent of Like Week Last Year 


(Dee, 19, 1960) 


Looking Ahead for Chevy— 


K. E. Staley, Chevrolet general sales manager, outlines objectives at the outset of 
the most recent meeting of a Forward Development Board. Fifth in the series of 
boards sponsored by Chevrolet's Owner Relations Department, the group discussed 
ways of improving used-car merchandising, fleet sales and problems of the metro- 
politan city department. ‘ 





Dealers Moving to Care 
For ‘6 o’clock Orphans’ 


DETROIT.—Chevrolet’s drive to 
help “six o’clock service orphans” 
is getting results. 

Since the company launched 
the campaign as one of the earlier 
objectives of its newly formed 
Owner Relations Department, 
K. E. Staley, general sales man- 
ager, said the number of dealers 
offering nighttime service has 
climbed to 330. This is approxi- 
mately a 500 percent jump from 
the 57 which maintained second 
shifts a year ago. 

“The expansion of nighttime serv- 
ice is proof that we are progress- 
ing,” said Staley, who has made the 
furtherance of owner goodwill an 
overriding feature of his sales ad- 
ministration. 

“More impressive to me, however, 
is increasing evidence throughout 
the organization that we have be- 
come more conscientious in our 
handling of owners,” he said. “Con- 
sideration for those driving Chev- 
rolets now permeates importantly 
our selling, servicing, advertising— 
z fact, just about everything we 

io,” 

Reviewing other accomplish- 
ments of Chevrolet’s Owner Rela- 
tions Department, Staley reported: 

Mailings have been sent to new- 
car and truck owners, thanking 
them for their patronage and pledg- 
ing continued interest in their sat- 
isfaction with the product. 


Two thousand owners selected at 
random from registration lists have 
consented to act on panels and 
periodically supply opinions on the 
company and its product. 

Staley’s report came as Mack 
Worden, Owner Relations head, as- 
sembled his fifth Forward Devel- 
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Last Week Last Year 






















opment Board. Picked from retail 
and wholesale ranks, the group 
studied and made recommendations 
on used cars, vehicle fleets and the 
metropolitan city markets. 

Present from the dealer organiza- 
tion were: 

Charles H. Bradshaw, Central 
Chevrolet, Inc., Atlanta; Edward J. 
Fitzgerald,,Courtesy Chevrolet, 
Phoenix; David H. Glass jr., Leader 
Chevrolet Co., Inc., West Spring- 
field, Mass.; Glenn L. Humphrey, 
Humphrey Chevrolet Co., Milwau- 
kee; Frank M. Late, Mustang Chev- 
rolet Co., San Angelo, Tex. 

R. B. Johnson, Detroit regional 
manager; V. D. Daniels, St. Louis 
zone manager; W. R. Stacy, Denver 
city manager; G. A. Emry, Kansas 
City sales promotion manager; 
R. D. Good, Carnegie (Pa.) fleet 
manager, and four district man- 
agers—J. B. Connaughton, Indian- 
apolis; D. P. Dugan, White Plains, 
N. Y.; J. L. Ryan, Los Angeles, and 
B. F. Waller, Oklahoma City— 
— from the company’s wholesale 
side. 


14 Pct. of Sales 
In National Capital 
Made Up of 60s 


WASHINGTON. — New-car sales 
in the Washington area have again 
been broken down between ’60s and 
’6ls by the Automotive Trade Assn. 
—National Capital Area. 


According to the report, there 
were 1,890 new cars sold in Novem- 
ber, compared with 1,999 in Oc- 
tober. Of November’s 1,890, a total 
of 267, or 14.1 percent were ’60s. In 
October, ’60s accounted for 44 per- 
cent of the new-car registrations. 

Only three makes registered more 
60s than ’6is in November. A 
month earlier, 12 makes were in 
this position. Following is a break- 
down by makes: 


60 61 

Models Models 

Buick Special .................. 0 16 
at a ER a 27 
Se ae ae 48 
Chevrolet Corvair .......... 65 
Chevrolet ..............ccccceeee 296 
35 

79 
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64 

39 
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107 

237 
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Customer Labor Off a Bit 


Dealer Forum 


by Robert M. Finlay 


pas drafting a proposal 
designed to elevate the stature 
of retail auto selling were taken 
back the other day when their 
proposal came under fire in two 
sections of the country before it 
had been fully spelled out. 

Since this program may well be 
the greatest thing that ever hap- 
pened to the auto industry, there 
is extreme reluctance among Na- 
tional Automobile Dealers Assn. 
leaders to make it a subject of 
dispute. 

Yet it appears from a study of 
the objections that there is con- 
siderable misunderstanding as to 
how the plan will work. 

The details of the program are 
now being worked out by four of 





Jd. Saxton Lioyd 


H. L. Galles Jr, 
the most respected dealers in the 
country. These dealers have proved 
their dedication to the best inter- 
ests of dealers: 

J. Saxton Lloyd, Daytona Beach, 
Fla., a former NADA president, 
chairman. 

H. L. Galles jr., Albuquerque, im- 
mediate past president of NADA. 

Alton M. Costley, East Point, Ga., 
former member of the NADA board 
and regional vice-president. 

J. Melford Sanders, Wheaton, 
Md., former member of the board 
and former treasurer of NADA. 

These men are well advanced on 
the task assigned to them of spell- 
ing out the specifics of a career 
selling program which they feel 
will forward the cause of every 
dealer. They will present the pro- 
gram to directors at a meeting to 
be held in connection with the 
NADA convention in San Francisco 
Jan. 28-Feb, 1. 

* 


+ * 
To Iron Out Problems 


7 dealers are planning well 
and are determined to work 
with the directors to make the pro- 
gram sound, beneficial and self- 
liquidating. Since they intend to 
meet any reasonable objection, they 
are leaning over backward to avoid 
making the program a subject of 
dispute. 

At the same time they are fear- 
ful of opposition based on mis- 
information building up among 
dealers before the program is 
even spelled out to the directors. 
For example, the other day a di- 
rector wrote: “As better than 90 
percent of the membership of 
NADA are in the so-called small- 
dealer category, dealers who will 
never avail themselves of this meth- 
od of obtaining salesmen, I am 
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wondering if I could justify a vote 
in favor of a plan such as this.” 

First, it should be said that those 
framing the program are designing 
it specifically to serve best the ma- 
jority of NADA members who are 
small dealers. It is contemplated 
that wherever 10 salesmen can be 
gathered together, the program will 
be offered. 

And it is not, as indicated in the 
objection, a method of obtaining 
salesmen, but of training salesmen, 
and only those salesmen employed 
by NADA members. It is hoped that 
the program will be so attractive 
and beneficial it will make sales- 
men want to work for NADA deal- 
ers so that they can reap the bene- 
fits, but it is not basically a method 
of obtaining salesmen. 

+ * * 


What Is Planned 


7 study committee has already 
spelled out some of the A, B, 
Cs of the program, Here’s what is 
contemplated: 

1. The program would be pattern- 
ed after one used successfully for 
many years by the Life Underwrit- 
ing Training Council. This program 
has helped markedly in raising the 
public stature of the insurance 
salesman. 

2. It would not take salesmen 
away from their work. One 2%- 
hour classroom period would be 
held once a week. This would be 
a discussion period, based on 
study material to be covered by 
the salesman in his off-work 
hours. 

3. Classes would be held all over 
the country, convenient to small 
dealers as well as large dealers. 

4. The program would not supply 
salesmen to dealers: It would train 
those already employed by dealers. 

5. It would offer a beginner’s 
course for new salesmen; and an 
advanced course for experienced 
men, It would be open to dealers 
and sales managers, so they would 
be familiar with the techniques be- 
ing presented. 

6. Length of the study period 
probably would be six months. 

om * * 


Not a Substitute 
EVEN. It would not replace fac- 
tory training programs, which 
deal with product; this program 
would deal with techniques. 

8. The committee was voted $25,- 
000 to develop the program. The 
major part of this, still unspent, 
would be available to be used with 
the $175,000 to be asked at the Jan- 
uary meeting to get the program 
under way during 1961. The commit- 
tee plans to set the program up so 
that it would be self-liquidating. 

9. Some have pointed to past pro- 
grams that have failed, Why won’t 
this one? The framers of the plan 
are planning to meet the obstacles. 

his is not a one-shot program 
that wears off. In addition to the 
two six-month training sessions, 
it will provide chapters for grad- 
uates which will continue educa- 
tional efforts. It will not take 
salesmen away from their work. 
It will be offered in the commu- 
nity, and study will be during off 
hours. It will have depth and in- 
centives to inspire students. 

10. A tuition charge of $75 is con- 
templated, with the option of how 
this is paid up to the dealer. A 
dealer might offer to pay none or 
half, or all. 

11. As an option to the training 
program, it is contemplated that 
a retirement program would be of- 
fered. This would involve a contri- 
bution by the dealer of $2 per car 
sold, and $2 by the salesman, The 
program would be so set up as to 
make it advantageous for the sales- 
man to remain with the dealer. 

Salesmen would come to take 
pride in their work as they became 
more highly trained, and, with a 
substantial retirement program be- 
hind them, they would tend to be- 
come substantial men in their areas. 

This is the long-term goal—to 
eventually make the auto-selling 
business one in which its practi- 
tioners can take pride. 





Florida Rules Dealers 
Can Open Dec. 26, Jan. 2 


TALLAHASSEE, Fla. — New 
and used-car dealers in Florida 
will be allowed to open for busi- 
ness on the Mondays following 
Christmas Day and News Year’s 
Day. according to an interpreta- 
tion of the Sunday and holiday 
dealer-closing law by Richard W. 
Ervin, attorney general. 

A suit filed against the contro- 


Parts Sales 





Increase 


At Dealer Shops 


By Kenneth C, Kelley Jr. 
Staff Writer 
vee and parts business in 
the typical dealer’s establish- 


| Sales of parts used in repairing ve- 


hicles in the shop ran 0.5 percent 
ahead of the October figure and 
3.7 percent ahead of the total for 


versial closing law is pending in | ment presented a mixed picture in| November of last year. 


the Florida Supreme Court. 





November but there were more ups 
than downs. Parts sales were strong. 





Post Office Department Cited— 


Postmaster General Arthur E. Summerfield accepted for the Post Office Department 
a “Certificate of Achievement” for the department's participation and leadership in 
the 1960 National Vehicle Safety-Check for communities. J. B. Wagstaff, chairman, 
Auto Industries Highway: Safety Committee and Chrysler Corp. vice-president, made 
the presentation to Summerfield. From left are M. R. Darlington ir. managing director, 
Auto Industries Highway Safety Committee; Summerfield; Wagstaff, and Peter Mucken- 
haupt, administrative ahd marketing manager, Look magazine, representing the co- 


sponsor of the program. 


Detroit Dealers Support 
Williams on Inventories 


DETROIT.—The Detroit Auto 
Dealers Assn. expressed approval of 
Birkett L. Williams’ views on in- 
ventory control at its 52nd annual 
meeting last week at the Statler- 
Hilton Hotel. 

Williams, president of the Na- 
tional Automobile Dealers Assn., 
urges dealers to limit their new- 
car inventories to a 30-day supply. 
He contends that overstecking 

has cost dealers $73 million this 
year. 


Some factory officials have dis- 
agreed with Williams, Frederic G. 
Donner, General Motors chairman, 
and Edward N. Cole, Chevrolet 
general manager, claim that a 30- 
day inventory is inadequate today. 

Addressing a DADA dinner ses- 
sion was J. C. (Larry) Doyle, vice- 
president of John E. Wolf Co. and 
a former Ford Motor sales execu- 
tive. Doyle retired from Ford in 
1958 after 42 years with the firm. 

His subject was “The Customer 
Be Damned,” and he asked dealers 
to analyze that “demanding, un- 
realistic person . . who doesn’t 
appreciate the deal you gave him.” 


“The customer is happy to see 
the dealer squirm and sweat,” 
Doyle said, “but he’d be happier 
to be treated the way he thinks 
he deserves to be treated. 


“A customer is a man who 
comes to you when he has need 
for what you sell,” Doyle said. “He 
wants to be greeted promptly, to 
be listened to and to be treated 
fairly.” 

He said indifference is respon- 
sible for 68 percent of lost cus- 
tomers and unadjusted grievances 
acceunt for another 14 percent. 

“How many customers do you 


Waddoups Named to Head 


Greater Phoenix Dealers 


PHOENIX.—Clifford W. Wad- 
doups jr. (Chevrolet) has been 
named president of the Greater 
Phoenix New Car Dealers Assn., 
succeeding Herb Stevens. 

The Greater Phoenix Dealers 
group is affiliated with the parent 
Arizona Automobile Dealers Assn. 
and represents the largest segment 
of new car dealers in the State of 
Arizona. 


have?” Doyle asked. “Don’t be fool- 
ed by the number of names in your 
service file,” he cautioned. “Many 
of them are not customers and 
haven’t been for some time.” 

Another feature of the DADA 
meeting was a panel] discussion 
which brought together representa- 
tives of the state revenue depart- 
ment, the secretary of state’s office, 
the Michigan Banking Commission 
and the auto recovery bureau of 
the Detroit Police Department. 

Six dealers were elected to the 
DADA board of directors. They 
were: Ray Severs (Cadillac), J. W. 
Bundy (Chevrolet), Arthur Scrib- 
ner (Chrysler), Edward Start 

(Plymouth), Howard Bell (Stude- 
baker) and Stanley Boynton 

(Volkswagen), representing im- 
ported-car dealers. 

Reelected to the board were: 
Herbert Kessler (Buick), Robert 
Matick (Dodge), John O’Green 
(Ford), Robert Dusseau (Lincoln- 
Mercury), Richard Fischer (Olds- 
mobile), Roland Rinke (Pontiac), 
and William Hermann (Rambler). 

DADA officers will be elected by 
the directors later this month. 


—JouHN K, TEAHEN JR. 


House... 


On the 


Total parts and accessory sales, 
including wholesale and over-the- 
counter business, in November 
were 7.6 percent above October, 
and 2.5 percent ahead of the No- 
vember, 1959, figure. 

Customer labor sales in Novem- 
ber were off 1.9 percent from Oc- 
tober, but ran 1.0 percent ahead 
of the November, 1959, report. 

The number of repair orders 
written in November fell 0.2 per- 
cent under the October total and 
ran 2.7 percent below the figure for 
November, 1959, 

oa * as 

7a year has been a good year 

in the parts and service depart- 
ments for the typical dealer, an 
Automotive News survey shows. The 
survey was conducted in conjunc- 
tion with the check on November 
service business. 

Of the dealers replying to the 
survey, 66 percent said their parts 
and service profit was higher this 
year than it was a year ago while 
34 percent reported a decline. 

Most of those reporting increased 
profits had gains in the 5 to 10 per- 
cent area but there was one dealer 
whose profits were up 27 percent. 
Among those who earned less in 
the parts and service departments, 
there were some heavy losers whose 
profits were off 20 percent or more. 


The dealers surveyed also report- 
ed an upswing in parts and service 
sales, with 63 percent reporting a 
1960 sales total that was higher 
than the 1959 figure while 37 per- 
cent reported a decline. 

* * 7 


ILE just about all of the sales 

declines amounted to 5 percent 
or less, there were some hefty 
boosts for those whose sales were 
up. Increases of 5 to 10 percent 
were most common but some deal- 
ers reported even larger boosts. 

Dealers’ answers to another ser- 
ies of questions in the survey 
indicate that they are not very 
anxious to see any change in the 
division of the accessory business 
between the factory and the deal- 
ership. 

The group was asked if they 
favored installation of more ac- 
cessories in the dealership, A full 
77 percent said they do not want 
to install any more accessories 
while 23 percent said they do. 

The dealers were also asked if 
they would like to see more op- 
tional accessories made standard. 
Those who want no increase in 
the number of standard accessories 
amount to 66 percent of the group 
while 34 percent we want more. 

* 


AmMone the dealers who would 
like to install more accessories 
in their own shops, most stressed 
that they would like to install only 
accessories which can be bolted in 
place simply, rather than acces- 


sories that would require major 
(Continued on Page 46, Col, 2) 


How a dealer association can aid a worthy cause 


and gain goodwill at the same time: Amarillo (Tex.) 
dealers will provide transportation to take blood 


donors to Dallas 


where an Amarillo-area resident 


will undergo a delicate heart operation . . . Jackson 
will be site of 1961 Wyoming dealer convention, 
Aug. 20-21; Utah’s next conclave will be held Dec. 
4 in Salt Lake City ... E. J. Lovern jr., has been 
elected a director of Florida association . . 


Jim Gorman, 
group, contends 


manager of Missouri’s dealer 
that “personnel staffing the fac- 


tories’ SNAFU department has been on a 24-hour 


Wemhoff 


schedule all this year . 


. . After a year’s experi- 


ence, it is hoped that this particular department will have reached 
such a degree of efficiency by Dec. 31 that top management will 
be compelled to cut it back to a normal 40-hour week in 1961” 
... Dealer Bruce Jones has been elected president of Edenton (N. C.) 


chamber of commerce... 


Toledo dealers will stage ninth annual Christmas party Dec. 22... 


President seems to be a vulnerable 


spot in the auto industry; appoint- 


ment of Ford’s Bob McNamara to be Secretary of Defense brings the 
third industry loss in 1960... Peace on Harth to Men of Goodwill, 





—Pertre Wemuorr, Editor, 
Automotive News 
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AMC Offers Spurs 
To Dealers, Buyers 


(Continued from Page 1) 


which excludes Metropolitans, par- 
allels the retail buyer plan in that 
both are retroactive to Dec. 1 and 
are to be evaluated on a monthly 
basis for a four-month period end- 
ing March 31, 1961. 

* * * 


MERICAN MOTORS Vice-Pres- 

ident Virgil Boyd, announcing 
the plan to dealers over a closed- 
circuit telecast, emphasized that 
the dealer plan will embrace the 
following: Retail deliveries, com- 
pany cars, field cars, demonstrators 
and all approved fleet users except 
the U.S. 

Dealer performance will be 
evaluated on a December-vs.- 
December basis, January-vs.-Jan- 
uary and so forth over the four- 
month, accumulated span. No 
quotas or contests will be fea- 
tured, except for the individual 
dealer’s record against year-ago 
levels. 


“All we ask of the dealers,” Rom- 
ney said, “is that they join our 
‘second Rambler crusade’ by giving 
customers a fair deal.” 

National advertising of the pro- 
gram will be launched this week. 
The “progress-sharing” program, as 
Romney prefers to call it, will be 
tested for a four-month period re- 
troactive to Dec, 1 and extending 
through next March. If it proves 
successful, it will be continued, 
Romney said. 5 

* 


- RETAIL sales exceed last year 
by 10 percent, Rambler buyers 
will receive a $25 bond. If the gain 
is 20 percent, they will receive a 
$50 bond, and so on through a max- 
imum of a 50 percent gain and $125 
in bonds. 

Payments will be made at the 
end of each month in which a 10 
percent or more cumulative gain is 
made. On the minimum 10 percent 
gain, AMC will pay out bonds cost- 
ing $2.8 million. On the basis of a 
50-percent increase, the rebate pro- 
gram would cost $18.7 million. 

If a person buys a Rambler 
this month, and total Rambler 
volume is up 10 percent in Decem- 
ber, he will receive a $25 bond 
automatically. If January gains 
are enough to push volume up 20 
percent for the December-January 
period, he will receive another 
bond at the end of January. Con- 
ceivably, buyers could receive a 
bend each month if Rambler vol- 
ume rose sharply enough, 

December retail sales for Rambler 
will have to reach 33,181 to put the 
$25 level of the program into ef- 
fect. Sales of 45,247 or more would 
mean a rebate of $125 to each cus- 
tomer. 

Only domestic retail sales will 
be considered in determining pay- 


General Tire Sues 


2 Firms After 
Award of Patent 


AKRON.—General Tire & Rubber 
Co. last week was awarded a patent 
for its High-Mooney oil-extended 
rubber composition. 

General Tire immediately offered 
licenses under the patent to the 
entire rubber industry and then 
filed infringement suits against 
Goodyear Tire & Rubber Co. and 
United States Rubber Co. 

M. G. O’Neil, General Tire presi- 
dent, said the suits were filed 
against only Goodyear and U. S. 
Rubber largely for procedural con- 
siderations. 

The patent was awarded pursuant 
to a decree rendered by Judge Alex- 
ander Holtzoff, of the United States 
District Court of the District of 
Columbia. Judge Holtzoff overruled 
the U. S. Patent Office Board of 
Appeals which, in 1957, denied Gen- 
eral Tire’s bid for a patent. 

The company originally applied 
for a patent on Nov. 20, 1950. 

“This discovery,” O'Neil said, “is 
estimated to be saving the motor- 
ing public in excess of $60 million 
a year in its purchases of tires and 
rubber products.” 
































wait for government or somebody 
else to do something. We decided 


of progress sharing with all con- 
sumers.” 


AMC’s decision to go ahead with a 


calling a spade a spade, regardless 
of whose toes I step on.” 


ily on the toes of Ford Motor Co. 
and General Motors, whom he ac- 
cused of expanding production fa- 





ment levels. Sales to Canada and 


the export market will not apply. 
af * a a 


a! PRESENTING the program, 
Romney told newsmen that 
“progress sharing with all custom- 
ers is a proved and dynamic Ameri- 
can economic principle. We need to 
put it back to work to further eco- 
nomic growth and stimulate em- 
ployment.” 

He added, “Our country is cur- 
rently experiencing a mild economic 
slowdown, rising foreign competi- 
tion, excessive American industrial 
expansion abroad, concern over 


strength of the dollar, loss of for- 


eign markets and rising unemploy- 


ment, 


“We believe the greatest single 


to adequately 
nomic progress with all custom- 
ers. Relatively too much of the 


going to a few Pa 
economic This is placing 
America in a shocking position. 


“We decided to do something 
about it and not just sit around and 


to do what we could to focus the 
nation’s attention on this neglect 


* * * 
| PRESENTING an exquisitely 
detailed economic background to 


rebate plan, Romney said, “I’m 


He then proceeded to tread heav- 


cilities in other countries to a 
greater extent than what he termed 
necessary to serve those national 
markets. 
GM and Ford, he said, are 
g 2 world network to 
procure parts and labor at best 
advantage and to sell with no 
more regard to national boun- 
daries than is absolutely neces- 
sary. 

“They are looking at it from the 
sheer, cold economics of the situa- 
tion,” he said. 

Rambler, he said, is willing to 
face up to the economic issues of 
the new, tough auto market, and 
is “willing to light one small can- 
dle rather than curse the darkness.” 

Refusing to give a production 
prediction: for the current model 
year, Romney noted that the nation 
is in a recession—or a “conver- 
cession,” because the recession was 
brought about by conversation. 

an talkers have won,” Romney 


* * * 


Competitors Cautious 


On Customer Rebates 


DETROIT. — Watchful waiting 
was planned by competitors of 
American Motors with the institu- 
tion of the Rambler customer re- 
bate plan last week. 

A spokesman for one Big Three 
manufacturer officially declined 
comment, but pointed out that a 
sudden upturn in Rambler volume 
because of the rebate offer could 
have “sweeping effects” on the in- 
dustry. Ford’s announcement of 12- 
12 warranties on ’61 models was 
soon followed by all producers. 

Officials of another Big Three 
concern warned that an indus- 
trywide hitching of customer re- 
funds to the fortunes of top sel- 
lers or sales gainers would “help 

Chevrolet and nobody else.” How- 
ever, the top penetration gainer 
this past year was Dodge. 

Rambler dealers, emerging from 
a closed-circuit telecast at which 
details of the new plan were ex- 
plained, were divided. 

“Most buyers want their dollars 
out of the deals at closing time,” 
a Detroiter said. “If-come selling is 
an untried thing for car salesmen.” 


One large-volume dealer said the 


cash incentive for dealers would 


benefit primarily small-volume re- 


tailers. 
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For Market of Future... 






bbon-Cutting Opens Lakeland Show— 


Mayor Pro Tem R. H. Gibson, center, cuts the ribbon to open the Lakeland (Fla.) auto 
show. Taking part in ceremonies were, left to right, George J. Husek, secretary-treas- 
urer, Lakewood Automobile Dealers Assn.; Frank Foster, show publicity chairman; J. H. 
Rhodes, association president, and Paul Naylor, show arrangements chairman. 





Ford Preparing New Entries 


CAMBRIDGE, Mass. — Ford 


Motor Co. is working on the cars 
and trucks that will be needed for 
the market of the future—a market 


that the company 
expects to see 
changing as it 
has in recent 
years. 

That is the gist 
of the message 
from James O. 
Wright, Ford vice- 
president in 
charge of the car 
and truck group, 
in a Tobe Lecture 


dames 0. Wright Series talk at the 


Harvard Graduate School of Busi- 


ness Administration. 
Wright said the company is 


watching, by means of market re- 
search, for segments of the market 


which are growing and, at the same 
time, are not being adequately 
supplied with automotive products. 


“Further, it is necessary that 
we be prepared to produce ve- 
hicles in whatever segments 
emerge as the volume markets of 
the future,” he said, “Consequent- 


that have already been introduc- 
ed, we are working on the design 
of other cars and trucks of vary- 
ing sizes and shapes.” 

Wright did not tip Ford’s hand 
any more than that. He gave no 
hint of what vehicles are being 
Planned or when they will be 
brought to market, 

His address recounted the revolu- 
tion in the auto market of the last 
few years. He noted some of the 
problems that have been solved 
along the way and discussed some 
of the problems that remain. 

He opened with a discussion of 
the market research and planning 
that went into the introduction of 
the Falcon. He noted that the pro- 
duction of smaller vehicles “in- 
volves . .. the risk of lower total 
dollar sales and lower returns of 
investment.” 

He continued, “Ford Motor 
Co.’s response to this problem is 
basic to marketing. By providing 
a wider variety of products more 
likely to satisfy the express de- 
Sires of all classes of consumers, 
the total volume of products sold 
should increase.” 

Wright noted the rapid changes 
in the auto market and said Ford 
was taking steps to meet the 
changes. He said that stamping- 
plant presses have been redesigned 
so that, with modest changes, they 


can be switched over to producing 


parts for models that prove most 
popular. 

In the production of six-cylinder 
engines, Wright said, the company 
can vary production by as much as 
200,000 units on the two models pro- 
duced for the compact lines. 

He said the company has found 
that the consumer knows what he 
wants in an automobile, watching 
both price and service closely. On 
the question of producing cars that 
give good service, Wright said: 

“At Ford we consider that we 
seh transportation, And the 
transportation must be reliable. 
The customer is not getting what 


he intended to buy if, for in- 

stance, his car is laid up for re- 

pairs. We feel we must give him 
outstanding products that require 

a minimum of repair while pro- 
viding a maximum of service.” 

In addition to meeting the chal- 
lenge of the changing auto market, 
Wright said Ford, and industry 
generally for that matter, must find 
an answer for “the wage-cost push 
of the 1950s.” 

“But if all affected groups in our 
economy can reach a meeting of 
the minds and solve this serious 
and chronic problem, then there is 
no reason to doubt that the 1960s 
will reach and very possibly surpass 
the most optimistic projections of 
growth and prosperity,” Wright 
concluded. 


Phila. Assn. Names 
Bott to 4th Term 


PHILADELPHIA, — Charles A. 
Bott was elected to an unprecedent- 
ed fourth term as president at the 
annual dinner meeting of the Phil- 
adelphia Automobile Trade Assn. 

Edward C. Swirsding was named 
vice-president; Robert S, Lee, treas- 
urer, and Kerry Pacifico, secretary. 

Three newcomers were elected to 
the board—C, R. Koelle jr., George 
H. McKean and Edward J. Ronan. 
Lee and Pacifico were reelected di- 
rectors. All were named to three- 
year terms, 


Asheville (N. C.) Dealers 


Elect Tron President 

ASHEVILLE, N. C.—Fred Tron, 
Skyland Oldsmobile, Inc., has been 
elected president of the Asheville 
Auto and Truck Dealers Assn. He 
succeeds Robert Perkins, Glover 
Motors (Chrysler-Plymouth). 

Other new officers are Ernest 
Ogle, Deal Buick, Inc., vice-presi- 
dent, and J. L. Cannon jr., J. L. 
Cannon Motors (Volkswagen), sec- 
retary-treasurer. 








S-P Reassigns 


Sales Executives 
Minkel Gives Skillman, 


Brenner New Tasks 


SOUTH BEND.—A general re- 
alignment of Studebaker-Packard 
sales executives was announced by 
L. E. Minkel, marketing vice-presi- 
dent. on 

Regional sales 
offices will be dis- 
continued, Minkel 
said, with zone 
sales managers 
reporting directly 
to him, 

Minkel describ- 
ed the realign- 
ment as “part of 
an aggressive — . 
gram now under a 
way to increase i. B. Mapai 
the efficiency of Studebaker’s auto- 
mobile distribution system through- 
out the United States.” 

Minkel will assume the responsi- 
bility of general sales manager. As 
marketing vice-president he is in 
charge of domestic and export sales 
and Studebaker’s parts and service 
network. 

Sydney A. Skillman, formerly 
general sales manager, will head 








S. A. Skillman 4d. H. Brenner 


dealer relations, Minkel said. In this 
capacity Skillman will be responsi- 
ble for directing a special field task 
force with the objective of obtain- 
ing strong dealer representation in 
key markets, Skillman’s duties will 
include contacts with banks and fi- 
nance institutions to assure ade- 
quate credit lines for dealers, ar- 
ranging capital loans as required 
and stimulating the dealer develop- 
ment activities of the regular Stu- 
debaker sales organization. 

“We have entered a full-scale 
dealer aid program to help our 
dealers realize a greater return on 
their investment,” Minkel explained. 
“This will involve assistance in cap- 
ital financing, obtaining adequate 
building facilities and in arranging 
lines of credit financing.” 

James H. Brenner was named 
manager of the dealer business 
management department to com- 
plement this new program. Min- 
kel said this new department will 
direct its activities toward assist- 
ing Studebaker’s 2,300 dealers in 
establishing and maintaining ade- 
quate accounting and control pro- 


cedures, 

The dealer business management 
department also will analyze dealer 
operations through statistical stud- 
ies to assist the field organization 
in maintaining a strong and ag- 

(Continued on Page 45, Col. 4) 








Cars on Display at Portland Show— 


Huge, 50,000-square-foot underground exhibit hall in the new $8 million Memorial 
Coliseum in Portland, Ore., which housed the 1961 auto show sponsored by the Auto- 
mobile Dealers Assn. of Portland. Another 35,000 square feet in the assembly hall and 
in the arena area were devoted te higher-priced models and factory exhibits. 
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thesales boat so( = 
because your — 
light trucks don’t © 


Next time a prospect asks for Diesel power 
in your trucks, don’t pass him by—call your 
nearby distributor of Series 53 and 71 Detroit 
Diesel engines. 


He has truck Diesels to fit any make or 
model truck from 16,000 GVW up—flywheel 
housings and kits to make installation fast 
and easy. He will work directly with you. 


But why wait? Get together with your GM 
Diesel distributor now. His only business 


have a Diesel? 


is selling cost-cutting dependable Detroit 
Diesel engines. He’s part of a coast-to-coast 
network of “engine people” you’ll find in 
the Yellow Pages under “Engines, Diesel.’’ 
Call him today—it’s the surest sales insur- 
ance you'll ever get. 


DETROIT DIESEL ENGINE DIVISION 
GENERAL MOTORS, DETROIT 28, MICHIGAN 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Parts and Service Woridwide 











TRUCK MODELS OF THE 


SERIES 53 


“V" and “in-line” engines 
97 to 185 H.P. 


ALL-PURPOSE POWER LINE 





SERIES 71 


“V"' and “in-line” engines 
145 to 434 H.P. 
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Is Next Month... 





NADA Studies Inventory Relief 


By Maynard M. Gordon 
News Editor 

ren Industry Relations Commit- 

tee of the National Automobile 
Dealers Assn. will meet in San 
Francisco late next month to con- 
sider proposals 
for new-model in- 
ventory relief, 
Chairman Charles 
Cc. Freed told 
Automotive News 
last week. 

Freed said the 
committee, in- 
cluding a repre- 
sentative of each 
line group, would 
meet prior to the Bs 
NADA conven- Charles C. Freed 
tion. This session will be followed 
by meetings of make committees, 
chairmanned by the various make 
delegates on the Industry Relations 
Committee. 

A report that NADA has sub- 
mitted a detailed program to the 
auto manufacturers was denied 
by Freed, who said no specific 
proposals have been adopted or 
put forward since the committee 
last met in New York during 
October. 

Suggestions being considered by 
the committee, said Freed, call for 
30-day billing, factory warehousing, 
tighter production controls, factory 
payment of partial floor-planning 
costs and a cash downpayment on 
inventories by dealers themselves. 

* cd + 
HE trouble is that with several 
of these ideas, like factory 
warehousing or 30-day billing, the 
factories scotch them quick by say- 
ing they’d have to raise new-car 
prices,” Freed said. 

The Salt Lake City Chrysler- 
Plymouth dealer and Fiat distribu- 
tor, a former NADA president, said 
invoices for new-car shipments now 
are being sent closer to actual de- 
livery dates than has been the 
case heretofore. But he declared 
that the problem of high inven- 
tories is “not an easy one” to re- 
solve. 

Freed said the members of the 
Industry Relations Committee 
agree with the 30-day-supply 
position advocated recently by 
NADA President Birkett L. Wil- 
liams. General Motors executives 
have sharply disputed the 30-day 
position, declaring that it is out- 
moded because of the multiplicity 
of models, body styles and acces- 
sory options. 

Thirty-day billing long has been 
championed by Pontiac’s make 
representative on the Industry Re- 
lations Committee, M. H. (Doc) 
Yager, of Albany, N. Y. 

A 10 percent cash downpayment 
by dealers on field inventories was 
advocated last week by H. Mead 
Norton (Buick), Oklahoma City, 
NADA director for Oklahoma, His 
brother, Tulsa’s Chick Norton, is 
committee vice-chairman and 
Buick make representative. 

* + 


ILL HERMANN, Detroit, the 
Rambler representative, took a 
dim view last week of the inven- 
tory-relief suggestions advanced so 
far. He espoused production re- 
straint as “the best way” of deal- 
ing with the problem. 
Other members of the Committee 
are as follows: 

Carl E. Fribley, Cadillac make 
representative, Norwich, N. Y.; 
Arthur H. Kenny, Chevrolet, Val- 
lejo, Calif.; A. W. Bartlett, Chrys- 
ler, Ogden, Utah; J. L. Rowlett, 


Late Report... 





Plymouth, Peoria, Ull.; Paul E. 
Ruch, Dodge, Clearfield, Pa. 

Robert F. Pulliam, Ford, Col- 
umbia, S. C.; James C. Downing, 
imports, Atlanta; Lee D. Butler, 
Lincoln-Mercury, Washington; Sam 
H. White, Oldsmobile, Houston, and 
R. E: Bickelhaupt, Studebaker, 
Clinton, Ia. 

Clive Bradford, executive vice- 
president of the Colorado Automo- 
bile Dealers Assn., represents the 
Automotive Trade Assn. Managers 
on the committee. NADA’s repre- 
sentatives are James C. Moore, ex- 
ecutive vice-president, and Paul E. 
Herzog, director of research. 

* * 


Y one new solution to the 
high-inventory problem was ad- 
vanced last week in an AUTOMOTIVE 
News sampling of dealer opinion. 
A General Motors dealer suggested 
that GM drop one of its three me- 
dium-price lines, 

“Just refuse to purchase from the 
factory and take the penalty, which 
can be reflected in a lack of as- 
sistance in filling orders for hard- 
to-get models,” a California Chev- 
rolet dealer urged as a general 
approach. 

A Salt Lake City General Mo- 


Washington Gets 
CARS Seminar 


FORT LAUDERDALE, Fla.—A 
dealer seminar on car leasing will 
be conducted in Washington, D.C., 
Jan. 9-10 by CARS Rental System. 

Such seminars are held every two 
weeks here, and the change to 
Washington for one meeting was 
made for the benefit of dealers 
who have been unable to travel to 
Florida. 

A regional “workshop program” 
will be held Jan. 11-12 in Wash- 


ington. 


K. C. Salesmen 


tors dealer called for “realistic” 
distribution and a firmer stand 
by dealers. 

Better forecasting by the facto- 
ries was demanded by a Dodge 
dealer in New York State. 

* * * 


EWER medium-price cars was 

the suggestion of a Pontiac 
dealer in Montana, together with 
less factory pressure. 

“At some future date,” this 
dealer continued, “General Motors 
might as well face up to discon- 
tinuing one of its medium-price 
cars. Dealers in these cars are 
getting weaker and weaker. It’s 
better to have less dealers and 
strengthen the rest.” 

A Chevrolet dealer in Oregon rec- 
ommended that the factories stock 
new-car inventories, adding, “I can 
dream, can’t I.” 

* * a 
A DODGE Illinois dealer with a 

90-day supply of ’61 and ’60 
merchandise said he had stopped 
ordering from the factory except 
for sold units. 

In Wichita, a Plymouth dealer 
said he would order daily as cars 
are sold until a 30-day supply is 
reached. His present float: Also 
90 days. 

A Rambler dealer in New 
Hampshire suggested that over- 
supplies could be avoided if banks 
and the manufacturers agreed on 
what constituted an adequate in- 
ventory. 

“Let’s quit this infernal ratrace 
of production to produce registra- 
tions,” cried an Oldsmobile Wis- 
consin retailer. 

“Let manufacturers warehouse 
stocks instead of dealers,” asked 
a former president of NADA, han- 
dling Buick. 

A Michigan Ford dealer wants 
dealers to stop buying cars “based 
on factory forecasts.” 


Bar Union; 


Drive Opens in Houston 


By Francis J. Gawronski 
Staff Writer 
i Ansas CITY last week joined 
the growing list of cities in 
which new and used-car salesmen 
have rejected a union organizing 
drive. 

About the same time the sales- 
men in Kansas City 
were voting against 
union representa- 
tion, spokesmen for 
salesmen in Houston 
announced that that 

city will be the scene of still an- 
other attempt by a union to organ- 
ize automobile dealers. 

The Kansas City setback, a de- 
cisive one, was suffered by the Re- 
tail, Wholesale and Department 
Store Union. The union received 
only four votes in nine elections 
conducted by the National Labor 
Relations Board. 

The union was rejected at the 
following Kansas City dealerships: 

Allied Motors (Chrysler), 5-to-0; 
Southtown Ford, 9-to-0; Sight 
Bros. Chevrolet, 10-to-1; Keith 
Ware Studebaker, 4-to-0; Gene 
Cable Chevrolet, 8-to-0; Eisfelder 
Gerber (Plymouth), 3-to-0; Down- 
town Rambler, 2-to-2; Rebel-Ram- 
bler, 7-to-0, and H. E. Miller Mer- 
cury, 2-to-1. 

In Houston, approximately 650 
salesmen have been authorized to 
form a local union of the Retail 


Used-Car Market 


Paced by another spurt in current models, the average price of 
used cars sold at wholesale auction increased $30 last week to $1,125. 


The price of 61s went up $278, while ’59s advanced $14 and 56s 


gained $10. The price of ’55s remained unchanged from the previous 


week. 


Losses amounted to $2 on ’57s, $6 on ’54s, $22 on ’60s and $38 on 
58s. All of the adjusted prices held above previously established 


low levels. 


At a group of representative auctions last week, the sales ratio 
was 62.8 percent, highest in five weeks. It had been 50.7 percent 
week. 


the previous 


Auction reports begin on Page 34. 





Clerks International Union, accord- 
ing to Louis Faigen and Oliver 
Massey, spokesman for the Hous- 
ton salesmen. 
* * * 

ye ARs and Massey said the 650 

salesmen make up almost two 
thirds of the city’s car salesmen, 
and more are expected to join in 
the near future. 

Faigen is temporary president of 
the union and Massey is temporary 
secretary-treasurer, Both are em- 
ployed by Bill McDavid Oldsmo- 
bile Co. 

The tentative name of the 
Houston union is Automobile 
Salesmen Local, Faigen said. 
“This move is an effort to sta- 

bilize the industry with better 
working hours, guaranteed salaries 
and a retirement plan for the sales- 
men,” Faigen said. 

He said the local will be in favor 
of dealerships closing on Sunday. 
The Houston Automobile Dealers 
Assn. has voted to close on Sun- 
days. 

“We are not antagonistic toward 
the dealers, but rather we are in 
sympathy with them,” Faigen said. 


“We think this local will improve 


the business.” 
* + * 


Teamsters Lose 


N DETROIT, Teamsters Local 

376 continues to lose elections in 

its bid to organize some 3,000 sales- 
men in the Detroit area, 

The local has managed to win 
only two elections in 24 conduct- 
ed by the NLRB. The union has 
filed 71 election petitions, but 
most observers feel the drive 
will collapse. 

The local accounted for its sec- 


ond election victory when salesmen | 


at Leo Adler, Inc. (Plymouth), De- 
troit, voted 7-to-1 for representa- 
tion. 

However, the Teamsters local lost 
another election at the Adler’s Re- 
nault-Peugeot branch, 2-to-1, and 
the ballots at a third Adler branch 
have been impounded in a dispute 
over eligibility. 

Local 876 also lest at Hutchinson 
Lincoln-Mercury, Inc., Royal Oak, 

(Continued on Page 44, Col. 1) 





Ferrari 410/SA Superamerica coupe. 


Fiat Moves Hinges to Front— 


A Lark Moults— 


sloping roof line. 


In ’61 Is Seen 


DETROIT, — An “exciting and 
successful year” in 1961 was pre- 
dicted last week by L, L, Colbert, 
chairman and president of Chrysler 

: Corp., in his an- 
nual year-end 
statement. 

“We are enter- 
ing the new year 
knowing that the 
nation’s business 
is sound, that na- 
tional production 
has been holding 
at a high level, 
and that employ- 
ment, personal in- 
come and person- 
al savings are close to alltime 
highs,” he said. 

Commenting on achievements in 
1960 in the auto industry, Colbert 
said sales would approximate 6.6 
million units, second only to the 
record-setting 1955 when 7.2 million 
new cars were sold at retail. 

Shipments of new cars by Chrys- 
ler Corp. in 1960 will exceed one 
million units, he continued, “mak- 
ing 1960 the best year for us since 
1957.” 

He did not forecast the number 
of cars that would be sold next 
year. But he did say “there is an 





L. L. Colbert 





excellent chance that retail sales 
of automotive vehicles in 1961 will 
; reach or exceed the level attained 


What's New in Italy 






































New Softer Look from Farina— 

Is this the new trend in European auto design? Pininfarina, the Italian custom body 
builder who launched the square, crisp look which later caught on across the continent, 
has pulled a switch. New, softer lines characterize this Pininfarina body mounted on a 





American dealers should cheer Fiat's restyled 1100, which has front doors hinged 
at front rather than from center post. Other changes include simplified grille “and side 
trim, squared-off window openings and addition of ventilator windows. 


Clean, bold version of Studebaker Lark is this Italia, turned out by Francis Lombardi, 
custom builder in Vercelli, Italy. Notable changes include horizontal grille and softly 


‘Exciting, Successful Year’ 


by Colbert 


during the near-record year now 
closing.” 

Looking farther ahead, Colbert 
said that by 1965 annual sales 
will average “at least seven mil- 
lion,” and that by 1970 “the eight- 
million-car year will not be at all 
unusual.” 

Although the potential is great, 
Colbert continued, “it will require 
the genius of American merchan- 
dising to seize this favorable mar- 
ket potential and to make the most 
of it through marketing imagina- 
tion.” 

At this point he took issue with 
critics of annual model changes. 

“We cannot develop marketing 
imagination by accepting the sug- 
gestion coming from some quarters 
that we would all be better off if 
we stopped developing new prod- 
ucts, if we would just stabilize our 

(Continued on Page 8, Col, 5) 


Dealer Loses a Window 
But Wins on Sale of Car 


CINCINNATI.—Burnett Pontiac’s 
grand opening at its new home at 
8166 Montgomery Rd. was a smash- 
ing success. 

A customer drove her car too 
close to a 10-by-12-foot plate-glass 
window and smashed it, Burnett of- 
ficials forgave her though. She 
bought a new car. 
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McNamara Leaves for Cabinet Jan. 1... 


Ford Ponders Next President 


(Continued from Page 1) 
after Kennedy was elected Presi- 
dent. 


Ford said on the day of Mc- 
Namara’s election that it is his 
feeling and that of the company 

that no one 
man should 
hold both of the 
top jobs. 

Three men were 
being mentioned 
as McNamara’s 
successor but 
there was no cer- 
tainty on which 
one, if any, of 
the three would 
be selected. 

James O. 





Henry Ford It 


. Wright, 48, vice-president in charge 


of the car and truck divisions, was 
mentioned. Wright was named to 
his present position when Mc- 
Namara moved out of it to be 
president, 
* + * 

Ano possibility was John 

S. Bugas, 52, long one of the 
company’s key executives and pres- 
ently vice-president in charge of 
international operations. With 
world markets growing in import- 
ance, the international job has been 
growing in importance at Ford and 
most other major corporations. 

Chrysler Corp. looked to its inter- 
national setup for Lynn A, Town- 
send, the international operations 
chief who is now No. 2 man at 
Chrysler. 

The third man mentioned is 
Irving A. Duffy, 56, vice-president 
in charge of the general products 
group. Admittedly a darkhorse 
candidate, Duffy has a solid rep- 
utation at Ford, gained largely in 
directing various manufacturing 
operations. 

McNamara’s life story reads like 
a storybook tale with the usual 
steady rise to the top. However, 
McNamara’s background departs 
sharply from that which the public 
has come to expect of an auto ex- 
ecutive. 

* * + 

E WAS born in California on 

June 9, 1916, After attending 
public schools, he entered the Uni- 
versity of California, His academic 
excellence was quickly recognized 
and he was elected to Phi Beta 
Kappa at the end of his sophomore 
year. 

After being graduated from Cali- 
fornia, he obtained his master’s de- 

from the Harvard Graduate 

ool of Business Administration 

in 1939, Kennedy, too, is a Harvard 
alumnus, class of 1940. 

With his education completed, 
McNamara worked for a time 
with the accounting firm of Price, 
Waterhouse and Co. and then re- 
turned to Harvard as an assistant 
professor in 1940. 

The war which the United States 
entered the next year was to play a 
major role in shaping McNamara’s 
life, just as it did with the lives of 
many in his generation. 

+ * * 
Cr WAS the first war with fighting 
going on around the world. It 
was the first war in which the pro- 


Oct. Sales Score 





For Imports 
New imported-car registrations 
for October: 

1960 1959 
Pos. Mak Pos. 
1—14,685 VW 11,621— 1 
2— 3,496 Renault 8,745— 2 
3— 1,460 Simca 2A23— 6 
4— 1,381 Opel 3,282— 3 
5— 1,289 Mercedes-Benz * 
6— 1,253 Triumph 1,967— 8 
I— 1,236 Fiat 2,971— 4 
8— 1,199 Volvo 1,446—10 
9— 1,138 English Ford 2,931— 5 
10— 1,032 Austin-Healey * 
* Vauxhall 2,010— 7 
* Hillman 1,853— 9 
8,585 AllOthers 13,006 
Total. All Makes 
36,704 52,255 

*—Not in Ten, 
Data by R. L. Polk & Co. No re-use 


without Polk permission, 





- 


| ductive might of the U. S. was used 


to its full potential to supply the 
worldwide forces. 


Old systems of getting supplies 
to the front were outmoded and 
new systems based on statistics and 
mathematical controls had to be 
worked out. McNamara was active 
in that work, first as a civilian and 
later as an air force officer. 


agement, was casting about for 
ideas on what to do in civilian 
life, They hit upon the idea of 
joining a company as a group. 

Henry Ford II, who was leading 
Ford in its conversion from war- 
time operations into a new battle 
in the automotive marketplace, 
hired the team of 10 former officers 
and the company had its “Whiz 
Kids.” 

aa * * 
ewer group worked in subordinate 
positions for a time, learning 
the ropes of the auto industry, 
and then began to emerge in posi- 
tions of great responsibility with 
the company. This growth process 
reached a peak when McNamara 

was named president. 

The rungs of the ladder which 
McNamara climbed on hig way 
to the top included: Named man- 
ager of the company’s planning 
office and financial analysis office 
in 1946; controller, 1949; assistant 
general manager of Ford Divi- 
sion, 1953; general manager of 
the division and a corporate vice- 
president, 1955; vice-president in 
charge of the car and truck divi- 
sions and a corporate director, 
1957, and president. 1960. 

With this background, Ford is ex- 
pected to miss McNamara, Henry 
Ford II made this comment: 

“Just over a month ago, I was 
proud to announce the election of 
Robert S, McNamara ag president 
of Ford Motor Co. 


* * * 


eat it is with equal pride — 
mixed, however, with regret — 
that I comment on his selection by 
President-elect Kennedy as secre- 
tary of defense, 

“Out of my own limited knowl- 
edge, I know of no one in Amer- 
ica better qualified to take the post 
of defense secretary than Bob Mc- 
Namara. 

“If he is allowed to do as good 

a job for the country in this 
new assignment as he has been 
able to do for our company in a 
series of previous assignments 
over the past 15 years, the gain 
—measured in terms of the na- 
tional interest—will make it eas- 
ier for Ford Motor Co. to sustain 
the loss of his leaving.” 

The auto industry is no stranger 
to the Department of Defense. When 


March Dates Seen 


For Economy Run, 
L. A. to Detroit 


LOS ANGELES.—An extra day 
reportedly hag been added to the 
annual Mobilgas Economy Run. The 
six-day event terminating in De- 
troit reportedly is scheduled for 
March 11-16, three weeks earlier 
than the five-day run to Minnea- 
polis in 1960, 

A number of major changes in 
the test rules have been made, ac- 
cording to Southern California deal- 
ers preparing entries for the con- 
test. They said these include: 

One novice driver must be used 
in cases where two-car teams are 
entered. This is designed to take 
the “professional” aspect away from 
mileage performance, they said. 

The novice will be a driver who 
has not competed previously ag an 
economy or professional test driver. 

Route maps will be distributed 
daily for each of the six-day runs, 
which are designed to end the use 
of “scout cars” which had been sent 
ahead to make final traffic and 
highway checks, 

There also will be an entirely 
new group of: classes for compact 
cars and the return of “stick-shift” 
transmissions for the first time 
since 1955, it was said. 


President Eisenhower was prepar- 
ing to take office in 1953, he tapped 
Charles E. Wilson, then president 
of General Motors, to be hig first 
secretary of defense. | 

+ ~ 


‘a practice of selecting an auto 
man to héad the defense setup 
got its start in World War II when 
President Roosevelt summoned Wil- 
liam S. Knudsen, then president of 
GM, to direct. defense production. 

There was no defense secretary 
title in those days but Knudsen was 
named a lieutenant-general of the 
army, the second highest rank. 

When Wilson the cab- 
inet, he sold his GM stock. Mc- 
Namara followed the precedent 
by selling his Ford stock last 
week to remové any hint of con- 
flict of interest while serving in 
the government. 

McNamara sold 23,215 shares for 
about $1.5 million and gave another 
1,035 shares to a family foundation. 
There will be a.capital gains tax 
on part of tha sethrn from the stock 
sale and there have been times 
when the same number of shares 
would have brought more. 

+ * * 


ND there were other financial 

sacrifices on McNamara’s part. 
He said he does not plan to exer- 
cise his options on 30,000 additional 
shares of Ford stock. The options 
expire soon after he leaves the 
company. 

He is expected to get future 
payments on bonuses earned in 
years past, but even this could 
be held up. 

McNamara, as head of the car 
and truck .divisions in 1959, made 
$125,833 in salary and fees plus a 
bonus of $285,000. The raise he got 
when he was elected president 
probably put his income around the 
$500,000 mark, if not higher, 

He gives up this income for a 
cabinet member’s $25,000 a year. 
At a press conference after being 
selected by Kennedy, McNamara 
said he had agreed to serve in the 


Import Stockpile 
Falls Again, but 
Days’ Supply Up 


(Continued from Page 1) 


are gradually picking up after a 
“slow period.” 

In the import trade, reports were 
circulating again last week that 
loan sources in many parts of the 
country were refusing to authorize 
36-month retail paper. Lenders 
have steadfastly insisted that “good 
risks” can obtain maximum terms, 
however. 

+ * * 
ACCORDENG to the reports, do- 
mestic dealers dualled with an 
import were under particular pres- 
sure from finance companies to 
hold their retail notes on the for- 
eign makes to 24 or 18 months. Ex- 
clusive import dealers have ag yet 
indicated negligible loan problems, 

especially with banks. 

Seeking to evaluate the shakeout 
in the import market, a three-man 
team of Renault executives began 
a nationwide tour of all markets. 

Assistant General Manager 
Georges Basiliou expressed con- 
fidence in Portland, Ore., that Re- 
nault will survive the general re- 
trenchment despite the French 
make’s loss of 30,000 sales this year. 





Dealers Boost Davis 
For President of Ford 


DEARBORN. — As _ speculation 
mounted on who will be the next 
president of Ford Motor Co., a 
number of Ford dealers had a 
favorite of their own—John R. 
Davis, 66, veteran Ford sales ex- 
ecutive who is now a consultant. 





cabinet as long as Kennedy feels 
he is filling the job properly. 
McNamara said he did not believe 
the government could be run by 
officials serving brief periods any 
more than Ford Motor Co. could 
be run by short-term appointees. 
He had little to say on his new 
job other than that he does not 
now plan to take any Ford men 
with him to Washington. Mc- 
Namara said he had no plans on 
what he will do after leaving the 
government but pointed out that, 
after Jan. 1, he will have no ties 
with Ford beyond his affection for 
the company and its officers. 
= * + 
McNamara’s name was 
first mentioned in cabinet talk, 
the story sounded a little far- 
fetched. He was considered at 44 a 
young man who had a long, bright 








future ahead of him as president of 
the second largest auto company. 
There were questions about just 
what he would do when his cabinet 
job, which can last no longer than 
four. or eight years, is completed. 

Insiders at Ford said they 
wouldn’t be surprised to see Mc- 
Namara take a cabinet post. They 
noted that McNamara was not 
working primarily for money, 
and that, having been named 
president, there was no place for 
him to go at Ford. 

One observer said the question 
of what McNamara will do after 
leaving government service is no 
problem—with his academic inter- 
ests and background, McNamara is 
thought to be interested in a col- 
lege presidency in the future. 

cd * od 


we industry observers do not 
feel that McNamara will return 
to Ford if his period of government 
service is lengthy. The auto indus- 
try moves too quickly for a man 
to step out at the top and then step 
back in at the same level several 
years later. 

McNamara’s appointment 
brought up questions about his 
political background. He has de- 
scribed as a Republican 
who votes independently and has 
contributed to the campaigns of 
candidates of both major parties. 

He summed it up this way: “The 
Republicans think I’m. a Democrat 
and the Democrats think I’m a Re- 
publican and I don’t get the benefits 
of either.” 

He declined to tell reporters last 
week how he voted for President, 
but is reported to have supported 
Kennedy. 


‘Closed’ Department Store 


Reports Brisk 


By William Stone 
Staff Correspondent 

FORT WORTH, Tex.—New cars 
are being sold here at Gov-X, a 
recently opened closed-door depart- 
ment store. Operator of the conces- 

sion is R. D. Ryno Motor Co., Inc. 
Bob Bell is manager of the depart- 
ment. 

Because Gov-X has 30,000 mem- 
bers, each of whom paid $2 for a 
card, the potential for new-car mer- 
chandising is “tremendous,” said 
Bell. Eligible for Gov-X member- 
ship are active or retired employes 
or members of city, county, state 
or federal governments, armed 
forces or reserves, tax-supported 
schools, firms doing substantial 
work on government contract or 
persons receiving regular monthly 
benefit checks, 

“When a customer shows inter- 
est in a vehicle, we suggest he go 
to the dealer of his choice, select 
the car, the equipment he wants 
and at what price the retailer 
will trade for his present car. We 
then ask that he notify us and 
we will then be able to give him 
a firm figure,” said Bell, 

“To date, our experience has been 
that we can save the customer from 
$75 to $400 on a new-car purchase, 
depending on the unit and its 
equipment. The title is transferred 
from the dealer to the purchaser 
and he obtains a manufacturer’s 
certificate and full warranty.” 

Cars are obtained from three 
sources—Fort Worth retailers, the 
dealer’s exchange in Dallas and 
from other dealers operating with- 
in a 50-mile radius of Fort Worth, 
continued Bell. When a customer 
wants a car and if it is not avail- 
able from a local resource, it is or- 





Sales Records for Imported Cars 


13 Months 

. Gain 

in Pene- 

tration 

Pet.of Over Pre- 
Units Industry vious Month 

Oct. °59.. 52,255 9.77 —17.34 
Noy, ....... 47,430 1L.11 14.18 
Dee, ...... 54,609 12.71 14.40 
Jan. ’60.. 40,420 9.40 —26.04 
Feb. ...... 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 1.46 —11L51 
May ........ 45,623 1.05 —5.50 
June .... 43,300 127 3.12 
July ...... 43,537 1.97 9.63 
Aug. ...... 42,577 8.10 1.63 
Sept. ...... 40,441 8.82 8.90 
GI sosessite 36,704 6.70 —24.04 





13 Years 


Pet. Gain 
in Pene- 
tration 
Pet.of Over Pre- 


Units Industry vious Year 
1948 ....... 16,133 46 1433.33 
1949 ...... 12,251 25 — 45.65 
1950 ...... 16,336 26 4.00 
1951 ...... 20,828 Al 57.69 
19652 ....... 29,299 -70 10.73 
1963 ...... 28,961 0 — 28.57 
1954 ...... 32,403 58 18.00 
1955 ...... 58,465 82 38.98 
1956 ...... 98,187 1.65 101.22 
1957 ..... 3.46 109.70 
1958 ...... 378,517 8.13 134.97 
1959 ....... 609,539 10.11 24.35 
1960 to 
Date ...... 433,972 191 —2L.76 


© 1960, Automotive News 


°61 Sales 


dered from the factory for him 
by an authorized dealer with de- 
livery promised in about three 
weeks. 

New-car dealers have cooperated 
“wonderfully” in this new-type 
merchandising, said Bell. They 
make about as much on the unit 
as if it was sold from their show- 
rooms because they pay no sales 
commission, he added. 

If a customer doesn’t want to 
go to a retailer to arrange his 
own tentative deal, he selects a 
car and what equipment he wants 
from the manufacturer’s bro- 
chures in the department store, 
his car is appraised on the spot 
and figures are obtained from 
retailers on the car wanted. If 
a customer is really interested, 
usually there are no problems re- 
gardless of the procedure fol- 
lowed. 


If the customer wants the unit 
financed, it is done through a 
downtown bank. Usually, if the car 
desired by the customer is avail- 
able locally, it can be delivered to 
him in 24 hours. 

The compacts are moving well 
at Gov-X, according to. Bell, with 
activity in Falcon dominant. 

Gov-X is open daily from 12 noon 
until 9:30 p.m., on Saturday from 
9:30 a.m. to 6:30 p.m. and on Sun- 
day from i p.m. to %:30 p.m. On 
one level, it has over 100,000 square 
feet of selling area and acres of 
parking space. 

Selling cars this way is profitable 
because it is a high-volume, small- 
profit margin operation, concluded 
Bell. 


Colbert Sights 
‘Exciting Year,’ 
Defends Restyling 


(Continued from Page 6) 





products and our markets and stay 
put,” Colbert said. 

“There are those who think 
that automobile manufacturers 
ought to settle on a standard car 
with standard features and stand- 
ard performance — a car thi 
would remain unchanged from 
year to year. 

“Yet it is this very year-to-year 
cycle of changes which has given 
the American people better and 
more satisfying motoring from one 
year to the next, and it is pre- 
cisely this annual change which 
has helped stimulate the growth of 
@ mass market and made possible 
the economies of large-scale pro- 
duction,” he said. 











Citllye 


OF AMERICA’S GREATNESS .... 





Now...more than ever at Christmas Time we should give thanks for the greatness that 
is America! Only on free soil can every man find fulfillment for his ultimate goal. Here 
there is opportunity to plan... to hope ... to dream and to make the most daring objective 


an exciting reality | 


May we never lose sight of the enduring principles which have made our way of life 
possible . . . . May the spirit of Christmas inspire all mankind to live together in peace 


and good will . . . This is our wish for Christmas 1960! 





© H.D.T, COMPANY FACTORS, INC, 


H. D. T. COMPANY FACTORS, INC. « Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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Coming 
Events 


%& Evrror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
Miami, 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—idaho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23 — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 23-25—Arizona Automobile Dealers 







“I'm looking for something that will go in snow and 
will get real good gas mileage." 












































Auto Shows 


Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 


"baking @ boss... 6 6. S 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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one of the sales managers; and they 
were talking in terms of seven and 
eight million cars for 1960, I sug- 
gested that they lower their sights 
to about 4% million, which was 
very close to what the actual pub- 
lic was willing to buy in 1960. 
Sure, the manufacturers made 
six million cars and sold them at 
a profit to the factories, but not 
to the dealers. But at the start 


and profitable basis for all dealers 
and all factories. 

Fair trade practices should be 
put back into operation by the 
government at once, and until 
we get a system whereby we can 
distribute these cars as desirable 
merchandise, rather than as dis- 
tress merchandise, we cannot 
hope to have a solid business pol- 
icy or a solid market or solvent 
dealers or solvent factories. The 





Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 1422—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan, 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 
Jan. 28-Feb. 4—Rochester Auto Show, War 



























m i. es f somtehte contracts between manufactu ind dealers i was 
A castor veltdles, acts ans ene eee eet | "Memorial Exhibit Hall, Rochester, N. Y. | Of the 1961 models, there collapse of the automobile busi- 
#2. Gray de dollar of auto excise, and oil taxes, collected by states; Fo, 2-11|—Amsterdam Auto Show. Am- still a million and a half cars in would te h hat 
€ and U. S. governments, applied to a suiting and maintenance of — sterdem. The Nétherlends ; the hands of dealers. The 1960 eae eS. Cee 
n 1.3. Guard the fle of individual freedom, which made the U.S, A. a killed the sales of 1961 mod- | Would lend to 2 national ecomomy 
great and gave itizens more of the better things of life than saekcs Feb. 3-8—International Foreign & Sports cars e sales 0 breakdown. 
NEWS else in the world Car Show, Dinner Key Auditorium, els, which the dealer might have We have fine automobiles, but we 





. . » may we be ever mindful 
in this Christmas season 

that understanding 

is the light of the soul; 

that goodwill is the 

mightiest practical force 


in the universe .. . 








































Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 


made a profit on, but he is not 
making any profit on still hav- 
ing to sell 1960 models. 

Even Cadillac dealers are adver- 


are glutting the market by forced 
selling and overproduction by 
greedy manufacturers who will do 
nothing to create a market. Condi- 


cniens ae ple, A CRSP tising eight or a dozen or 25 ’60/tions have always come to their 

we model Cadillacs left. Every dealer| rescue in the past. 
March 16-26~Geneva Auto Show, Geneva, | is taking a loss on 1960 model cars,| Will some national disaster come 
” but the factories ignore this fact|to the rescue of the factories and 


April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

a 


the dealers again as in the past? 


and go on trying to produce three 
It is more important that the fac- 


cars when they ought to be pro- 
ducing only two. tories start taking a look at the 

It is time that the dealers woke| marketing rather than production 
up and refused to be the scapegoat for when we have created a market- 
for the factories’ greediness and| ing condition that is lucrative and 
started complaining, but until deal-| profitable from the factories to the 
ers get some backbone rather than| consumer on a scale and prestige 
wishbone, they are not going to get| basis that the automobile industry 
this situation corrected, is entitled to. 

There are many things that need When we create an impression 
to be done in the marketing of au-| with the public that we are mer- 
tomobiles. There has to be a com-| chandisers of legitimate merchan- 
pletely new ‘marketing system set| dise and not just gypsy horse- 
up by both the factories and the; traders disposing of distress 
dealers, The marketing tactics that} merchandise; once we have re- 
are being forced upon the dealers created this prestige then will we 
by unscrupuloug manufactur-| start to be looked on as desirable 
ing methods and their methods of| business people. 


This means a long, tedious pro- 
The Big Stories 


gram of upgrading the factories 
35 Years Ago—1925 


and the dealers until they both 
have the respect of the consuming 
public. 
Before the end of 1925 Chevrolet will have established a record 
unique in the automotive industry by producing within 12 months more 
than 500,000 cars and trucks. 


When the factories become in- 
20 Years Ago—1940 


terested enough to protect the great 
potential market that they have, by 
Imports of United States-made cars and trucks suffered most under 
an embargo imposed by Canada on a list of American products as 


proper leadership, then we can take 
our rightful place in the national 
a wartime measure for diverting resources of U. S. exchange from 
non-essentials to war needs. 


business world.—O. L. Mappox, 
Maddox Motor Co (Chrysler-Plym- 
outh-White), Sidney, Neb. 
7 * ak 
10 Years Ago—1950 
Large doses of “low-profit” selling pared dealers’ stocks of new 
cars down to a healthier level during November. As of Dec. 1, a sur- 
vey showed that the average dealer had a potential inventory of 9.6 
new cars, as compared with 11 on Nov. 1. 































General 


Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 


Jan. 9-13—Society of Automotive Engi- 
neers International Exposition, Cobo 
Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb, 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 

April 13-15— National Truck, Trailer & 
Equipment Show, Great Western Exhibit 
Center, Los Angeles. 



























Place for Opinion 

Please in the future refrain from 
publishing letters sent to you by 
crackpots such as the guy who 
wrote “61s leave attorney cold.” 

I'm surprised at you.—F. §S. 
Mine, Los Angeles. 

Eprror’s Nore: They called Co- 
pernicus @ crackpot, too. 












































LOWER PRICE WITH BENDIX HYDROVAC® POWER BRAKES 


Vacuum is the most popular power brake type by a big been sold is that they save money. They cost less to buy... 
margin—and, among vacuum power brakes, Bendix Hydro- less to maintain. Any way you look at it, whether you 
vac is specified more often than all other makes combined. build, buy, sell, or operate trucks, you'll find it pays to 
One big reason why over 512 million Hydrovac units have specify Bendix Hydrovac—the best in power braking. 


pee ‘ 


TZ a ee ae 
tee Ae. EE. ee 





PROTECTION-—Hydrovac furnishes maximum de- FP AYLOADS-—Hydrovac weighs considerably less, per- 
pendability—with built-in safety standby of manual braking mitting up to several hundred pounds more payload—and 
in case of power failure. thus adding to profit. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix prvisroxn South Bend, ip. 











Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ECENTLY the writer returned 
from an extended trip through 
various states. Many automobile 
dealers with whom I talked pre- 





























of opinions frequently apparent in 

suits involving insurance policies. 
For illustration, in George B. 

Wallace Co. v. State Farm Mutual 


(2d) 789, the testimony showed these 
interesting facts: Dr, Pratt pur- 
chased a new Buick automobile 
from an automobile dealer, named 
George B. Wallace Co. Dr. Pratt 
obtained an insurance policy for 
collision and upset to his Buick 
automobile. This policy contained 
a clause which insured Dr. Pratt 
against collision or upset to other 
automobiles which may be furnish- 
ed to Dr. Pratt “for his regular 
use.” 


ters from auto- 
mobile dealers 
containing legal 
inquiries. 
First, I shall 
review the law 
pertaining to in- 
surance policies, 





L. T. Parker 


It is difficult for the average auto- 
mobile dealer to correctly determine 
the exact protection given by any 
policy. This is so because even the 
courts very frequently . 
However, the higher court’s inter- 
pretation is final, although exactly 
opposite to the lower court’s or 
jury’s decision. 

As indicated in my writings in 
June 13, 1960, issue of AvToMmoTiIvE 
News, an automobile dealer never 
is liable in damages for injuries 
caused 


given by the employer. And. con- 
versely neither is an insurance com- 
pany liable on the policy held by 
the automobile dealer. 

It is difficult to determine 


his 
injury. (See Hood no 
Co. v. Travelers Insurance 

ne on, tw Oe 
original case the testimony sh 
ed that one Williams was injured 
in a collision with an automobile 
driven by the automobile dealer’s 
mechanic who had been author- 


The mechanic took hig family on 
a 52-mile trip that night during 
which the collision occurred. The 
higher court held that Williams 
could recover no damages from the 
automobile dealer because the me- 
chanic was acting beyond the scope 
of his authority when the accident 
happened. The insurance company 
defended this suit for the automo- 
bile dealer. Then Williams decided 
that he could sue and recover dam- 
ages from the mechanic and force 
the insurance company to pay the 
allowable damages. 

In other words, Williams con- 
tended that the mechanic was an 
“insured” under the insurance pol- 
icy held by his employer, the auto- 
mobile dealer. In this suit the jury 
decided that Williams was entitled 
to recover damages from the me- 
chanic, notwithstanding the fact 
that the mechanic was on a 52-mile 
trip for his own benefit when the 
injury occurred. The insurance com- 
pany defended the suit and ap- 
pealed to the higher court which 
promptly reversed the jury's deci- 


company from liability. 
* * * 
Second Insurance Case 
[“ month a higher court rend- 
ered another decision which 
clearly indicates the difference 


SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 
complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 


News of California, 523 East 14th 
Street, Oakland 6, California. 
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date Dr. Pratt while his Buick | the lower court’s verdict, saying: 


own. 
When the doctor’s automobile was 
pai as returned to him, 
and a day or two later the automo- 
bile which had been loaned by the 
dealer to Dr. Pratt was extensively 
damaged by collision and upset 


,| while Mrs. Pratt was attempting to 


return the borrowed automobile to 
the dealer. 

+ * of 
Recovery Ruled Out 

UENT litigation, the 

lower court held that the dealer 

could not recover payment from the 
insurance company for damage to 
the loaned automobile because it 
was not in “regular use” of Dr. 


Pratt at the time it was wrecked 
s wife. 


Corvair 


by 
Chevrolet 





“We are of the opinion that the 
phrase ‘furnished for regular use’ 
does not imply the manner of use, 
that is, putting the automobile to 
the same use to which an insured 
would use his own automobile, but 
implies a right to the regular use 
of the automobile in the sense that 
there ig an expressed or implied 
understanding with the owner of 
an automobile that the insured 
could have the use of the particular 
automobile or perhaps any auto- 
mobile of the other at such times 
as he desired, if available. 

“The term ‘furnished for regular 
use’ describes the antitheseg there- 
of. It, therefore, expresses no 
thought of excluding protection in 
those situations where the use is 
but for a single occasion or single 
purpose.” 6-44) * 


GM Brakes Blamed 


In Death-Crash Suits 


OWENSBORO, Ky.—General Mo- 
tors has been named defendant in 
two damage suits totalling $450,000 
and filed in Federal] District Court 
here, 

According to court records, the 
suits stem from an auto-truck 





crash Nov. 21, 1959, on the Ohio 
River bridge between Henderson 
and Evansville. Three people were 
killed. 

Both suits blame the accident on 
defective power brakes in a 1957- 
model car manufactured by Gen- 


eral Motors. 
+ * * 


Take Lemons Off Car, 


Unhappy Owner Ordered 

MIAMI.—A Circuit Court judge 
has ordered a dissatisfied car owner 
to remove the lemons displayed on 
his vehicle until the court has had 
a chance to determine whether the 
auto really is a “lemon.” 

J. D. Ball Ford, Inc., was granted 
an emergency injunction against 
Joseph Phillips, who decorated the 
car with lemons and parked it in 
front of the dealership. 

Phillips has brought the car in 
several .times for “minor adjust- 
ments” since buying it Oct. 21 
under a one-year factory warranty, 
according to L. H. Bolton, general 
manager of the dealership. 

He added that Phillips has con- 
tended that the car was a used 
vehicle rather than a new ’61. Bol- 
ton said the firm had offered to 
take the car in trade for another 
one, plus a money difference. 





Tempest 


by 
Pontiac 


..-@lectrical systems 


Delco-Remy systems provide electrical energy for the needs of mo- 
tion in General Motors new size cars, too. Special electrical systems 
were developed by Delco-Remy working closely with Chevrolet, 
Pontiac, Buick and Oldsmobile. In all four new cars, these lighter 
units deliver the same kind of reliable high performance that has 
been built into Delco-Remy electrical systems for over fifty years. 
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Sales Conditions in Various Areas. . 


Auto Market Reports 


Houston 


A total of 4,351 new cars were 
registered in Houston in Novem- 
ber, compared with 4,163 in October. 
New-truck registrations, mean- 
while, rose to 517 from 503. 

By makes, new-car registrations 
were: Chevrolet, 1,121; Ford, 785; 
Falcon, 277; Pontiac, 262; Oldsmo- 
bile, 239; Rambler, 195; Comet, 163; 
Buick, 143; Corvair, 139; Cadillac, 
136; Valiant, 104; Volkswagen, 96; 
Plymouth, 88; Dodge, 77; F-85, 68; 
Mercury, 67; Chrysler, 53; Special, 
37, and Studebaker, 34. 

Tempest, 31; Lancer, 19; Volvo, 

18; Imperial, 17; Peugeot, 17; 
Metropolitan, 15; Renault, 13; 


; Singer, 
Vauxhall, 3; Jaguar, "2; NSU, 2, 





and miscellaneous, 5. 

Truck registrations were: Chev- 
rolet, 223; Ford, 159; International, 
61; GMC, 35; Willys, 11; Dodge, 10; 
White, 7; Mack, 2; Studebaker, 2; 
Volkswagen, 2; Autocar, 1, and 
miscellaneous, 4. 

—Rusy Fsnoauio 
o * * 


Milwaukee 
October new-car sales in Milwau- 
kee totalled 3,421, a gain of 13 per- 
cent over the previous month’s 
3,036. 

By makes, they were: Chevro- 
let, 659; Ford, 552; Rambler, 332; 
Oldsmobile, 300; Pontiac, 247; 
Falcon, 229; Dodge, 196; Buick, 
166; Comet, 124; 106; 
Plymouth, 100; Mercury, 74; 
Stadebaker, wou Corvair, 4; 
Willys, 38; V: 34; Chrysler, 


Imported-car sales numbered 142 


Special 


by 
Buick 





in October, the smallest monthly 
volume since last January. 

—JouN E. Husa. 

* + 


Rochester, N.Y. 
Sales of new domestic autos in 
Monroe County (Rochester) during 


the first 10 months, of this year. 


showed an increase of 18 percent 
over the comparable period in 1959. 

There were 26,796 new registra- 
tions, compared with 22,650 a year 
ago. Domestic new-car sales in 
October amounted to 2,288, com- 
pared with 2,225 last year. 

The first 10 months of this year 
saw 28,260 new cars sold, compared 
with 24,641 during the similar period 
in 1959. Foreign-car sales in the 
first 10 months amounted to 1,46, 
compared with 1,988, last year. 

A total of 102 foreign cars were 
sold in October as compared with 
193 last year. Cémpact cars ac- 
counted for 28 percent of sales in 


_F-85 


by 
Oldsmobile 





by Delco-Remy 


Delco-Remy equipment for the Corvair, Tempest, Special and F-85 includes * Gener- 
ators * Regulators * Cranking Motors * Distributors * Ignition Coils * Horns * Flexible 
Cable Controls * Directional Signal and Control Switches * and Delco Batteries. 


Delco-Remy electrical systems 


From the highway to the stars 


DIVISION OF GENERAL. MOTORS, ANDERSON, INDIANA 





1960 and 31 percent of October sales.|191 in November a year ago. 






—Howarp M. Durry By were: 

ia ne Ford, 65; Chevrolet, 59; Oldsmo- 
Richmond, Va. bile, 26; Plymouth, 21; Buick, 20; 
New-car ons in the! 9, na Renblen, 1; Chrys- 
metropolitan area of Richmond, lowe 3: V. y 3; Mercury. 2: 
Va., totalled 1,499 in October, com- eo 23 Valiant, 2: oe 


pared with 1,424 a month earlier. 


= apa 33; ae 7 seen GMC, 3; Diamond T, 1, and Wil- 
24; Chrysler, 19; Studebaker, 10;| 7% }- as 

, 7; Mercedes- 7; Peu- . 
geot, 7; English Ford, 6; Lincoln, Baltimore 


There were 2,040 new cars 
186 new trucks registered in Balti- 
more during October, compared 
with 1,838 cars and 219 trucks a 

th earlier. 


4; Imperial, 4; ae tee te ee 
Opel, 3; Simca, 3; Willys, 3 
man, 2; Soak & dak ee 


eous, 7. 

New-truck registrations totalled 
162 in October, compared with 159 
the previous month, By 
they were: Ford, 54; eer eee Plymouth, 
46; Chevrolet, 36; GMC, Fa 4 bler, 121; Pontiac, 115; Oldsmobile, 


6; "Mack, 6; White, 5, and Willys, 2. 89; Buick, 83; V 50; 
S : 2 : I 90; Maxéury, Studebaker, 19 
ioux City, la. ; J, 27; baker, 19; 

A total of 200° new cars were| imperial, 16) Renault 21; Hl 
ae in Woodbury County 5: MG, 4: Meccetun- Duan’ s: Gpak 
(Sioux City), Ia, in November, 3: beam, 3; Volvo, 8; Lincoin, 
2; Simca, 2, and miscellaneous, 9. 


compared with 401 in October and 


171 in November, summa with 165 
a month earlier and 176 a year ear- 
lier. 

By makes, they were: Chevrolet, 
57; Ford, 35; International, 21; 
GMC, 20; Dodge, 14; ; 
Mack, 8; Volkswagen, 3, and Stude- 


baker, 1 
* 


New Orleans 
New passenger-car 
in New Orleans for November dip- 
ped to 1,501, the lowest month since 
1958 when 1,229 were registered. The 
November figure compared with 
1,823 in October and 1,643 for the 
like period of last year. Truck sales 
amounted to 154 in November, com- 
pared with 180 in October and 220 
for the corresponding period of last 


Truck sales by makes were: 
Chevrolet, 71; International, 31; 
Ford, 28; GMC, 9; Volkswagen, 6; 
Dodge, 4; White, 3; Mack, 1, and 


Reo, 1. 
—Gorvon Hesert 





Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 


adv. for car dealers, 

store openings. Cost v. 

uine neoprene. While they last $2. plus 

50¢ post. —s handlin .e for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102 Main St., Greenport, N.Y. 
ne crepe aaiesemenenantanieniicss tor UN Rtemic aa 


las stations, new 
$20. Gen- 
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Sales Testing Rambler American 
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Eprror’s Nore: This is one of a 
series of articles designed to ex- 
plore the selling features of Amer- 
ican cars. 

By William Carroll 
West Coast Editor 
Rambler American is one 
of the few 1961 cars with an 
entirely new body, Though it’s a 
short, comfortable car, styling has 
been carefully handled to create an 
air of distinctive treatment and 
satisfactory length that prevents it 
from being considered a compro- 
mise. A plus factor is the styling— 
it is so conservative, it’s unlikely 
to fall from favor. 

Although the American uses a 
unitized body, the structure is 
such that the floors and door 
sills are completely flat. There is 
no falloff when getting into the 
car. Doors open high into the 
roof section for maximum en- 
trance and exit comfort for the 
tallest person. 

Behind the wheel, first-time driv- 
ers find a good-size rim that fits 
hands easily. The horn ring is 
slightly more than a half circle, 
giving unobstructed vision of the 
instrument cluster. 

Underneath the dash are a lot of 
good things to show prospects. 
Notice that the “Weather Eye” 
heating system case is made of 
fiberglass plastic which is light, 
quiet and nearly unbreakable. To 
the right and left of the case are 
fresh-air control flaps lined with 
foam plastic to provide perfect 
sealing and keep cold air out of 
the car. 

There is a massive brace running 
from the instrument panel to the 
cowl, to which brake and clutch 
pedals are hung. The brace keeps 
the steering column from vibrating. 
Such hidden quality features add 
much to the quiet comfort of the 
unit-body construction. 

Even the glove box igs an easy- 
to-clean, one-piece plastic section; 
one of the largest boxes we’ve seen 
on a small car. The front seat slides 
backward and forward, rising as it 
nears the wheel to provide better 
viewing for petite women drivers. 

* + * 


ERE’S plenty of room in back, 
where the floor is dropped about 
three inches below the door sills. 


Big Tax Loss Seen 
By Ohio in Trend 
To Compact Cars 


COLUMBUS, O.—The impact of 
the compact car is jarring Ohio tax 
officials. 

The trend to small-car buying 
figures to cost Ohio $15 million an- 
nually in gasoline-tax revenues by 
1965. Current surveys made here 
place the annual tax loss from use 
of small cars at 7 percent. 

Researchers in the Ohio tax com- 
missioner’s office estimated the Ohio 
gas-tax revenue probably will be 
$240 million in 1965. If there were 
no compacts, the figure would be 
about $255 million, the office said. 

For each additional 10 percent of 
compact cars registered, fuel reve- 
nues drop about 2 percent, the Ohio 
agency said. 

Tax men, the United States Bu- 
reau of Public Roads and members 
of the petroleum industry have re- 
ported some difficulty in bringing 
the impact of the compact into per- 
fect focus. Too many other factors 
are influencing the compilation of 
statistics, some even working in the 
opposite direction, they said. 

Factors which may boost tax 
revenues are the growth of multi- 
car families, additional cars on the 
highways, travelling more miles 
than ever before and possibly great- 
er horsepower in future compacts. 
Then, too, a hike in gasoline taxes 
will just give the potential car 
buyer the excuse to look for the 
compacts, they said, 


$215,000 Blaze in Utah 
PRICE, Utah.—Fire destroyed 
Carbon Motor Sales Garage (Plym- 
outh). Damage was estimated at 
$215,000, Ten automobiles, including 
five ’61 models and five privately 


repairs, were destroyed. 


Seats are comfortable, with pad- 
ding over rear wheel wells, which 
intrude into the back-seat area. 

Driving the American is a 
pleasure, The short hood makes 
for easy traffic handling and a 
feeling of security without bulk. 
The car is narrower than stand- 
ard vehicles of its price class, 
which gives women a note of 
confidence in their ability to 
navigate narrow streets through 
crowded traffic. 

Forward vision is good, with the 
windshield header high above a tall 
driver's eyes. Because door glass 
goes high into the roof, there 
should be no problem with side vis- 
ion. Even the most inexperienced 
driver will find handling the Amer- 
ican a pleasure. 

A unique feature on the Rambler 


American, the cigaret lighter will 
od Oo * 


Plenty of Room— 


The doors of the Rambler American open 
high into the roof, providing maximum 
entrance and exit comfort for even the 
tallest person. The floors and door sills 


are completely flat. 
Rich: @ 


Simplicity Itself— 


Simplicity of electrical and fuel installa- 
tions under the hood are worth noting to 
Rambler American prospects. For those who 
like to do their own minor repairs, most 
of the items are readily accessible. 


not function unless the ignition is 
“on,” 

Steering required a little extra 
tug at low speeds. Despite the fact 
that the little six-cylinder engines 
turn out only 125 horsepower, there 
was plenty of zip. The car is quiet, 
and the sensation of speed is so 
lacking that it was easy to over- 
drive speed limits on smooth roads. 

On long-distance trips, the Amer- 
ican sprints along with all ease 
and agility of a larger car. Driving 
in the 70-to-80-mile-per-hour brack- 
et was not uncomfortable, although 
its short wheelbase provided slight- 
ly more road feel that would be 
found in larger, more luxurious 
cars. 

aK cd a 
PE aN DLE is good and the 

American found its way around 
corners with great ease. Although 
brake tests were not made, sev- 
eral stops from high speed found 
no indication of fade. And there 
was no swerving or instability as 
are occasionally found in compact 

cars. All in all, the American prov- 
ed a highly satisfactory automo- 
bile. 

As economy is considered the 
American’s strong point, it was 
interesting to note that under the 
hardest city driving, it still was 
giving over 22 miles per gallon. 
Although the test car had auto- 
matic transmission, this figure is 
comparable to some of the small 
imports. 

There are a couple of interior 
treatments worth bringing to the 
attention of prospects. One is use of 
a rubber-filled windlace around the 
doors, plus a second foam rubber 
strip. They offer complete weather 
sealing under almost any condi- 
tions. 

Consider mentioning the quality 
of the turn-signal switch, It oper- 
ates through a nylon assembly 
which gives a feeling of quietness 
and luxury not associated with 
turn signals. Another interesting 
treatment is use of colored plastic 
rings around door and window- 
regulator handles. 

Selling points under the hood 
begin with an easy-to-find hood- 
release lever protruding through 
the grille just below the center of 
the car. No dangerous fumbling 
around sharp metal grilles. Once 
this is released, there is a safety 
catch which prevents the hood from 
flying skyward. For prospects in- 
terested in working on their car, 
the hood rises high above the en- 
gine. There is plenty of room to 
enjoy taking care of minor serv- 
ices. 

+ cd + 


Plugs Easy to Change 
ROSPECTS will be happy to 
find that spark plugs can be 

easily changed in the overhead 

valve, six-cylinder engine, The dis- 
tributor is high on the right, where 
it can be serviced without remov- 
ing other parts, The fuel pump, al- 
though low on the engine’s right 
(Contiqued on pee, 15, Col, 1) 


Rambler American Test Car— 
The Rambler American is a short, comfortable car whose distinctive styling is unlikely 
owned vehicles in the garage for |to fall from favor, according to William Carroll, Automotive News West Coast editor, 


who test-drove the car. 
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ber seal on the outside edge of the 
door to maintain dust and water 
sealing under almost any weather 
conditions, A similar double rub- 
ber seal can be found surrounding 





Car Tested: 
RAMBLER 
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Sales Testing Rambler American 


(Continued from Page 14) 


side, is still free of exhaust or 
water pipes that would cause dis- 
comfort during the servicing oper- 
ation. 

The automatic transmission 
dipstick is high under the hood. 
On the left side of the engine 
ig the oil-filter tube which pro- 
jects up behind the battery. The 
oil filter, on the forward part of 
the engine, is up on top so that 
filters may be changed by open- 
ing the hood, It’s worth pointing 
out that filters do not leak all 
over the engine, as they might 
appear to do if they. are removed 
slowly. 

A self-sealing valve inside the 
filter keeps it from leaking if the 
filter is handled carefully This is 
contrary to its appearance because 
it is put in upside down. 

A strong selling point on heater- 
equipped cars is the quiet, un- 
breakable plastic case. Simplicity of 
electrical and fue] installations 
under the hood are worthy of call- 
ing to the attention of every pro- 
spective buyer. In contrast to ve- 
hicles where there is a confusion 
of parts and tubes, the American is 
outstanding in underhood simplic- 
ity and cleanliness. 

Although customers seldom like 
to consider damage to their car, it 
may be worth while to point out 
that grille work on the American 





Cole Condemns 
Recession Talk, 
Sees Healthy ’61 


BALTIMORE.—“All we need for 
a full-scale recession is to have 
everybody believe that there is 
one,” Edward N. Cole, Chevrolet 
general manager, declared last 
week. He called loss of confidence 
the greatest incentive a recession 
ever had. 

Cole addressed 800 employes of 
the local Chevrolet and Fisher Body 
assembly plants at a dinner mark- 
ing the 25th anniversary of the 
start of operations here. Also on 
the program were Edwin C. Klotz- 
burger, Fisher Body general man- 
ager, and Baltimore Mayor J, Har- 
old Grady. 

Honored guests were more than 
500 Baltimore-area residents who 
completed 25 years’ service at the 
local plants in 1960. 

Cole said the nation’s economy is 
riding on a level plateau, with key 
strengths balancing out weaknesses 
in some sectors, 

“Although inventory adjustments 
have slowed some activities, partic- 
ularly in manufacturing, most other 
areas of the economy have con- 
tinued to move forward,” he said. 

“While we recognize that this pe- 
riod of economic adjustment prob- 
ably will continue into next year, 
the current level of business cer- 
tainly forms a basis for predicting 
that 1961 will be a very satisfactory 
year,” he added. 

He said 1960 will be Chevrolet’s 
best sales year, topping the 1955 
mark, and that it will be the indus- 
try’s second best year. 


Hutton’s Ninth Dealership 
Opened in Memphis 

MEMPHIS.—Chuck Hutton’s 41 
years with Dodge and the opening 
of his ninth dealership was recog- 
nized ‘by the auto manufacturing 
company, when Hutton was honor 
guest at a compan y-sponsored 
luncheon. 

Coming here for the luncheon 
were John B. Naughton, general 
sales manager for Dodge, and EF. G. 
Newton of Atlanta, area sales man- 
ager. Also participating was R. S. 
Swain, Memphis regional saleg 
manager. 

Chuck Hutton East opened here 
at 2870 Poplar, with the original 
dealership remaining at 1170 Union. 
In addition, Hutton and his son, 
Tom, operate two dealerships in 
Charlotte, N. C., and one in Colum- 
bus, Ga.; Montgomery, Ala.; Dal- 
las, Sioux Falls, S. D., and Sioux 
City, Ia. 































prospect would be interested in 
seeing. 

First, smaller rear-spring leaves 
are tapered, which provides a soft- 
er ride with more control than is 
obtained from stub-end spring 
leaves. Second, under the body one 
can see sheet-metal sections shaped 
to produce a split “X-type” frame 
which supports and protects sides 
of the car to a far greater degree 
than usually found with unit-body 
construction. 

This is the first time we've notic- 
ed them, but brackets holding the 
rear bumper to the body extend al- 
most two feet forward, They are 
bolted along body-frame members 
to absorb and handle parking 
shocks. 

Another feature of interest to 
most any customer is double-row|s 
weather sealing on rear doors. As 
mentioned previously, there is a 
rubber weather strip next to the 
windlace on the interior of the car. 
But rear doors have a second rub- 


can be replaced for only a few dol- 


lars. 
+. as a 


Trunk Is Deep, Wide 

To large trunk is deep and 
wide, Although it is not lined 

inside, it is worth pointing out that 

the trunk interior actually is a 

box-section member of the rear- 

body assembly. 

Because it ig welded metal, the 
trunk establishes a girder effect 
on rear fenders, which increase 
safety of the car and eliminate 
body weaving. The trunk lid 
opens high on two torsion bar 
springs and is smoothly finished 
underneath to reduce luggage 
damage. 

Rambler advertising already calls 
attention to the porcelain muffler 
and pipes which are said to elimi- 
nate corrosion. However, there are 
two other points underneath an 

American which we believe every 





upper aluminum window frames, 
* 


high under the body. By virtue of 
their high mounting, these springs 
are said to provide increased sta- 
bility, ride and handling, compared 
with more conventional] spring-sus- 
pension methods. You also may 
notice that the steering knuckles 
are sturdy forged sections which 
can be seen by looking under the 
car. Shock absorbers are in the 
open and could easily be replaced. 


question but that popularity of 
the American is well deserved. Its 


cost production, In turn, low-cost 
production makes it possible to put 
quality features into an American 
that are seldom found in a low- 
priced car. 


AMERICAN 


Test car: Four-door Custom 
sedan, 


Engine: Overhead valve six; 
carburetion: Holley downdraft; 
displacement: 195.6 cubic inches; 
bore and stroke: 3% by 4% 
inches; compression ratio: 8.7 to 
1; horsepower: 125 at 4,200 rev- 
olutions per minute. 

Torque: 180 pound-foot at 
1,600 RPM; test weight: 2,620 
pounds without driver; power- 
weight ratio: 20.96 pounds per 
horsepower; transmission: 
Flash-O-Matic, three-speed; 
rear-axle ratio: 2.87 to 1; steer- 
ing: 4% turns lock-to-lock. 

Dimensions: Overall length, 
173.1 inches; width, 70; height, 
56.2; Wheelbase, 100; 





* * 


ERNEATH the front fenders 
are huge coil springs mounted 






















I am sure prospects would be 
greatly impressed to see the size 
of the tie-bar connecting right 
and left front wheels. It is cer- 
tainly a strong selling point. 

In conclusion, there seems little 














imple design lends itself to low- 





Gas mileage: 22.9. 

Accessories: Radio, heater, 
power steering, power brakes, 
air conditioning, decorative and 
styling treatments. 












Rotary Frame Pick-Up Lifts 


installed in new 


Williamson-Willey Pontiac Co. in Birmingham 
planned for efficient handling of all service work 


To assure quick, safe lifting of all model cars for efficient 
service and repair work, Alabama’s largest Pontiac agency 
has installed 15 Rotary auto lifts. 


Williamson-Willey Co. of Birmingham, for their modern 
new dealer shop, chose 11 Rotary two-post mechanics’ lifts 
for general repair work and four Rotary single-post lifts for 
lubrication and paint and body shop use. Both these lifts 
employ “swinging arm” construction and a unique pick-up pad 
design for maximum flexibility in reaching frame suspension 
points on all cars. 

To assist you in planning service shops for maximum ef- 
ficiency, Rotary Lift has prepared a Lift Selection Guide which 
contains many helpful suggestions on shop layout. Use the 
coupon below to order your free copy. 


Retary, 





dealer service shop 


These are the 
Rotary Lifts selected by Williamson-Willey 


11 Rotary Two-Post Frame 
Pick-Up Lifts Model FP28-H 

For all mechanical work that requires 
a lift. Picks vehicle up by frame so 
that suspension is left clear. Center 
of car is completely accessible for 


transmission work. 


4 Rotary Single-Post Frame 
Pick-Up Lifts Model FP46 

For lubrication, oil changes, tire, 
brake and muffler work as well as 
paint and body shop use. Handles all 
cars easily. Picks up under frame so 
wheels and suspension are free. 





MAIL COUPON FOR COMPLETE DATA 


Dover Corporation, Rotary Lift Division 

1190 Kentucky / Memphis 2, Tenn. 

Please send information on Rotary Lift Model FP28H ____ | 
Model FP 46 . Send Auto Lift Selection Guide and | 





Shop Layout Recommendations 





NAME 
COMPANY 
ADDRESS 
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AUTOMOTIVE WASHINGTON 





Rapid Action Slated 
On Minimum Wage 


By William Ullman 


Washington Bureau Chief 
i Bh key Democrats last week pledged rapid action during 
the early days of the Congressional session convening 
Jan. 3 on several top-priority measures in President-Elect 
>-——————_———S 


John F. Kennedy’s legislative 

program —and high on the 

list of these proposals, they em- 

phasized, will be the controversial 
minimum . wage 
item. 

The promises of 
quick action on 
Kennedy . backed 
measures came 

_ from Mike Mans- 
field, Democratic 
Senator from 
Montana and 
probable majority 
leader in the new 
Senate, and Hu- 
bert H. Humph- 





Through Ge 
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This kind of reliability is more than a glib promise or good 
intention. It’s a product excellence that’s constantly being 
measured and maintained by scientific methods—“measur- 
able excellence,” we call it. You'll find this reliability in all 
Harrison heat transfer products. That’s because from 
product planning to product performance, reliability is the 
basic ingredient of all Harrison thought and action. The 
result is apparent in such products as Harrison transmission 
oil coolers. They’re researched and built to do their job 
right . . . designed to save space, weight—money, too! So if 
you have temperature problems—passenger comfort or 
vehicle efficiency —look to Harrison, the leader in reliability. 


HARRISON RADIATOR DIVISION. GENERAL MOTORS CORPORATION. LOCKPORT. 


rey, Democratic Senator from Min- 
nesota, who is slated to act as Sen- 
ate Democratic Whip next session. 

Along with their predictions that 
“these bills”—-minimum-wage, Fed- 
eral aid to schools, medical care for 
the aged, and housing and aid to 
depressed areas—will be acted on 
after “relatively brief hearings” by 
Senate committees which are “thor- 
oughly familiar” with the issues, the 
two top Democrats issued an open 
invitation to liberal Republicans to 
join the party-in-power in passing 
the measures at an early date. 

“If they come along with us, 
and I think most of them will,” 








ERS 


Mansfield said, “we'll have a co- 
alition in reverse in the Senate. 
In fact,;~a coalition with liberal 
Republicans may turn out to be 
the session’s only effective co- 
alition. There’s never been any 
formal Republican-Southern Dem- 
ocratic coalition in the Senate. 

So far as the Southern members 
are concerned, by and large they 
will go along with the President 
just as much as they possibly 
can,” 

Mansfield also hinted at. plans to 
push some of these bills into the 
works even before Kennedy spells 
them out in his State of the Union 
message. Committees charged with 
handling the proposals, he said, 
may proceed with some of the basic 
groundwork between Jan. 3 and 
Jan. 20, inauguration day. 

“In many cases,” he said about 
the bills, “all the committees will 
need to do is update them.” 

Just how radical the “updating” 
process may prove as it affects the 
minimum-wage item was not indi- 
cated, though statements already 
made by other Congressmen—in- 
cluding Adam Clayton Powell, New 
York Democrat who succeeds this 
year to the chairmanship of the 
House Labor Committee—may fore- 
shadow a fairly rough time of it 


neral Motors Leadership... 
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for conservative interests involved|that it poses a “threat to the jobs 


in wage proposals. 


* * * 


Teamster Salvo 


Kd YOU are buying a new car, 
“@ make sure it was delivered by 
teamster-driven trucks — don’t buy 
a car that has been shipped by rail- 
road!” 

So reads the large, heavy type on 
the back cover of the December is- 
sue of The International Teamster, 
official magazine of the Interna- 
tional Brotherhood of Teamsters, 
Chauffeurs, Warehousemen and 
Helpers of America, which claims 
an estimated readership of 3,500,000 
and calls itself the “largest labor 
publication in the world.” 

The “don’t-buy” plea is part of 
a drive by the labor group against 
“piggybacking;’” a term used to 
describe the carriage of loaded 
truck trailers on railroad flatcars. 
The innovation in transportation 
also has been called “multi-level 
transport,” especially when it is 
used in connection with the haul- 
ing of automobiles in initial move- 
ments. 

The Teamsters’ opposition to 
“piggybacking,” according to an 
editorial by Teamster General 
President James R. Hoffa in the 
same issue, is based on the belief 





NEW YORK 


of Teamsters” throughout the na- 
tion. : 
Today, Hoffa says, piggybacking 
is attaining “almost fantastic pro- 
portions” due to a series of “favor- 
able Interstate Commerce Commis- 
sion decisions.” 
ok * ok 
Re taro chief danger from piggy- 
back,” he continues, “is that 
scores of Teamsters are already los- 
ing their jobs. But beyond this, addi- 
tional factors must be looked into. 
In some areas, piggyback is stifling 
competition in the freight field. 
For example, under the piggyback 
method of operation there are 
cases where Cadillac automobiles 
have been shipped at rates cheaper 
than those which the railroads have 
charged for hauling sand and 
gravel! Decision of the ICC have 
fostered this destructive rate-cut- 
ting by the railroads...” 

The editorial, and a number of 
other items in the magazine, 
urges Teamster members to 
“alert” the public to the “harm- 
ful effects” of piggybacking. To 
help them, an eight-page section 
is included in the issue, under the 
title “What You Should Know 
About Piggyback,” which pur- 
ports to give the history and facts 
about the assailed mode of trans- 
portation. 

And, on the back cover, there is 
the bannered plea—“don’t buy a car 
that has been shipped by railroad!” 


Study of Overhead 

EALERS who want to know 

how to best go about “keeping 
overhead costs in line” may profit 
from a pamphlet with just that 
title published by the Small Busi- 
ness Administration as a “man- 
agement aid.” 

Written by George J. Tasso, 
a resident partner of Ernst & 
Ernst, New York City, the pam- 
phliet is designed to give respon- 
sible executives in small business 
operations an understanding of 
overhead costs, their makeup and 
how to control them. 

Included in Tasso’s advice to 
cost-cautious businessmen is a list 
of “do’s and don’ts” in setting up 
an adequate long-term program for 
keeping overhead expenses in line. 

“Such a program,” he suggests, 
“would supplement the day-to-day 
informal controls and help to elim- 
inate the ‘fire-alarm’ type of econ- 
omy drives.” - 

* ok 


Without Comment... 


eres long since decided to 
take a “wait-and-see” attitude 
toward the many economic fore- 
casts making the news these days, 
we submit the following predic- 
tions, voiced last week in the na- 
tion’s capital, without comment. 
Included also are a few facts, 
which may aid those who care to 
in formulating their own “outlook” 
for economic 1961, 

1. A five-member panel of econ- 
omists told the Joint House-Senate 
Economic Committee last week 
that it thinks the nation’s economy 
is in a recession, or at least a “con- 
traction.” However, the panel itself 
could not agree on just how deep 
into this “recession-contraction” 
the nation has plunged. Two of its 
members, both Government econo- 
mists, held out that the economy 
is “sluggish” but “highly stable.” 
The other three, representing pri- 
vate industry, insisted that busi- 
ness has been in a “mild” recession 
for severa] months. 

2. A joint Commerce Depart- 
ment-Securities Exchange Commis- 
sion survey, released last week, in- 
dicates that the spending rate is 
dropping and will continue to de- 
cline in early 1961. 

3. Fotis Karousatos, research 
and planning manager for the Na- 
tional Tire Dealers and Retreaders 
Assn., Inc., predicts in that group’s 
newsletter that any trend toward 
“recession” or “adjustment” which 
the nation may presently be under- 
going will run its course in 1961 
and then begin an upturn. 

4. The Labor Department’s Bu- 
reau of Employment foresees in- 
creased unemployment in most of 
the nation’s industrial centers in 
the next two months, continuing 
a trend which began last autumn. 
The gloomy prediction is based on 
a survey by the bureau, which 
found that the customary “fall 


pickup” in employment failed to 
materialize this year in many 
areas, 
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U.C. Reconditioning 
Helps to Sell Cars, 
Auction Heads Say 


Cas sharp used cars will al- 
ways sell, even in a slow mar- 
ket, claim.the experts and the 
operators of used-car auctions. 

The trouble with too many deal- 
ers’ used-car operations, they say, 
is that they don’t realize the value 
of a sound reconditioning job on 
most of the cars they offer for sale. 

These men don’t claim that the 
used-car market is good in all 
sections of the country, or that 
all types of used cars are moving 
readily in all markets, but they do 
say that sharp cars of a particu- 
lar vintage are moving at good 
profits in practically all markets. 

They admit that wholesaling cur- 
rently is at a low ebb in Many sec- 
tions, but the auction operators say 
that a high percentage of the clean, 
sharp cars that come to them each 
week move at reasonable profits. 

While the market is slow, most 


auction officials queried in a recent 
ok ae * 


The New Look— 


Seats and backs can be given the ‘‘re- 
new" treatment with low-cost materials. 
Modern shampoos are available to clean 
any type of upholstery and if the stains 
are too deep to remove, they can be 
sprayed w long-lasting, nonsmudging 
material that make them look as good as 
new. Even the cracks in vinyl and leather 
can be filled with a material, sanded and 
sprayed with a vinyl finish. 


More Cities Plan 
Trouble Shooting 
Contests for Boys 


OS ANGELES.—George J. Cut- 

ler, director of service for the 
Plymouth Division, announced that 
the Plymouth Trouble Shooting 
Contest is expanding to 25 or more 
cities throughout 
the country in 
1961. This year, 
19 contests were 
held. 

In a speech in 
Los Angeles be- 
fore nearly 100 
supervisors of 
automobile train- 
ing programs in 





schools through- 
‘ © out the country, 
George J. Cutler Cutler estimated 


that more than 1,200 outstanding 
young auto mechanics students will 
participate in the 1961 contests. 
The Trouble Shooting Contests 
are events in which tep auto me- 
(Continued on Page 18, Col, 2) 





survey say that sharp ’55s to ’57s 
and sharp late-model cars still are 
finding buyers, and that the mar- 
ket is fairly brisk on clean, older 
low-priced units. 

One Eastern auction operator, 
asked about reasonably clean five- 
year-old units, replied: “Very few 
are offered but when they are, they 
sell at crazy prices.” 

He means they are bringing far 
more than he feels they are worth. 

This same operator also said 

(Continued on Page 18, Col, 1) 


Lube ‘Expert’ Brings in Profits 


By C. Thomas 
Staff Correspondent 
EL PASO, Tex.—Mack Massey 
Rambler averages between 250 
and 300 lube jobs a month, although 
service personne] never try to sell 
one to their customers. 

“Instead,” said Earl Eastham, 
service manager, “we sell our 
lube man, ‘Little Joe.’ And it’s 
Little Joe, not Joe Minajares — 
just another colorless individual.” 
Little Joe has been built into 

somewhat of a personality by the 
dealership. Whenever a new cus- 
tomer drives in for mechanical 
service, he’s asked, “Have you met 
our lube man, Little Joe? Best lube 
man in the Southwest. Before you 
leave, I'd like for you to meet him, 
and watch him work.” 

Sports-car owners usually stand 
by, watching Little Joe work until 
he moves to the opposite side of 
their car. Then they go to the serv- 
ice Manager and say, “Where on 
earth did you find Little Joe! He’s 
one of the few lube men I didn’t 
have to stand. over to see that he 
didn’t miss a grease fitting.” 

* o* ok 

N INTRODUCING a new cus- 

tomer to Little Joe, the service 
salesman informs the customer 
that “if Little Joe doesn’t give you 
the best lube job you ever had, 
it’s on the house. 

“Not only that,’ the service 
salesman continues, “while he’s 
lubing your car, Little Joe will 
check your muffler and tailpipe— 
you know how important a tight 
exhaust system is to a car. He 
also will check your wheel bear- 
ings and repack them, if they 
need it; check your front end for 
alignment; check your tires, and 
check your U-joints.” 

Little Joe isn’t much of a talker. 
He needs the salesmen to sell him. 
But the sure-footed way he goes 
about his work instills confidence in 
his lube customers. 

Regular customers, invariably, 
ask for Little Joe. Then they in- 
form the service salesman to have 
Little Joe give them a lube job, 
and to have him check the oil. “He 
will know if I'm due for an oil 
change, and, possibly, a new oil 
filter, too.” 

“About 75 percent of the lube 
jobs include an oil change, and 
about one-third an oil filter 
change,” said Eastham. 

“Lube jobs are $1.50 all over 
town. Trying to sell a lube job is 
only asking for something that’s 
available everywhere. But there 





above the nine-month average. 


tickets written. 


being only one Little Joe, we can 

sell him and his ability.” 
ad oa * 

HIN the organization, Little 

Joe’s status is on a par with 

that of any line mechanic. “And it 

has to be that way,” Eastman em- 

phasized. 
Little Joe is directly responsi- 
ble for 25 U-joint replacements a 


"Little Joe’ Sells Service— 


“Little Joe” Minajares, lubrication ‘expert’’ at Mack Massey Rambler, El Paso, Tex., 
is responsible for a large share of the firm's service volume. When lubricating a car, 


SERVICE AVERAGES FOR NINE MONTHS, 1960 


Feb. Mar. Apr. May June duly 

Lubrication. .................... 57.57% 61.85% 66.00% 70.71% 77.90% 68.14% 
BNNs dscscacsiscsestacepedeonde 16.14 16.71 17.15 19.71 20.77 20.42 
TOUOPUIE, is cercccruserscoupe) 38.14 37.71 36.28 20.00 34.42 35.14 
Electrical . .........,)..0.:00+. 20.71 24.42 22.71 20.28 20.90 19.85 
Front-End_.................... 7.14 9.00 10.14 12.28 12.53 11.85 
Drive Lime ..................... 16.85 11.57 13.71 12,28 12.82 12.14 
Chassis-Wheel-Axle_ ..24.42 23.57 23.57 25.85 25.51 23.57 
Major Engine Repair... 8.00 7.85 7.28 7.42 7.45 1.57 
Appearance ................. 22.85 24.00 24.42 24.28 25.43 22.42 
Miscellaneous and 

Accessories ................ 14.00 16.42 16.28 16.71 18.01 18.14 
Average Operations 

Per Repair Order.... 2.20 2.36 2.37 2.37 2.46 2.41 


Importance of lubrication and oll changes in the average dealer’s service shop is graphically illustrated in the nine-months 
service averages since Feb. 1 of this year. The number of operations per repair order in October, 2.49 per ticket, was the 
highest for the entire year, while the items per repair order in September were the lowest. In October lubrications were up 


Also in October, major engine overhaul was the highest of any month for the year. In fact, major engine hit above 8.00 
percent for the first time since August, 1958. Brake work and front end seemed to be getting more attention by the aver- 
age franchised dealer during the past five months, as both have been appearing on a constantly increasing percentage of 


month. He also accounts for 20 
new muffler sales and installa- 
tions, 45 front end alignments, 60 
wheel balances, 20 oil seal re- 
placements and 10 brake jobs, All 
this work is funneled through the 
line. 
In addition to the lube jobs, Lit- 
tle Joe repacks an average of 50 
(Continued on Page 18, Col, 1) 





Little Joe never overlooks a single thing which will contribute to the customer's driving 
pleasure and safety. In the picture on the right, Earl Eastham, right, service manager, 
has Little Joe, left, point out to the customer that the car really needs what he has 
written down for the service manager. On the right, Little Joe points out that brake 
lining has worn dangerously thin. This was a surprise to the customer, and another 








job for the service department. 


At Fleet Maintenance Parley .. . 


Truck Service Accented 





Aree by top fleet su- 
pervisors from all over the East 
at the National Fleet Maintenance 
Conference in New York showed 
intense interest in truck servicing 
problems and the need for more at- 
tention being paid this end of the 
business, it was agreed by both ex- 
hibitors and observers. 

The exhibition and conference, 
held under the sponsorship of the 
Private Truck Council of Amcrica, 
Inc., was the first of its kind held 
under this sponsorship and one of 
the first held in the country. 

A check among the 61 exhibi- 
tors of tools and servicing equip- 
ment and supplies that were in 
the show feund that practically 
all were in accord in thinking 
that the show was a profitable 
one for them and that it had 


brought out a good representation 
of the top fleet maintenance men, 
especially from the northeast sec- 
tion of the country. 

The sessions held in connection 
with the show were divided into 
panel discussions, workshops and 
clinics covering a wide range of 
subjects from what equipment is 
needed in a well organized fleet 
service shop, mechanic training and 
selection, safety equipment and re- 
quirements, tire selection and main- 
tenance of new vehicles, compo- 
nents and accessories, new coolants, 
lubricants and fuels and new de- 
velopments in engines. 

* * * 
GOME of the sessions were open 
to everyone attending the show, 
while others were closed to all ex- 
(Continued on Page 20, Col, 3) 
















Total 
Aug. Sept. Oct. Aver. 
69.42% 55.28% 69.14% 66.22% 
20.00 19.57 20.28 18.97 
32.57 33.71 35.71 33.74 
19.71 21.42 21.57 21.29 
1L71 13.01 12.42 11.12 
12.85 13.42 13.28 13.21 
24.57 24.00 25.28 24.48 
V.57 7.57 8.14 7.65 
21.85 21.85 22.28 23.26 
18.14 17.57 17.85 17.01 
2.43 1.88 2.49 2.33 






—Data from John E. Wolf Co. 
















Backshop 





[>= a multitude of other people 
interested in the service end of 
this business, I hied myself down 
to the New York Coliseum to at- 
tend the first Fleet Maintenance 
Exposition, 

And like the others I wanted to 
see what kind of a show was going 
to be put on under the sponsorship 
of the Private Truck Council of 
America, Inc. 

I would say, judging from the 
talks I had with both exhibitors 
and fleet maintenance men, the 
need for such a gathering has been 
met but I certainly hope that the 
Council, for its own future good, 
takes over the running of the meet- 
ings and the details of the opera- 
tion of the show. 

I don’t mean to imply that 
these were not handled in good 
order for a “first run” show, but 
I have a feeling that if properly 
done and continued on an im- 
proved basis this show and meet- 
ing can be one of the big truck 
and service events of the indus- 
try—and a real boost to the coun- 
cil. 

For instance, I have no objection 
to holding the workshop sessions 
“off the record” and keeping the 
press out, but I would have liked 
to have been able to find out which 
topics that came up for discussion 
received the most attention and 
seemed to be the most interesting 
and vital to those who participated 
in the meeting. The management 
made no endeavor to develop this 
most interesting bit of information. 

I feel quite certain that when 
the boys in the Private Truck 
Council review this show and its 
results, they will step up to taking 

a@ more authoritative position, as 
long as they are lending their name 
to the sponsorship of the event. 

I also look to the Council to de- 
cide to hold its annual meeting in 
connection with the event another 

(Continued on Page 28, Col. 1) 
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Thorough Reconditioning Leads to Sales. . . 
Making Every Used Car Sharp 


(Continued from Page 17) 


“sharp, low-mileage 1959-1960 mod- 
els are our best sellers. Good pick- 
ups and four-wheel drive Jeeps are 
best.” 
- * ca 

a. all the promotion and 

the advice that has been given 
franchised dealers about the value 
of cleaning up used units before 
they are offered, auction operators 
in every section claim that less 
than one-third of the cars they get 
from the dealers can be considered 
sharp by even the widest stretch 
of imagination. They consider 25 
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this manner.” 

Recently Ford took the used-car 
bull by the horns in an attempt to 
prove to doubting Thomases that it 
pays to clean up used cars before 
offering them, 

In 11 districts from Boston to 


Auto Makers 
Equip Shop in 
Atlanta School 


ATLANTA.—More than $10,000 
worth of equipment has been pro- 
vided by auto manufacturers for 
practical mechanics courses for At- 
lanta students. 

This curriculum is being offered 
here for the first time in many 
years through a joint effort of the 
Atlanta school system and the auto 
companies. 

Local dealers are furnishing their 
latest equipment for the courses, 
Companies making this possible are 
American Motors, Chrysler Corp., 
Ford Motor and General Motors. 

Although the courses are being 
offered only at Hoke Smith High 
School, they are open to students 
from every part of Atlanta. 

E. C. Barr, Hoke Smith principal, 
reports that the new courses are 
being received with a great deal 
of enthusiasm. 


: 







Seattle and from the Great Lakes 
to the Gulf, Ford put 152 cars 
through the auction twice and kept 
minute cost figures on the results. 

In the first pricing test, the cars 
were sent to the auction in a rea- 
sonably clean condition... They 
brought an average bid of $762 
each. The same cars were brought 

* * ca 





Renewing Upholstery— 
Nylon and other synthetic upholstery 


back and given the Ford A-1 re- 
conditioning treatment at an aver- 
age cost of $33.48 per car, and then 
sent back to the same auctions, 

The average high bid after re- 
conditioning was $858, or a gross 
increase of per car and a net 
of $62.50. More than one dealer has 
claimed that such an average prof- 
it per car is more than they are 
currently realizing at retail. 

It is understood that the Lincoln- 
Mercury Division is in the process 
of going through the same pro- 
gram. 

Oo 


* + 
Independent’s Job Cited 
FRANCHISED dealers could take 

a tip from an independent used- 
car dealer in Detroit, Hankins 

Motor Sales, which does a gross 
sales volume of approximately $1.5 
million a year. 

They “sharpen” every car they 
sell on the basis that for every 
clean car, there’s a er. 

Asked why.he thought more 
franchised dealers weren’t as suc- 
cessful in their used-car operations, 
Leonard Hankins said it is because 
they want to spend $10 or $15, or 
possibly less, on an appearance re- 


and carpets where stains are too deep for| conditioning job that costs his firm 


the cleaner to remove, or where stains 
have permanently discolored the fabric, 


There's only so much net profit 


can be easily renewed by cleaning and|in a used piece whether it is re- 
then spraying with a nylon dye. A dye! tailed or wholesaled, he claims and 


that is a shade or two darker than the! 
stain will cover and hide the objectionable 
discoloration. 





he figures to net at least $50 per 
piece whichever way he sells it. 
A few of the Hankins “musts” 


Trouble Shooting Contest 
Spreads to More Cities 


(Continued from Page 17) 


chanics students, selected by their 
schools, compete against teams 
from other local schools to see 
which can first diagnose and 
remedy malfunctions deliberately 
placed in cars. 

Aim of the contests is to encour- 
age talented young men to enter 
the auto industry as service tech- 
nicians. 

* os + 
'UTLER addressed the educators 
at the national convention of 
the American Vocational Assn. 

He reported that a minimum of 

six cities would be added to the 





For Texas Rambler Firm... 


Lube Ace Spells Profits 


(Continued from Page 17) 


wheel bearings a month, repacks 
25 U-joints, plus the inspections, 
and makes note of them. 

“Regardless of how they come,” 
Eastham said, “Little Joe can lube 
four cars an hour, if he does noth- 
ing else.” 

According to Eastham, this gives 
the shop a $5-an-hour gross profit 
from lube jobs alone. Materials 
average about 25 cents for each 
job. And there is no lost time to 
be absorbed, Eastham said. 


+ * * 


avanrs -FIVE percent of our 
lube customers instruct us to 
let Little Joe give their cars a 
thorough going-over, but to phone 
them before we go ahead,” East- 
ham said. “The other 25 percent 
tell us to go ahead and do what 





Space Nearly All Sold 
For Feb. ASI Show 

LOS ANGELES.—The 1961 In- 
ternational Automotive Service 
Industries Show, to be presented 
by Pacific Automotive Show Feb. 
16-19 at the Los Angeles Memorial 
Sports Arena and Portice Annex, 
now is a virtual space sellout, 
says J. Leonard Gibson, executive 


manager. 





Little Joe says needs to be serv- 
iced, 

“Little Joe attempts to sell 
nothing. We have built him up 
as a lube specialist, not a sales- 
man. A sales talk coming from 
Little Joe would sound out of 
Place to our customers.” 

John Roberts, general manager, 
is convinced that a large percent- 
age of the firm’s shop volume can 
be directly attributed to Little Joe. 
“He sure has our customers asking 


for him.” 
+ * 





Lube Operation Pays Off— 


growing list. The local contests get 
under way early in the spring. 

“Educators throughout the 
country report that the attention 
focused on their vocational train- 
ing programs as a result of the 
contests have greatly helped them 
in getting support and financial 
backing to expand and improve 
the quality of their training,” 
Cutler told the group. 

Cutler explained that at the pres- 
ent time approximately 25 percent 
of more than 8,000 former contest- 
ants are working as service tech- 
nicians for Plymouth dealers 
throughout the country. 

* t + 


a Plymouth Division is happy 
to help encourage young men 
to enter the automobile business as 
service technicians,” Cutler said. 


“With a current shortage of 
more than 150,000 automotive 
service specialists, they are badly 
needed. Not least of all we are 
pleased to be able to direct so 
many talented young men into 
the service departments of our 
dealerships.” 

The boards of education in the 
following 18 cities are already 
working with the Plymouth Divi- 
sion on plans for the 1961 Trou- 
ble Shooting Contest: Boston (2 
events), Cincinnati, Dayton, Indian- 
apolis, Detroit, Kalamazoo, Mich., 
New York, Philadelphia, Pittsburgh, 
Chicago, Log Angeles, San Diego, 
San Francisco, Portland, Charles- 
ton, W. Va., Phoenix, Bakersfield, 





Calif., and Buffalo. 
e& 2 





In addition to averaging between 250 and 300 lubes a month, ‘‘Little Joe’ Minajares, 


lubrication man at Mack Massey Rambler, 


El Paso, Tex., also accounts for 20 muffler 


sales and installations, 45 front-end alignments, 60 wheel balances, 20 oi! seal replace- 
ments and 10 brake jobs. On the left, Little Joe calls the owner's attention to the 
uneven wear on the car's fairly new tires. On the right, John Roberts, dealership 
general manager, shows Earl Eastham, service manager, the gross and net of Little 


Joe's monthly lube volume. 





Reconditioned Wagon— 


The difference between “sharp’’ and 
fair is emphasized in the above photo- 
graph of the rear compartment of a sta- 
tion wagon. It takes a few minutes and 
a little material to clean up the floor mats, 
back of the seats and the inside of the 
tailgate to make a wagon look like new 
and sell at a fair price, according to both 
dealers and the aveiion operators. 


details the firm’s thinking and 
practice. The firm never uses seat 
covers. If a seat is so bad that it 
can’t be cleaned or the upholstery 
is threadbare, new fabric is used. 
Engines are shampooed rather than 
steam-cleaned because steam-clean- 
ing creates rust, Hankins said. 

Nine times out of 10, he said, he 
replaces front and rear mats or car- 
pets that are worn too bad to renew 
their appearance. It armrests are 
damaged, they are replaced, It 
takes about four hours to recondi- 
tion a car properly and over the 
years Hankins hag proven that it 
pays. 

* * * 

Loe to the factory used- 

car managers, there is about a 
23-day supply of used cars on the 
dealers’ lots currently, an increase 
of about 10 percent over last year 
at this time. Sales of used to new 
are running 1.6 to 1 to the washout, 
they say. 

Factory used-car departments 
are putting more effort than ever 
into helping dealers move their 
used vehicles, it is claimed. Most 
factories have experienced used- 
car men in the field working with 
dealers, many of them travelling 
in wagons or trucks equipped 
with tools and materials so that 
they can show the dealer how to 
recondition his used vehicles 
properly and appearance-treat 
customers’ cars, 

An expression of the effort many 
factories are making to get and 
keep their dealers in a profitable 
operation is seen in the number of 
used-car men they have in the field. 

American Motors Corp., for in- 
stance, has 17 managers covering 
23 zones. Chevrolet has 14 recondi- 
tioning units in the field, and they 
are booked for nearly a year ahead. 
Buick has 20 used-car reps equipped 
with wagons and they handle train- 
ing in the dealership. Ford has 36 
units in the field, and all the other 
factories have some program work- 
ing. 

In addition to the normal line of 
reconditioning material with which 
most dealers are acquainted, and 
much of which is carried in factory 
parts departments, a number of 
new items are being brought out 
or have just been introduced that 
are available to aid dealers in doing 
a better job or doing it faster. 

ok + +. 


Ice Fighter Is New 


E of the new items that every 
Northern dealer will want is a 


API Kit Outlines 
Industry’s Position 


On Air Pollution 


NEW YORK.—The oil industry 
has presented its case on the air- 
pollution problem in a thick infor- 
mation kit, prepared by the com- 
mittee on public affairs of the 
American Petroleum Institute. 

The kit includes 27 statements, 
reports, speeches, leaflets, magazine 
articles and advertisements related 
to a wide number of air-pollution 
subjects. 

API said the kit is an attempt 
to answer the questions asked on 
air-pollution topics and to provide 
background material on the’ prob- 
lem, 

While the material covers a wide 
range of topics, much of it deals 
with combatting smog in Los Ange- 
les and with what industry is doing 
to reduce air pollution around fac- 
tories. 


spray that instantly removes ice 
and snow from windshields, door 
locks and windows and leaves no 
deposit, It is claimed that with this 
product, which comes in a spray-on 
can, the operator merely has to 
spray the ice-covered or fogged- 
glass with a mist, and the ice, snow 
or fog immediately disappears. 


This comes in a “Safety Pak” 
with a can of “Free O’ Ice” and a 
can of “Free O’ Mist.” This will 
be carried by many car factories 
in their P & A departments. 

Another is a “Bright Metal Re- 
conditioning Kit” for renewing 
rusted and pitted chrome, 

Arndt-Palmer Laboratories has 
brought out a product called 
“Leather Sealer” for filling the 
cracks in both leather and vinyl 
upholstery. The sealer withstands 
hard treatment and will completely 
hide the cracks, the firm says. 

The same firm has a new nylon 
spray-on dye for nylon and netted 
plastic upholstery that can be used 
to cover any deeply embedded stain 
that cannot be taken out with up- 
holstery cleaner. 

A new “Pop Riveter” that simpli- 
fies and shortens time-consuming 
sheet-metal jobs is being offered by 
Marson Corp., Revere, Mass. This 
tool handles explosive rivets for 
metal patching that rivets a patch 
on quickly and easily without any 
disassembling of the metal, For ex- 
posed car sheet-metal work, rivets 
are available that can be counter- 
sunk so that no rivet head is seen. 

* * * 


Other New Products 

NEW “Pun-Sur-Pak” tubeless- 

tire repair kit that enables re- 
pair of any size hole in a tire while 
it is on the car is available from 
Jack Mills & Co. The firm also has 
a leak detector which is sprayed on 
and which will catch even the 
smallest slow leak, Mills said, 

Another product that can be a 
boon to the used-car recondition- 
er is a tin spray unit by the same 
company that enables the metal 
worker to fill holes and creases 
that formerly were hard and ex- 
pensive to repair. It is claimed 
any one can use it and it leaves 
a perfect base for solder. 

For dealers who do not have ex- 
perienced reconditioners, a booklet 
of instructions for used-car appear- 
ance reconditioning is available for 
the asking from Arndt-Palmer 
Laboratories, Inc., Melvindale, Mich. 


This booklet tells how to treat 
headliners, upholstery, carpeting, 
door panels, trunks, armrests, con- 
vertible tops and how to remove 
windshield scratches without re- 
moving the windshield. 


Both factory and auction men 
claim there is a dearth of pickup 
trucks in the used market and that 
they are in good demand. Heavier 
units are moving, they claim, if 
they are cleaned up and have fair 
rubber. 





Before and After— 


Rusted and pitted bumpers, top picture, 
and other chrome parts reveal the care 
a cor has had and spoil its sales poten- 
tial. Chrome parts can be refinished right 
on the vehicle with a minumum of labor 
and time through a spray-on process that 
is said to withstand salt tests. The finish, 
bottom picture, will last for at least six 
months, it is claimed. 











For wheels that keep their shape, 
car buyers count on steel car buyers know they travel 


safely on steel. The strong, rugged steel used in wheels soaks up 
shock and impact. Steel rims are formed for maximum strength, 
toughness and durability. Steel wheels don’t break, and don’t “run 
out”’ (lose their roundness). Because rims keep their shape, tires 
last longer and the possibility of spot wear is reduced. Car buyers 
know that wheels. of steel are safe and sound. 





Strong wheel steels are among the more than 160 types and grades 
of steel used in the new cars, each selected to do the most depend- 
able, most economical job. Tell your customers about the durability 
of the steel used for wheels and other parts that must take punish- 
ment and stay in shape. The public prefers steel in automobiles, 
as shown by continuing surveys conducted by Alfred Politz, Inc. 
The surveys show that car buyers look to steel for strength, de- 
pendability and quality. We’re strengthening the public’s prefer- 
ence for steel even more with a big national advertising campaign 
in magazines, billboards and network television. Make this prefer- 
ence for steel in automobiles work for you. 


it sells for you 








Watch U. S. Steel’s special Christmas show, The Coming of Christ, in color on NBC-TV; Wednesday, December 21, 8:30 p. m., E.S.T. 














Testing the Tempe 


A Tempest sedan and station wagon move toward the summit of Pikes Peak during 
an around-the clock, 107-day driving stint by a team of college student teen-agers 
in a test of car reliability. Designed to prove Tempest’s durability, economy and per- 
formance, the recently completed run carried more than 100,000 miles through 48 
states and seven Canadian provinces. The run is said to be the equivalent of seven 


to eight years’ driving. 





cept those fleet men who had paid 
for admittance to the series of talks 
and discussions. 

In some ofthese sessions, from 


-| which the press were barred, topics 


were offered for free discussion 
from the floor. It was claimed by 
many who satjin on these sessions 
that they were well accepted and 
that many operators talked quite 
freely about their problems. 


In fact, these men said they 
felt that a great many operators 
and maintenance men liked the 
idea of a place where they could 
get together and freely discuss 
some of theif more important 
problems. 

Naturally being a first show of 
its kind, many of the details of the 
sessions in particular could have 
been sharpened up some and no 
doubt will be insfollowings shows, 
but all in all’most everyone con- 
tacted at the show seemed to feel 


At Fleet Maintenance Parley .. . 


Truck Service Accented 





(Continued from Page 17) 


that it was a successful venture and 
will grow. 
* * 

AMES D. MANN, managing di- 

rector of the Private Truck 
Council, said five years of similar 
shows are planned with Reber-Friel 
Co., professional exhibitionists who 
put on the New York event. Among 
the industry men who participated 
in the discussion periods were: 

Thomas Lauer, White Motor; 
George Martin, Trailmobile; Ralph 
T. Buscarello, Stewart-Warner; 
Fred G. Miller, Allen Electric & 
Equip. Co.; John H, King, Au- 
tomobile Manufacturers Assn.; 
Frank Plovick, Delco-Remy; D. B. 
Montgomery, Long Mfg. Division; 
J. E. Conlan, Chevrolet; Keith W. 
Tanlinger, Fruehauf; J. W. Zim- 
merman, International Harvester; 
W. J. Pelizzoni, Mack Truck; Max 
Roensch, General Motors Technical 
Center; Carl Doman, Ford Division; 
Charles W. Frederick, Detroit Die- 








Who?...Who?...Who gets the AutoRanger ? 


Package Groups for Every Type of Automotive Shop 


@ Auto Ranger tune-up equipment is so easy to 
use, so handy, that in shops where there are not 
enough Auto Ranger units to go ’round—mechan- 
ics fight over them! 

No kidding! That’s what Managers in many 
shops have told us. That’s why many shops have 
Simpson Auto Ranger equipment for every 
mechanic doing tune-up. 

It’s so popular, so versatile and so low-priced 
for what it does! After all—why shouldn’t mechan- 
ics prefer Auto Ranger; its “built-in brains”, its 
simplicity, help every mechanic do better tune- 
ups—quicker and with fewer come-backs. 

If you don’t have any Auto Ranger equipment 
in your shop now—order one of the package 
groups shown here from your Automotive 
Wholesaler and try it for yourself. You'll be 
glad you did! 
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Battery Loade. Tach-Dwell ignition Tester 


Condenser-Coil-Magneto Tester 


PACKAGE MODELS RETAIL PRICE 


TESTS PERFORMED 





We. 1 TD-Tach Dwell 
BL-Battery Loader ¥ 
S!S-Starter-ignition-Switch 7.95 


Pkg No.1 $151.95 


























Ne. 2 TDI-Tach Dwell 

Ignition Tester $139.95 
CBS-Charging Battery 

& Starter Tester 94.95 
BL-Battery Loader 64.50 
$1!S-Starter-Ignition-Switch 7.95 
SPC-Spark Plug Connectors 3.95 
2-UTS-Unit Test Stands 39.90 


Pkg. No. 2 $351.20 


We. 3 TDI-Tach Dwell 


ignition Tester $139.95 
CBS-Charging Battery 

& Starter Tester 94.95 
BL-Battery Loader 64.50 


SIS-Starter-ignition-Switch 7.95 
SPC-Spark Plug Connectors 3.95 
CCM-Condenser, Coil & 

Magneto Tester 119.95 
STA-Spark Tube Adapter 12.95 
ITPAgnition Test Prod 3.25 
2-UTS-Unit Test Stands 39.90 


Pkg. No. 3 $487.35 





Charging-Battery-Starter Tester 


Battery Ignition Coil Tests 

Magneto Ignition Coil Tests 
Condenser Tests 

Suppression Resistance Tests 

Low Resistance Tests 

Secondary Insulation Tests of Rotor 
Cap, Spark and Plug Wires 


Alternator Tester 


Carburetor Adjustment 

Dwell Test (Point Spacing) 

Dwell Variation (Dist. Mech. Wear) 
Battery Capacity 

Starter Amperage Draw 

Cables & Switch Tests 

Battery Leakage 

Operating Voltage Test 


Dynamic Point Resistance Test 
Static Point Resistance Test 
Ignition Output Tests 

Ignition Miss Tests 

Secondary Current Test 
Secondary Polarity Test 
Generator Tests 

Regulator Tests 

Circuit Resistance Tests 
Battery Cell Tests 

High Output Charging Systems 
AC Charging Systems 


, 








Tach-Dwell Tester 





| sel Division; G. L, Bego, Cummins 


Engine, and Arthur C, Butler, Na- 
tional Highway Users Conference. 
Oil, chemical and tire participants 
included George C. Lowe, Atlantic 
Refining; A, F, Anderson, Gulf Oil; 
Don L. Harbaugh, Lee Rubber & 
Tire; J. J. Robson, Firestone; R. 
Cubicciotti, Sonneborn Chemical & 
Refining Co.; Frank Gundlach, 
Union Carbide; Robert Hansen, 
Dow, and H. G. Rudolph jr., Socony 
Mobil. 
oe + * 
MONG the exhibitors were: AC 
Spark Plug Division, Aeroquip, 
Allison Division, American Crank- 
shaft, American Metal Products 
Co., Argo Instruments Corp., Austin 
Trailer Equipment Co., Baird Dy- 
namic Corp., Barrett Equipment, 
Bostrom Corp., Brake Lining Sup- 
ply Co., Budd Co., Champion Spark 
Plug Co., Chicago Rawhide Mfg. 
Co. 

Commercial Car Journal, Daho 
Products Co., Delbar Products, Del- 
co-Remy Div., E. I. duPont de 
Nemours & Co., Electric Autolite, 
Engler Instrument Co., Everhot 
Mfg. Co., Federal-Mogul Service, 
Firestone, Fleet Owner, Hollander 
Publishing Co., Huppower Division. 

Kent-Moore Org., Kux Products 
Co., Lempco Products, Marson 
Corp., Maxwell Dynamometer Co., 
Mechanics Overall Service, Miche- 
lin Tire Corp., W. H. Miner, Inc., 
Minnesota Mining & Mfg., Mobil 
Oil Co..'Motor Master Products 
Corp., National Committee for 
Motor Fleet Supervisor Training, 
National Dynamics Corp. 

National Highway Users Confer- 
ence, Parker Bros., Inc., Pik Prod- 
ucts, Inc., Re-Trac Mfg. Corp., Seal- 
co Air Brakes, Inc., Service Re- 
corder Co., Shell Oil, Southco Divi- 
sion, Standard Overall Service, 
Stanley Publ. Co, Thermo King 
Corp., Timken Roller Bearing, To- 
morrow Products, Inc. 

Truck-Lite Co., Truck Tire Tools, 
Tyrex, Walker Marketing Corp., 
Webb Wheel Division, S. K, Well- 
man Co. and Wix Corp. 


Revival Sought 
For Inspections 
In North Carolina 


RALEIGH, N. C.—The North 
Carolina State Motor Vehicies De- 
partment will press the Legislature, 
which convenes in January, to re- 
store compulsory inspections of 
motor vehicles. 

Its plans, along with other legis- 
lative proposals designed to in- 
crease highway safety, were re- 
vealed by Motor Vehicles Commis- 
sioner Ed Scheidt at a meeting of 
the Governor’s Traffic Safety Coun- 
cil. 

The Legislature, Scheidt said, will 
be asked to enact a law requiring 
periodic mechanical inspections in 
state-licensed garages or service 
stations. 

North Carolina had an inspection 
law in 1947-49, but it provided for 
state-operated inspection lanes, and 
long delays caused by vehicle own- 
ers waiting in line caused the re- 
peal of the law at the next meeting 
of the Legislature. 

Since then, attempts to enact an- 
other inspection law providing for 
inspections by licensed garages and 
filling stations have failed to pass 
in subsequent sessions of the Leg- 
islature. 

Capt. R. B. King, Virginia State 
Police, told the Traffic Safety Coun- 
ci] that statistics show that 8 per- 
cent of all accidents are caused by 
defective vehicles, and that his 
state’s inspection plan has reduced 
the number of defective vehicles on 
the highways. 


Cut Consumption 


Of New Rubber 


NEW YORK.—Consumption of 
new rubber in the United States 
for September amounted to 124,688 
long tons as compared with the 
125,836 long tons consumed during 
August, according to Rubber Manu- 
facturers Assn. 

Consumption of ali types of syn- 
thetic rubber in September amount- 
ed to 87,853 long tons, as compared 
with August’s consumption of 88,578 
long tons. The ratio of synthetic 
rubber to total new rubber con- 
sumption, continuing at a high level, 
reached 70.46 percent for Septem- 
ber, compared with the previous 
high ratio of 70.39 percent reached 
in August. 








The reliance that the people of Philadelphia have in 
The Evening and Sunday Bulletin is the result of years 
of living together and understanding each other. 

The editorial integrity and independence of this 
newspaper meet the standard set by the fair-minded 
people who read it. The Bulletin and the people of 
Philadelphia speak the same language. 


What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales message in The 
Evening and Sunday Bulletin enjoys a unique and 
extra “bonus”... 


You buy belief when you buy The Bulletin! 


Advertising Offices: 


THE PHILADELPHIA BULLETIN aA member of MILLION MARKET NEWSPAPERS, INC. 
New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Boulevard; Detroit 2, New Center Building; Los Angeles 5, 3540 Wilshire Boulevard; 


San Francisco 4, 111 Sutter St. JN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 








At ASIA Regional Meeting— 

A representative group of industry manufacturers attended and took part in the 
exchange of ideas on subjects of mutual interest in a series of regional meetings. 
A series of special reports covering all ideas and information brought forth at these 
meetings will be released to the manufacturer membership of the Automotive Service 
Industry Assn. Manufacturers in attendance expressed unanimous approval of such 
regional meetings. 
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In Service Department . . . 





Dealer Shuns Learners 


AUGUSTA, Me.—The growing 
fin mechanics has 
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there comeg that time 
when a car dealer has to have an 
additional mechanic. When Jose 
decided to take on a new man & 


advise looking for service men? 
“Service stations,” replies Jose. 


N. Y. Exempts 
‘Off-Floor’ Time 
From Wage Order 


ALBANY.—The State Labor De- 
partment has issued a decision on 
minimum-wage coverage for auto 
salesmen while they are “off the 
floor.” 

The decision was that auto sales- 
men be considered subject to min- 
imum-wage coverage only when 
working at the premises of the 
employer. 

The interpretation was made in 
a letter from Robert D. Helsby, 
executive deputy industrial com- 
missioner of the labor department, 
to John J. Evers jr., executive vice- 
president, New York State Automo- 
bile Dealers Assn. 

The question involved Minimum 
Wage Order No. 7b for the Retail 
Industry, which defines an “out- 
side salesmen” as one who must be 
“customarily and predominantly 
engaged away from the premises 
of the employer.” 

Helsby acknowledged that “it is 
not possible to determine with any 
precision the amount of off-floor 
working time” of auto salesmen. 




















He admits that many mechanics 
from service stations have a good 


and| deal to learn once they enter a 


service department. 

“But,” says Jose. “At least they 
know tools, the limitations of tools 
and equipment, names of car parts 
and shop safety.” 


Service Briefs 


20 Pct. Increase Seen 


In Sales of Snow Tires 

AKRON.—A 20 to 25 percent in- 
crease in snow-tire business over 
last is predicted by E. B. 
Matha wer, sales vice-president, 
Firestone Tire & Rubber Co, 

A growing market consisting of 
two million more passenger cars in 
use in 1960, including many new 
is one reason for 
Other fac- 


living and the rise in two-car fam- 
ilies—up 50 percent since 1954. 
ao * + 


‘Million-Dollar Giveaway’ 


Is Launched by Fram 
PROVIDENCE. — Fram Corp. 
has launched a new service-indus- 


* * + 
Night Service at Grant 
ST. PETERSBURG, Fla. — “We 
fix your car while you sleep” is the 
new slogan of Grant Motor Co. 
(Ford). The dealership’s service 
and parts department now is open 
until 1 a.m. Sea 


Larry’s Loop Service 


years association with Malkerson. 
Malkerson Oldsmobile has moved 
its sales agency to Shakopee, 
Minn., where the firm’s lines have 
been augmented with Chevrolet 
and Pontiac... - 

+ 


3 Commercial Batteries 


Added to Prest-O-Lite Line 


TOLEDO.—Electric Autolite Co. 
has added three commercial service 
batteries to the Prest-O-Lite line. 
Two are in the six-volt line, while 
the third is 12-volt. 

All three batteries are available 
in either wet or dry charged state 
and all carry a 48-month warranty, 
the company said. 






For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTo- 
motives News. 

AMERICAN MOTORS SALES 
OORP.— Seven mobile training 
units, with their respective instruc- 
tors, will be conducting classes in 
the following Dec, 23-Jan. 20: 
Unit 101, Lester F. Howard, North 
Carolina and Tennessee; Unit 102, 
LeRoy Roberts, New York; Unit 
103, Harvey Dittberner, Pennsyl- 
vania and Ohio; Unit 104, Harry 
Rowe, Nebraska, Iowa and Kansas; 
Unit 105, Henry Shafer, Nevada, 

m and California; Unit 106, 
Howell Hudson, ‘South Dakota and 
Minnesota; Unit 107, Lioyd Graves, 
Louisiana and Mississippi. 

CADILLAC DIVISION — Owner 
Relations—Atlanta, Jan. 4; St. 
Louis, Jan. 19, Preparation—Atlan- 
ta, Jan. 5; El Fpee. Tex., Jan. 20; 
Pittsburgh, Jan. 3. Hydra-Matic Di- 
agnosis—Boston, Jan. 9, 18; Cleve- 
land, Jan. 17; Detroit, Jan. 17; 
Jacksonville, Fla., Jan. 9; Minne- 
apolis, Jan. 10; Newark, N. J., Jan. 
9; New York, Jan. 9, 16; St. Louis, 
Jan. 9. Hydra-Matic Overhaul—Bos- 
ton, Jan. 11, 16; Cleveland, Jan, 19; 
Detroit, Jan. 19; Jacksonville, Fila., 
Jan. 11; Minneapolis, Jan, 12; New- 
ark, N. J., Jan. 11; New York, Jan. 
11, 18; St. Louis, Jan. 11. Power 
Brakes — Chicago, Jan. 9. Power 


Milwaukee, Jan. 16; 
Jan. 9, 16. Engine Test and Tuneup 
—Dallas, Jan. 12; Detroit, Jan. 12; 
Jacksonville, Fla., Jan. 18; Los An- 
geles, Dec, 27, Jan. 7, 9; Minnea- 
polis, Dec. 28; Newark, N, J., Jan. 
5; Oklahoma City, Dec. 29; Pitts- 
burgh, Jan. 12; San Francisco, Jan. 
9, 16. Air Conditioner-Heater—De- 
troit, Dec. 28; Oklahoma City, Jan. 
9; St. Louis, Jan. 4. Diagnosis—De- 
troit, Jan. 4; Houston, Jan. 17; Min- 
neapolis, Jan, 4; Newark, N. J., 
Dec. 27; New York, Dec, 27, Jan. 3; 
Oklahoma City, Jan. 4; Pittsburgh, 
Dec. 28; Portland, Jan. 17, San 
Francisco, Dec. 28, Jan, 4; Washing- 
ton, Dec. 28, Jan. 4. Charging Cir- 
cuits—Detroit, Jan. 10; Jackson- 
ville, Fla, Jan, 16; Los Angeles, 
Jan. 11, 16; Minneapolis, Jan. 17; 
Pittsburgh, Jan. 4; San Francisco, 
Jan. 11, 18; Washington, Jan. 10. 
Chassis El Paso, Tex., 
Jan. 18; Pittsburgh, Jan. 10. Parts 

——Houston, Jan. 20; 
Philadelphia, Jan. 12, 19; Pitts- 
burgh, Dec. 27; Portland, Ore., Jan. 
20. Circuit —Los Angeles, 
Dec. 29, Jan. 3, 18, 19; Minneapolis, 
Jan. 19; Newark, N. J., Jan. 3, 4; 
New York, Jan. 6, 13; Pittsburgh, 
Jan. 6; St. Louis, Jan. 18, 

CHRYSLER CORP.—During the 
period Dec, 23-Jan, 20, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 
for 1961 models. In addition to serv- 
ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie i.; 2930 
Forrest Hill Drive, S. ., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 

FORD DIVISION — During the 
period of Dec. 23-Jan. 20, the Ford 
36 district school instructors will 
be concluding the 20-hour service 
technician orientation courses on 
1961 Thunderbird, Econoline and 
trucks for dealer service technici- 
ans. As these courses are com- 
pleted, a course on body mainte- 
nance will be started. This will 
cover: Body sheet metal and glass 
fits and adjustments; water, dust 
and air leaks in the body; body 
squeaks and rattles, and other body 
problems. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 








of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: ‘ome sve 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 
INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa, are conducting 
training for dealer and fleet serv- 


Parts Rebuilders 
Amend Request 
For FTC Parley 


CHICAGO.—In a report to the 
Rebuilders Division of the Automo- 
tive Service Industry Assn., Coun- 
se] Harold T. Halfpenny outlined 


the status of a request for a trade 


practice conference with the Fed- 
eral Trade Commission for the au- 
tomotive rebuilding industry. 

He said he had been advised that 
it is doubtful if a conference on 
trade practice rules covering all 
provisions of the Robinson-Patman 
Act would be approved by FTC at 
this time. 

“However,” he continued, “the 
commission is of the opinion that 
rules clarifying the requirements 
as to manner and means of dis- 
closing the previous use of such re- 
built parts could be established ex- 
Peditiously and used as a basis for 
disposing of pending matters and 
preventing further violations by 
those who are not aware of the 
pertinent requirements, 

“This would be of considerable 
benefit to the industry,” he added, 
“and we have amended the appli- 
cation to confine our request to 
rules of this nature, 

“Such action would not preclude 
the rebuilders from requesting clar- 
ification of Robinson-Patman Act 
requirements at a later date.” 


New First for Frank— 







































icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
em in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

STUDEBAKER-PACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, S. 
Kidder, Field clinics on thig sub- 
ject are also being held at selected 
cities throughout the United States 
for the convenience of all Stude- 
baker dealers. 


For All Servicemen 


The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 35 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available. 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, Jan. 16; 
(D) Brake servicing, Jan. 23, Com- 
bined courses are also offered. 
(AD), Jan. 16-27. 

BEAR MFG. CO., Rock Island, 
NiL—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes Dec. 19, Jan. 2 
and 16. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

CARTER CARBURETOR Co. — 
Factory service school will be con- 
ducting classes Jan. 9-20. 

DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products. Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 


First Pontiac Tempest delivery in New| ment. However, a nominal charge 
Jersey was made by William M. Frank,|is made for attendance at field 


right, president, Mallon Suburban Motors, 
East Orange. Receiving the keys is Charles 
G. Roehm, Maplewood, N. J. In 1926, 
Frank, as a dealership salesman in New- 
ark, sold and delivered the first Pontiac 


nosis procedures is available (free'in Essex County, N. J. 


schools. 

ELECTRIC AUTOLITE OO., To- 
ledo—Specialized electronic se mi- 
nars are offered for students at 
leading schools across the country. 

(Continued on Page 23, Col, 1) 
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(Continued from Page 22) 


They are devoted to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 


Autolite Co., 511 Hamilton St., 
Toledo, O. 
INLAND MFG. O©0O., Omaha — 


School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 


overhauls of all.types of both new 


and old brake systems will be} pistons 


covered, Persona! instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who -successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 


ified to work on all types of auto-|Co., 


motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service trai For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 


Conn. 

SUN ELECTRIC’ CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS ©O., St. 
Louis—Specialized phases of engine 


rebuilding instruction for servicing 


ing pin 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation thro t the nation, con- 
tact A, Del Sunnen Products | ( 
7910 Manchester, St. Louis, Mo. | C# 


Co., Inc., 

Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service operate 


23 


in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 


tioning | Chicago, Washington, Jacksonville, 


Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
, Kansas City, Salt Lake 
ty, Omaha, Pittsburgh and. Cin- 


WALKER MFG. ©O., Racine, 
is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer igs conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, IL, offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s 
tory garage Jan. 7-14. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St. 
Springfield, Tl. 
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Pack- Plym- Stude- 
Pontiac Rambler baker 









P Olds- 
STATE Buick iMac rolet Chrysler Comet DeSoto Dodge Edsel Ford Hudson Lincoln Mercury Nash mobile ard outh Willys Misc. 
Alabama... . sce ec eee ee 65893 15116 285064 14085, 559 9631 32372 1423 = 227063 Ss: 3808 3503 36927 «= 7645—i«‘«*i I 74BC3BG2 «78226 55216 3=—- 84675 16894 
Alaska ...... 2738 843 10097 1017 6 505 1437 144 9452 264 277 2010 653 1908 236 4332 2008 954 1214 1370 
BME, <iaqediessxcisniss 29856 «=«11927 105726 «9554 = 183 IB] 16656 «= 967) 92999 «= 3126 «3219S s«I911O = 5824 «= 24808 = 3264 «35753025257 179S «108703119 
NNN: 1% Sas nsones seats 24515 6066 «= 134258 «= 5681-264 «4702 «16580 «= 608 ~=—s«114525«=«s1737-«Ss«*1420 «Ss 17648 «3497 «226131631 «= 40620 «25506 «= 4289 «Ss 7830 «3210 
California ............... 428302 213637 1363180 © 144068 +5943 100968 255152 9828 1227379 39592 52426 281546 78075 358324 42114 493598 348950 87976 158595 29086 
Colorado 43330 14854 173254 15661 49% §=6.9026—s- 29210 1282 136720 «5973 4481 30552 1007! 39441 4334 «= 55519 38677 += 10528 13878 14856 
Connecticut .... 60043 23595 187767 =. 24075 872 45199 1251 160811 5349 3=—- 5049 32890 46412048 §«=653619 6905 88284 58447 =«17240 18218 =©©6209 
Delaware 10891 3550 2991 1046 «62175 Ss & 285 26981 442 825 5328 1235 9137 680 14880 10287 183! 3012 554 
16790 724 51891 7283 2330 = 4625—s«12765 33! 45495 1183 1558 8450 1966 15458 1891 31335 17108 = 4476 3961 67! 
132389 §=6 «65330 «421896 «= 42738 )§=— 1992S 27313 «75815 3196 «= 376679 3S 9771—s« 15610 71630 20700 13445 150557 105414 36470 «= 18660 
66370 18377 309850 14570 522 98629 37392 1582 =. 284781 2758 «= «3599 38620 +7284 «4 56110 4022 863% 67978 «= «97% 19407. 3113 
7057 2453 45565 2855 63 5281 10166 140 34337 480 430 6053 1583 7693 832 = 21032 4776 1392 34330 44288 
> 17244 5017 57581 5597 167 +3860 «10854 467 46255 2609 1474 10521 4264 13878 1616 19707 14715 = «4739 7890 
SOE: -4-<wodusccccteseeees 265689 3=—_-«77415 802437 75695 3372 51855 138038 6551 628325 21250 19458 126364 45471 224661 18252 290177 217160 57745 64821 1530! 
Indiana 131041 28383 4896 4406158 + 33446 1495 28261 71222 3722 325242 499320 7637 57983 «19344 «6106515 3=—6 9013 Ss: 146792 105963 21755 57540 6207 
BOE. “sn a 6s% sigs cbiccu sed 65151 13734 278799 20142 665 13208 44560 1825 228588 5800 3789 40207_—s« A 1197 56495 4491 88472 57944 §«614030 = 21665 4860 
eee 54949 11680 236219 15558 541 10402 34421 14% 192085 6055 330) 31541 «11784 «= 45221 4299 =—s-« 72630 49734 =: 10602 17672 «= 4057 
Kentucky 62268 12620 250748 13683 610 89759 33132 1533 196217 3792 = 2393 30900 «7910S 48598 «= «4036S s«73850 514468 3=—s 7531 13936 0=—s 6817 
Louisiana 52651 14492 256894 12619 504 9427 28912 1427 209350 «2064 «= «3332 “31033 5017 51807 3489 «=: 68344 56408 = 687! 16042 «= 5036 
NE-0) voy ecs coccdetunets 18504 4639 75949 4988 260 «6436713119 503 56719 = 2131 1077 "10298 3669 13361 1525 26742 17421 5730 6005 484432 
Fr are 55562 14993 213236 18832 800 13992 42844 1175 165054 84511 3629 29361 7822 42953 5478 3=—- 94772 52894 = 176! 16467 = 4050 
Massachusetts ............ 111375 34884 338620 37772 «=«:1352)s«31870 = 76409 1788 302519 +=11517 8795 57502 27670 09794 10295 160566 101967 30680 28191 8807 
OUND «6668505 02 Fe sseede 211815 45065 677532 50070 5056 42119 124027 89% 679040 «613252 =14753 123473. 21841 §=6161463) «12316 = 244211 182302 45844 36768 8612923 
SOOO dus neVeesetee%en 83549 18547 315854 26666 973 «(18839 «650894 = 2495 272909 = («7689 5204 48314 14084 #877102 735 109718 69867 20299 «=s-«30270s—s«S418 
ole, Oe ee ees 30458 6127 144419 7231 178 4761 14862 535 122442 1166 1363 16685 30% 24501 1787 «413% 28803 «= 3359 9451 2887 
ES 79645 19846 393927 22219 703 +19750 54170 2002 295897 «= «4994S «4804.«=— ss «49181 = 16893 70577 = 6490— «136737 78224 «#417458 4 25644 # 6778 
SURED i-s cnt cuacedschetes 14969 4233 59207 5229 183 3055 10893 5% 48846 2503 1194 9594 3019 13419 1636 19707 11943-4266 6603 5613 
TORRE — seccancens<aceye 31600 6262 142993 11059 §©=—- 256 5523 19964 720 126806 2435 1957 22333 4889 «= 24970 2686: 45986 27402 = «5949 11146) = 2797 
Re ror 8483 5204 24385 3627 105 2234 4873 375 24469 805 1417 6333 1407 8057 1213 10036 8302 1643 3827 1326 
New Hampshire ......... 11528 3274 49425 3495 239 2592 «=: 8720 326 36841 1398 902 7086 2704 9323 933 16647 11569 49— 4636 4344 2356 
New Jersey .............. 149241 56266 448613 65826 2566 45774 11125! 3161 355972 12473 12586 84476 «620941 = 126961 =: 15891 =: 214736 144025 32249 «8640193 = 11018 
New Mexico ............. 16125 5333 67017 5235 77 3=62930 =: 9269 626 54363 1021 1433 10835 2455 14311 1216 19240 14769 §«©=—- 3067 5641 3642 
SU WEEE. Shp stessecvudecs 334890 §=6117094 «=: 909812135747 §9=4283 = 91707 +=245736 6819 766216 20637 261% 172955 40967 318445 262% 448554 302831 80397 75797 22482 
North Carolina .......... 81599 21080 345218 18838 «= 879 )=— 14600 39 42321 1742 324338 «=64089) = «41:39 42345 868934 72615 5402 73104 «610114 = 21647) 4217 
North Dakota ............ 11586 2238 59492 4957 182 3175 —s 991 $36 54496 1059 849 8559 2348 11340 5 21682 9585 3152 4343 1517 
OO he vied de dete ese bentete 66529 770820 75984 43976 «62202 175889 7259 698137 16765 iI8li9 142377 29907 216560 20660 1326 230805 45459 57990 18724 
SEONG 6 pokdteeicatsxke 52252 14875 227552 11481 494 9547 26625 923 195353 3207. Ss 3421 32737 7553 46059 3493s 61413 4258 48 844 14849 =. 2260 
COREE. cavadecsvesvecvoss 41421 11790 157758 13664 «89427 «38411518 =. 27519 1353 124377 5055 3707 25606 811983 33878 486.4535 37650 14043 18733 5120 
Pennsylvania 264940 72953 819373 98025 3240 75892 202164 6052 638074 22661 18413 133290 40014 206496 30267 411198 218046 56449 70005 26506 
Rhode Island .... 17581 6595, 62875 6797 = 203 4546 «12373 2972 54632 1789 1399 8768) = 4932 15369 1659 28440 15054 45324 5187 1294 
South Carolina ... 40086 10022 202253 7981 142 6736 26077 710 176596 =: 2402 1892 21479 = «B69: 349502924 )—s« 51606 35492 «Ss: 5050 12179 = 2415 
South Dakota 14494 2813 64019 4514 123 3068 8 9974 532 55942 1476 899 9865 = - 2765 12753 1565 = 21188 12198 = 3403 5359 1001 
POMROGIOG « «5. ccs orcas coveses 67345 15346 277241 13208 506 10892 37485 1732, 229090) (3349s «3051 33998 8283 53545 4095 985489 58412 9804 17144 5557 
WG co onéentudecedecesvas 206337 «= 61792 907310 47687 i811 29915 106941 4ill 735403 8295 12627 115688 20159 191683 10694 239266 190968 27258 58110 14150 
WEED: “pvccviecatuesesecseee 22976 7829 67122 7878 288 6157. «11927 602 56034 2977 2099 14621 3859 19819 20930-23138 20115 4844 6788 43=—- 3935 
WOE. -.ckcases vonedabest 8076 1683 29907 2461 100 1523s S91 15! 24481 485 374 3676 1302 5052 719 i1i98 6514 + =2533 2389 3318 
Virginia 69106 18240 266510 21185 926 16165 45440 1692 =. 249931 4802 4611 38797 «= 8470 53605 5992 «111035 6433611714 19502 ©6809 
Washington ..........05 67828 19808 228246 48624627 «= 569 19148 «= 46342 1632 199216 10574 6099 39686 48621059 56663 9091 87056 57539 «413729 «= 30221 8907 «50285 )«=—_«:998325.............. Ww. 
West Virginia ............ 37018 7125 134502 11297 337 7671 27082 1234 113960 2845 i918 20353 5007 25869 4= 3647) =‘: 53602 30496 «= 5564 9835 4864024 10760 «= SI4148............ West 
Wisconsin ..............-. 107043 22577 321300 25474 1305 20223 58779 2191 262957 «=: 10457 5840 46178 32389 98803 7196 100666 81631 3920! 27392) «= S767 = 24742 N29BZIN. ow eee cen eee Wisconsin 
Wyoming ......sseeeseeee 9551 2567 32847 2987 ig 1961 49% 353 24912 1017 779 5657 1361 7539 890 9758 7324 = 2212 2404 3065 CRUDE coc us os cctesugne Wyoming 
TOTAL... c ccccccctesceve 4081378 1253964 14253495 1258359 51249 916575 2558745 101372 12095306 315209 309367 2271839 642539 3470866 339606 5221369 3552964 840527 1177792 352398 2037757 57102676............... TOTAL 
All rights reserved by R. L. Polk & Co.—Re-use prohibited. 
Total C ial Cars in O ion, S by Mak 
ota ommercia ars in peration, tates y akes 
As of July 1, 1960 
Chev- Dia- Dodge- ‘ Interna- Stude- White- 
STATE rolet mondT Divco Plymouth Ford GMC tional Mack baker Sterling Willys 
Alabama 88148 356 433 16154 19778 19123 2620 3636 1248 
Alaska ..... 4312 73 3 1680 4150 2243 1916 67 594 164 629 
Arizona 39669 201 294 9567 32273 10960 8532 407 2501 1074 4128 
Arkansas 70859 255 4 10653 51894 16443 14623 4% 3244 7716 1443 
California 36886! 3697 3341 105673 321690 96610 812% 483! 22825 13545 29823 
Colorado 64112 742 457 14691 47472 15580 17603 997 4210 1760 3984 
Connecticut .....6-.eeeceees 29863 1005 1397 10519 26223 7643 13017 2765 2456 2985 2171 
Delaware oo secs esccescseecs 10521 312 127 2965 7115 2686 414g 1199 530 590 éil 
District “of Columbia ...... 6712 62 689 1746 2353 2466 602 129 593 223 
Florida 1185 1333 21711 84715 22297 25360 488! 634! 5952 5590 
Georgia 93714 382 216 18684 si714 20006 22646 1645 4707 2342 3453 
Hawaii 7583 124 136 3097 5934 2152 4030 70 2% 85! 1243 
Idaho 33244 3 Ba 9494 10971 13168 496 3771 738 3028 
IMinois 143674 4778 2814 37841 i 30346 67462 3525 9016 7901 0% 
Indiana 111733 1477 1538 30704 92115 22464 43773 2234 12101 5597 5239 
SME ici c eae coca eteneetntenad 83776 1512 704 19261 66847 13343 373% 759 5806 1562 2138 
Kansas 100527 si? 293 18572 73743 18890 29572 208 61% 1580 3104 
Kentucky ... 8044! 520 263 15972 57167 17899 20353 973 4106 1973 3029 
Louisiana ... 78818 722 % 11779 63449 161l? 17434 1102 3463 1505 1568 
Maine ..... 2084! 182 336 5842 17669 5843 8670 956 1458 697 1530 
Maryland 39868 293 722 12301 31294 828! 14489 2186 1935 3056 1260 
Massachusetts occ cccccccccsssoscseces 413% 1349 2824 17216 48497 11826 19956 5184 2831 8033 3266 
Michigan 120074 1507 3200 35594 120707 26631 25551 2606 5754 5215 5908 
Minnesota 85711 1227 835 22657 77585 16255 36607 1313 7995 2306 3538 
Mississippi 71410 112 13 10123 50534 17127 16195 645 3013 478 1647 
DERGOINS. cicvocececcccccesesseercnceece 125818 606 957 24323 81410 33552 1142 6448 3856 1700 
Montana 3 415 62 8451 26767 8729 15065 364 3130 972 4755 
Nebraska 56215 1225 276 11083 47788 11593 22952 350 4452 1263 3775 
POVOEO. occ cr cccccdcccccccocs 10125 90 40 3384 9169 388! 3020 123 1101 134 1792 
New Hampshire 11166 7 289 3702 9988 2493 4025 1135 704 565 1666 
New Jersey ....cccceeccewecsceeeeceneee 68944 1285 3277 23881 62028 21156 26725 7062 3809 6165 4363 
OR SEONEED, 6.000060 00becdcesesoises sees 35447 8 23 5879 20867 7809 6198 592 1868 586 1239 
DROW VOPR coccecccd cosccccesccvesesesces 119423 3435 4809 49865 114034 35261 16116 “m7 19035 12187 
North Carolina .. 118662 583 535 21715 89266 21717 23309 4lél 6358 3876 71% 
North Dakota .... 34369 400 6! 8928 6460 18824 120 3053 372 1520 529 
ORO ccccccccccrs 123480 1726 3774 40238 117791 28702 51206 4763 7797 11738 6043 5941 
GeaNOMR oc ccccccccccccccccesccsecccs 107016 321 264 18722 81845 20846 26769 913 5400 2424 4059 2038 
OreGON 2... ccccccccccecccvccseseseceeces 52695 sis 421 16487 41694 15912 1835! 1484 483) 2245 10186 820) 
Pennzyivania evceeee 138020 2690 4065 53325 119616 33204 59152 11966 9913 13790 9166 9004 
Rhode Island ...... 9341 226 550 3476 10007 2098 4370 76b 460 1026 562 1277 
South Carolina .. 60950 102 3 11694 43274 10097 9901 1630 2469 1530 2229 2532 
South Dakota 27668 415 B4 7456 22481 5774 15663 115 2484 377 3560 728 
FORMORIOS . <.ccccccceccccececescoecebeccs 81620 211 16919 58066 19343 19735 2479 4112 2515 1434 1913 
688 50293 242669 59146 67279 4034 14088 8838 9354 6469 
107 6473 19325 7184 7478 370 1592 654 1757 1355 
6! 2425 6286 2205 3513 254 445 209 1026 455 
755 16850 60340 14386 1968! 2687 4148 2584 2762 2326 
797 25373 58649 21772 2668! 1490 6133 2426 5230 6296 
367 13988 36232 12081 12456 1325 2682 1905 9042 1727 
1314 19975 64751 16702 35499 1295 5728 3435 6075 4751 
27 4386 14232 6022 7564 279 1259 527 2948 _™ 
46003 935787 3059087 854368 1169961 109804 230075 168926 209393 216329 
All rights Saal by R. L. Polk & Co.—Re-use prohibited. 
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Watch the Leonard Bernstein Christmas Show on the CBS television network Christmas Day, 5 PM to6 PM EST. 
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TURNINGS .. 


Daimler- . nz Favors 
Fuel Injection, Air Ride 


By Joseph M. Callahan 





Engineering Editor 


eo West Germany.—Some of the engineering 
trends and thinking at Daimler-Benz were discussed 


recently by Rudolf Uhlenhaut, the company’s second rank- 


ing engineer and director of 


the car experimental depart- 
ment. Uhlenhaut also directed the 
company’s racing program until it 
was abandoned in 
1955. 

Considerable at- 
tention is now be- 
ing directed at 
fuel injection 
which ig given 
much of the credit 
for the fact that 
it now takes two 
years to get a 
Mercedes-Benz in 
Germany and up 

J. M. Callahan to six months to 
get one in this country, Because 
of its high price, fuel injection is 
now installed only on the higher- 
priced Mercedes. 

Asked about the extension of 
fuel injection to other models, 
Uhienhaut said, “I think you'll 
see it on the middle range cars 
in time, but I don’t see any way 
now to put it on the cheaper cars. 

“To our way of thinking, the ad- 
vantages of fuel injection are con- 
siderable. You get about 10 percent 
more power from any given engine; 
you get about 8 percent better fuel 
consumption; you get less air pollu- 
tion because the fuel is cut off com- 
pletely during deceleration; you 
have a choice of higher compres- 
sion ratios or lower octane fuel, 
and you can use longer ram (mani- 
fold) pipes.” 

He added that the longer pipes, 
which are responsible for the extra 
power, sometimes permit a volu- 
metric efficiency of 110 percent and 
act as a sort of supercharging. 

7 + + 

Oscillating Effect 
Ss ram-pipe effect, which is 

now used on some Chrysler 
Corp. engines and on the Tempest 
four-cylinder, produces an oscil- 
lating effect like a pipe organ and 
permits a pressure rise in the mani- 
fold at the right instant—just be- 
fore the intake valves open. 

“You can get this effect to a cer- 
tain extent with a carburetor,” he 
said, “but it’s easier with fuel in- 
jection.” 

In discussing future suspension 
systems, Uhlenhaut said that air 

or air-oil suspensions definitely 
offer advantages in ride, espe- 
cially on rather rough roads, but 
that they are more complicated 
and must be completely reliable 
before they are given to the cus- 
tomer. 

“Surely,” he continued, “one of 
these two suspensions will be on 
more cars in the future. We can’t 
decide on the air or air-oil system, 
although the air system is more ex- 
pensive.” 

Great emphasis at Daimler-Benz 
is placed on car handling, largely 
because the average German driver 
more often than not, drives very 
fast and very aggressively. 

+ + * 


Cornering Prowess 

7 DEMONSTRATE the han- 
dling ability of a Mercedes 220, 

Uhlenhaut took the writer for a 

test run on the company’s proving 

ground track. The run consists of 

several hard-right and hard-left 


turns—when the car was travelling |} 


80 miles an hour. The car behaved 
in an outstanding fashion. 

Weight distribution of the Mer- 
cedes cars is 48 percent in front 
and 52 percent in the rear, in con- 


trast to the typical U. S. car which 7 


has about 55 percent in the front. 

“The handling in our cars is 
for European roads,” he said. 
“Our rear swing axle permits ad- 
justment for either over-steering 
or under-steering. We prefer a 
slight under-steer condition for 
the normal customer and a slight 
over-steer condition for the ex- 
perienced competitive driver or 
the rally driver. 


“The extra weight on the rear was capable of 110 miles an hour. 





end permits some drifting of the 
front end and also makes for good 
performance on ice or snow.” 

In response to a question about 
the emphasis on engineering at 
Daimler-Benz, Uhlenhaut said that 
it’s true—the engineers have the 
authority, not the sales people. 

“Under Prof. Nallinger (chief en- 
gineer),” he said, “I'm responsible 
for the design and development of 


our cars. We have found that the 


sales department doesn’t know the 


Ford Appoints 
Key Officials in 





Assembly Division 
DEARBORN.—A series of top 


level appointments in Ford Motor 
Co.’s recently established automo- 
tive assembly division were an- 
nounced by D. J, Bracken, division 
general manager. 

D. J. Bastian, formerly manager 
of Ford’s Los Angeles assembly 
plant, was appointed plant opera- 
tions manager in charge of the di- 
vision’s 17 assembly plants, trim 
plant and pilot plant. 

G. J. Fischer, formerly assistant 
controller of Ford Division, was 
named divisional controller and 
James Knowles, formerly executive 


assistant to the vic e-president— 


manufacturing, was appointed qual- 
ity control manager. 

Other key appointments were 
J. F, Randall, manufacturing engi- 
neering manager; J. S. Canterbury, 
material control manager; S. A. 
Cornell, administration manager, 
and D. D. Lennox, facilities plan- 
ning manager. 

Bastian has been associated with 
manufacturing or assembly opera- 
tions since joining the company in 
1934, After holding various super- 
visory positions at the Dearborn 
assembly plant and the Willow Run 
plant during the war years, he join- 
ed the Ford Division in 1951, He 
held various key staff manufactur- 
ing positions between 1951 and 1958, 
when he was appointed manager 
of the Los Angeles assembly plant. 

Fischer, assistant comptroller of 
Ford Division since 1955, joined 
Ford in 1950 as a financial analyst 
and was subsequently named man- 
ager of the investment analysis de- 
partment in May, 1951, 

Knowles has been executive as- 
sistant to the vice-president of 
manufacturing since 1958. He join- 
ed Ford in 1945 as a resident engi- 
neer and in 1957 was named an 
executive engineer in the transmis- 
Sion and axle group. He was ap- 
pointed chief engineer for the group 
in May, 1958, and, later in the same 
year, assumed his post on the vice- 
president’s staff. 











trend in car techniques. They’re too 
influenced by what they’ve seen. 
* * * 


They See It Late 

“WE DESIGN a car and present 
it to them at a very advanced 

stage. The main points have been 

decided upon, only a few details 

can be changed. It was not always 


so. Up until a year ago we would 


invite a certain number of sales- 
men in, but we never got a clear 
idea of the thing. A certain price 
limit is gotten m the sales de- 
partment, then we take over. 

“For instance, our sales people 
didn’t want a new 220 but our tech- 
nical people said, ‘We need a new 
car to maintain our prestige.’ The 
principal changes include a larger 
body, completely new handling, bet- 
ter springing and improved com- 
fort.” 

He said the big problem at 
Unterturkheim, the suburb of 
Stuttgart where the Daimler- 

Benz headquarters is located, is 
that production (which amounted 
to 108,440 cars last year) is lim- 
ited to an amount considerably 
below demand, largely because of 
severe manpower shortages in 
Germany. 

Output has been climbing slowly 
and the company is trying out vari- 
ous solutions to the manpower 
shortage. One effort has been to 
bring in Italian, Spanish and Greek 
workmen, but adequate housing 
isn’t available and there isn’t man- 
power enough to build the needed 
housing. 

Uhlenhaut added, “Our best solu- 
tion up to now has been to set up 
small subsidiary factories around 
Germany with 500 to 1,000 work- 
men to make parts and assemblies 
for us.” 

: * ad 

Expansion Plans 

HLENHAUT, who frequently 

visits the auto companies in De- 
troit, said one of the biggest differ- 
ences between United States and 
German automotive engineering is 
the tremendous staffs that the U. S. 
car makers have. 

He said, “Sometimes we get de- 
pressed and wonder how we're ever 
going to compere. However, we are 
building up our engineering depart- 
ment. 

“Our management is very con- 
scious that we must experiment. In 
1956, we had only 60 engineers; 
now we have 160 college-trained en- 
gineers and 600 technicians and 
workmen in our engineering de- 
partment.” 

One of the numerous expan- 
sions now under way at Daimler- 
Benz is at the proving grounds, 
which are rather smal] but have 
the advantage of being adjacent 
to the engineering offices. The 
proving grounds have 15 kilo- 
meters or about 9% miles of test 
track. 

“You only have a certain num- 
ber of engineers,” he explained. 
“We can’t have groups at both the 
test tracks and the engineering of- 
fices. This way, we get to the track 
in two minutes. 

“We think it’s essential that the 
leading people of our company 
should try out our cars without 
wasting too much time. In short, 
we would rather have this smaller 
track here, than a larger one 20 
or 30 miles away. 

“We've been improving these 
proving grounds for the past five 
years and are now spending about 
$500,000 a year there.” 
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Uhlenhaut and Fastest Truck— 





Roses for Citroen— 


Everything came up roses for Citroen in a new outdoor campaign launched in Los 
Angeles. This 50-foot hand-painted board, in color, was installed on a landscaped site 
on Wilshire Blvd. It later will be moved to other locations. It gave viewers a row of 19 
identical roses for a week, then five roses were replaced by a photo of a Citroen con- 
taining an attractive young couple. There is no copy on the board. The product name 
appears only in block letters atop the board. Besides attracting considerable interest, 
some of it puzzled, the board, according to Guerin, Johnstone, Gage, Inc., offers “a 
pleasant, stimulating visual experience consistent with the romantic qualities of the 


product.” 


How They're Pushing Sales... 





Dealer Ad Ideas 


Nothing Rattles Ed 


oe diamondback, 
4 to 5 feet. Make offer. TR 
6-3567.” 

This classified ad ran for a week 
in the Atlanta Journal and Consti- 
tution, attracting many phone calls 
and extra business for Ed Sam- 
ple’s Automatic Transmission Serv- 
ice, Atlanta. 

“The snake came to me as part 
payment on a transmission job,” 
Samples said. “It had been caught 
on a highway near Jesup, Ga., by 
the trucker who needed the repair 
job. The man didn’t have quite 
enough money for the bill. When 
he asked if I’d take the snake for 
partial pay. I agreed. I felt sure that 
somebody, somewhere, would buy 
it from me.” 

Samples built a cage for the rat- 
tler at his shop. He ordered govern- 
ment bulletins on the correct han- 
dling of snakes. For a month the 
reptile became a great attraction 
for people who waited while their 
transmissions were overhauled. 

Many phone calls were from peo- 
ple who suspected at first, that the 
ad was a prank, Finally a Georgia 
Tech student called. He was a real 
snake charmer because, after pay- 
ing $20, he handled it like a puppy. 

Samples said there are few ob- 
jects he has not taken in on a re- 
pair job. Such items as pistols, 
radios, shotguns, watches and cam- 
eras usually sell fast without an ad, 
he said. It must be good business 
to trade because Samples averages 
about 50 transmission jobs a week. 

* + 


Lark Test-Drive 
Draws 200 for 
Plant-City Deal 


SOUTH BEND. — Two hundred] ~ 


persons accepted a personal tele- 
phone invitation by Newman & 
Altman (Studebaker) to attend 
Newman & Altman Day and test- 
drive the ’61 Lark and Hawk cars 
at the Studebaker proving ground. 

Admission to the proving ground 


S-P Fete Lathrop 
On Golden Jubilee 


NEW LONDON, Conn.—Thorn- 
ton N. M. Lathrop, president of 
T N. M. Lathrop, Inc. (Studebak- 
er), marked his 50th anniversary 
as an automotive retailer at a din- 
ner given for him and his employes 
by Studebaker-Packard Corp. 

In 1910 he and a brother-in-law 
formed a dealership to sell the 
E. M. F.. car, which was distributed 
by Studebaker Corp: The Stude- 
baker name appeared on the car 
in 1912. : 

Lathrop is chief executive of the 
firm and his sons, Richard and 





Rudolf Uhlenhaut, Daimler-Benz's chief experimental engineer, stands next to the| Donald, are vice-presidents. His 
Mercedes-Benz race car transporter, sometimes called the “fastest truck in the world,”| wife Clara is secretary and a 


which he designed. Daimler withdrew from racing in 1955. Loaded, the transporter; grandson, Richard, is a salesman 
for the company. 


was by ticket only. Only a few 
calls had to be made to produce 
the personal demand for tickets 
that could be accommodated satis- 
factorily. 

Twenty-one cars, representing all 
the new ’61 models of the Larks 
and Hawks, were ready for the 
people to test-drive on the proving- 
ground course. A factory-trained 
man rode with the driver in each 
car to explain or give assistance 
where needed or desired in the 
driving. 

The event was an experiment to 
try the practical possibility for a 
dealer in any location to use a 
county fair grounds or similar 
available space for similar promo- 
tional test-driving. The South Bend 
dealership plans to try to repeat it 
next year a little earlier. 

No sales effort or pressure was 
used in the test-driving promotion. 
However, voluntary sales were 
made during the event. 

To increase the test-driving in- 
terest, the dealership offered a $25 
Government Bond to the test-driver 
with the best gasoline record. A gas 
tester was attached to a ’61 Lark 
six-cylinder, four-door sedan, which 
was driven on a level course. A man 
to operate the tester rode with the 
driver. 

Winner of the bond scored 33.3 
miles per gallon. The records made 
by the test-drivers ranged from 
30.8 to 33.3 MPG. * 

Most popular car with the test- 
drivers was the ’61 Lark six with 
automatic shift. 
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Something for Christmas— 


All set for his Christmas campaign, C. D. 
Colley fluffs up the bow on a cellophane- 
wrapped Valiant. Window paint at Colley 
Plymouth Center, Los Angeles, tells the 
give-a-Valiant story. Helping out with post- 
er placement are Wilbur Leifhelm, Plym- 
outh Los Angeles city manager, and Col- 
ley's attractive daughter, Maryl Colley. All 
members of the Los Angeles region's 
Plymouth Dealers Assn. have similar dis- 
plays. The dealers are preparing for 
Christmas Day deliveries of the car itself. 
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Diversification Only One Factor .. . 


Dura Corp. 


Drives 


For Wider Market 


By Martin L. Whitmyer 
Staff Writer 

Or« PARK, Mich.—Dura Corp., a 

major manufacturer of automo- 
tive, industrial and consumer prod- 
ucts, is carving a sizable niche in 
the automotive world with an effi- 
cient program of diversification, re- 
search, product development, con- 
solidation and modernization of its 
seven divisions and improved man- 
ufacturing facilities. 

The company was organized in 
1922 as Detroit Harvester Co. 
The present title was adopted in 
1959. As its original name im- 
plied, the company’s traditional 
business was the manufacture of 
agricultural equipment. 

Dura still makes farm equipment, 
but most of its business is in the 
automotive field—both in original 
equipment, the aftermarket and au- 
tomotive service. 

Sales of automotive equipment 
account for approximately 40 per- 
cent of Dura’s volume. Power lawn 
mowers take about 30 percent; farm 
equipment takes 12 percent, and the 
balance is spread over various in- 
dustrial and miscellaneous prod- 
ucts. 

Headed by its youthful president, 
J. Thomas Smith, a lawyer turned 
industrialist, Dura operates through 
seven divisions and three subsidi- 


aries. 
*~ * + 


TS Implement Division at 
Zanesville, O., produces agricul- 
tural equipment and snow and 
street sweepers for tractors and 
trucks. The Paris Production Divi- 
sion, Paris, Ky., manufactures 
truck and tractor power takeoffs, 
tractor wheel weights, industrial 
pumps and automotive products. 
The Dura Division in Toledo 
turns out various types of hard- 
ware for automobiles, including 
window-re mechanisms 
and hydraulic devices for operat- 
ing convertible tops and front 
seats. In addition, the division 
produces hardware for household 
appliances and power lifts for 
hospital beds and self-actuating 
contour beds and conducts a gen- 
eral die-casting and chrome-plat- 
ing business, 
The Motor State Products Divi- 


Import Notes 


Kramer Tractor 


—— auto executives have been 
named to key sales positions by 
Kramer-American Corp., Los An- 
geles, Western Hemisphere distrib- 
utors of the German-made Kramer 
tractor line. 

John Gray, Compton, Calif., and 
Thome Coggle, Salt Lake City, have 
been appointed regional managers, 
respectively, of Kramer-American’s 
Western and Eastern Sales Divi- 
sions. 

They will be responsible for ap- 
pointing distributors, helping them 
establish dealer organizations and 
for providing factory merchandis- 
ing assistance. Distribution of the 
tractor will be through auto as well 
as farm equipment dealers. 

Gray, who will headquarter in 
Los Angeles, formerly was sales 
manager for McKenzie Ford, Long 
Beach, Calif. Coggle, who had been 
with Streater Chevrolet Co., Salt 
Lake City, will headquarter in New 
York. a aa 


Westinghouse Offers Guide 


To Lamps for Foreign Cars 

BLOOMFIELD, N. J.—The first 
automotive lamp guide devoted ex- 
clusively to foreign car makes has 
been released by the Westinghouse 
Lamp Division. 

According to Robert M. Harris, 
miniature-lamp marketing manager 
for Westinghouse, a definite need 
has existed for several years for 
complete information on lamp re- 
quirements for foreign-made cars. 
The manual lists the correct bulb 
number for each application on 
lamp requirements for foreign- 
made cars. 








sion, Ypsilanti, Mich., makes frame 
assemblies for automobile convert- 
ible tops plus hospital and contour 
beds for both home and institution- 
al use. 

Page & Page Division, purchased 
by Dura last August, has carved 
out a significant place in the trans- 
portation equipment field. 

Output at P & P includes a com- 
plete line of heavy-duty truck and 
trailer suspensions, shock minimiz- 
ing devices for truck transmissions, 
full-floating fifth wheels and auto- 
motive tractors, piggyback equip- 
ment for railroads and custom trail- 
ers for lumber, cement, construction 
and trucking industries. P & P also 
is the nation’s largest maker of 
dual-axle logging trailers. 

P & P plants are located in Port- 
land, Ore., and Denver, and produc- 
tion will be exte1.ded to the Paris 
plant early in 1961. This expansion 
will enable the company to serve 
better the growing markets in the 
Midwest and East and to effect sub- 
stantial freight savings, Smith said. 

+ * * 


ARAGON ALUMINUM CORP., a 

subsidiary at Monroe, Mich., 
produces permanent mold alumi- 
num castings; Moto-Mower, Inc., 
Richmond, Ind., is a subsidiary 
making a line of reel, riding and 
rotary power lawn mowers, tillers 
and similar equipment, and Dura 
Finance Co., was set up recently to 
provide credit facilities for distrib- 
utors and dealers who sell the com- 
pany’s consumer products. 

One of the fastest moving units 
in the Dura setup is the Weaver 
Mfg. Division at Springfield, Tl. 
Acquired in 1959, Weaver sales in- 
creased 25 percent the first year, 
and another 30 percent improve- 
ment is expected this year. 

Weaver supplies a wide line of 
automotive service equipment to 
gas stations and auto dealerships 
throughout the United States and 
also serves more than 60 other 
countries. 

Weaver products include single, 
twin and triple-post lifts, unit and 
bumper lifts, jacks, wheel dollies, 
air compressors, wh ee l-alignment 
equipment, brake and headlight 
testers, wheelbalancers and auto- 
matic car washers. 

om + * 

rouNDeD in 1910, Weaver today 

is the world’s largest exclusive 
manufacturer of automotive gserv- 
ice equipment, Its initial offering 
was the Weaver Auto Twin Jack, 
a device that made it possible to 
lift the entire front or rear end of 
an automobile and move it around 
the shop for service while still ele- 
vated. 

Other Weaver firsts in auto-serv- 
icing equipment followed in quick 
succession, They include: 

The first towing pole for trans- 
porting crippled autos; first auto 
ambulance, forerunner of the 
truck-mounted wrecking crane; 
first auto hoists for elevating cars 
for under-chassis service; first 
mechanical tire changer; first 


mechanical tire spreader for re- 
pairing punctures and blowouts, 
and the first safety stands for 
(Continued on Page 28, Col, 3) 
. * ” + 





Leaders at Dura— 


J. Thomas Smith, president, right, and 
P. G. Frerer, director of engineering, pose 
beside a headlight tester developed by 
Weaver Mfg. Division, one of seven divi- 
sions operated by Dura Corp., Oak Park, 
Mich. Approximately 40 percent of Dura's 
diversified business is in the automotive 
field. 





Calif. Officials 
Want Cars to Have 
More Safety Aids 


SACRAMENTO, Calif. — Auto 
manufacturers may have to build 
additional safety features into cars 
for California if some state officials 


~—"| have their way. 


acl 


Dura Engineers Study New Product Plans— 


P. G. Frerer, director of engineering, head of table, looks over plans for a new 


Product with a group’ of project engineers at Dura Corp.'s recently completed research 


and engineering laboratories at Oak Park, Mich. The central engineering staff takes 


responsibility for major designs and improvements for Dura products. 


DuPont Reports New Way 


To Flush Cooling System 
WILMINGTON,. Del. — DuPont 
Co. reports a fast and simplified 
method of flushing cooling sys- 
tems effectively without requiring 
the removal of engine block 


At Foard Motor Co. ... 


thermostat. 3. Reconnect thermo- 


5. Plug upper radiator neck with 
a cork or other stopper. 6. Open 
heater valve to permit draining. 
7. Close radiator drain cock. 8. 
Remove radiator cap and insert 
water hose in the radiator filler 
neck. 9, Run the water at a 
moderate speed. 


At the annual Governor’s Traffic 
Safety Conference here, Bradford 
M, Crittenden, commissioner of the 
State Highway Patrol, urged man- 
datory installation of floor bolts in 
vehicles to accommodate safety-belt 
attachments. 

Dr. Irma West, medical officer in 
the Department of Public Health, 
also told the 200 delegates: 

“Many Californians have been 
needlessly disabled or killed for 
lack of one safety belt costing less 
than $15. Others have ‘permanently 
smashed faces which would not 
have occurred if the dashboard in 
the car in which they were riding 
was padded.” 

Dr. West also noted that 40 per- 
cent of all deaths among Califor- 
nians aged 15 to 24 years are due 
to highway accidents. 

Gov. Edmund .G. Brown pointed 
out the state’s “grim national dis- 
tinction” of exceeding all other 
states in the number of citizens 
who die and are injured each year 
in traffic accidents, He urged traf- 
fic experts to prepare for the ’61 
Legislature a workable program to 
reduce California’s accident tolls. 


A Look at Product Planning 


By Kenneth C. Kelley Jr. 
Staff Writer 


([SERE are a lot of doors around 
the headquarters of Ford Motor 
Co. and its divisions that are label- 
led—“Product Planning.” 

That suggests a question — 
What do the Product Planning 
offices do at a company that has 
a huge styling center and droves 
of engineers? The answer is 
Product Planning does plenty at 
Ford. 

The Product Planning men are 
the first to point out that they work 
with a lot of other offices in pre- 
Paring the company’s cars and 
trucks for the marketplace. Work- 
ing in this team fashion makes it 
difficult to say just where the work 
of the Product Planning forces 
begins and ends. 

Product Planning really has two 
main fields of operation at Ford. 

7 


Fest. there is the detailed job 
of planning the cars and trucks 
of the future. Second, there is the 
job of getting the planning done in 
an orderly fashion. 

Planning a given vehicle is the 
responsibility of the divisions but 
they have the help of the corporate 
staff agencies. Each unit which 
Sells vehicles from the Ford and 
Lincoln-Mercury division to the 
Tractor and Implement Division 
and foreign affiliates has a depart- 
ment which handles the product 
planning function. 

These divisional product plan- 
ning offices work on the detailed 
job of planning vehicles. The 
Ford Division’s product planning 
operation is directed by Will 
Scott while J. Emmett Judge has 
the comparable job at L-M. 

The stylist, of course, takes the 


j}lead in planning a vehicle that is 


pleasing to the eye and the engi- 
neer makes a car that will operae 


_| properly. There is more to planning 


a vehicle than making it beautiful 
and operative and the Product 
Planning offices are likely to take 
a hand in these other jobs. 

* * + 


FOr one thing, the consumer re- 

search department will have re- 
ports on what the customer wants 
in the car of the future. This has 
to be analyzed and considered in 
planning a given car. 

Accountants will be able to say 
how much this or that added fea- 
ture will add to the price of the car. 
Their advice must be heeded to 
keep the company’s products com- 
petitive. 

There are times when there is 
some conflict between two or 
more groups involved in the plan- 

ning operation. The stylist’s de- 
sign may be too expensive to pro- 
duce or consumer research may 


find that some engineering fea- 
ture is disliked by the public, 

Coordinating the work of all of- 
fices which have a hand in plan- 
ning is the work of the Product 
Planning offices. They help find 
workable solutions. 

The work of getting the planning 
job done in an orderly fashion is 
likely to be done in the corporate 
Product Planning Department, al- 
though this office also does a bit 
of actual planning. 

* ~ * 
T= corporate office, headed by 
Chalmers Goyert, is much small- 
er than those at the divisions, 


An example of what the cor- 
porate office does to oil the 
wheels of planning is the fact 
that it is in charge of all of the 


grille for the 1964 Ford has been 
approved, a call to Goyert’s office 
will produce an answer. 

The detailed planning handled in 
the same office is most likely to be 
work that is almost companywide. 
The office keeps track of which 
parts will be interchangeable on 
the Ford, Mercury and other cars 
in future years. 

When the divisions begin to set- 








Weaver Demonstration— 


Garage and service-station operators 
from several Middle Eastern countries re- 
ceived instruction in the use of Weaver 
hydraulic floor and bumper jacks at the 
United States Exhibit in Damascus, Syria. 
An American-trained Syrian technician is 
shown demonstrating the Weaver jacks to 
a pair of visitors to the operational avto- 
motive repair shop that was one of the 
major features of the exhibit. Weaver was 
one of 80 American firms participating in 
the Damascus trade fair, sponsored by the 
U. S$. Department of Commerce. 


tle on certain models for one year, 
the corporate Product Planning 
men check to make sure that the 
company will have the facilities to 
make the parts that the divisions 
think they will need. 


7 * aa 

Wire much of the information 

used in planning a car comes 
from Ford people—stylists, engi- 
neers, researchers and accountants, 
Goyert explained that his office and 
the divisional offices have a number 
of other sources. 

The list of other sources is head- 
ed by the company’s dealers and 
the general public. Information 
from dealers is compiled from the 
dealer counci] setup and through 
the work of the Dealer Policy 
Board. In addition, Goyert said, 
“Dealers have a good idea of what 
the Post-Office Department is for.” 

The company also gets a flood 

of mail from customers and 
stockholders. (About 30 percent 
of those who write in want the 


and complaints are answered and 
the points made are reviewed 
periodically. 

Goyert said the uncertainty of 
the future is the most nagging 
problem in the product planner’s 


«| life. 


+ * + 
Ww a large number of vehicles 
to plan and the long time that 
elapses between the drawing board 
and the assembly line, product plan- 


ning is a complex job. The changes 
in public taste that can turn up 


F | while the planning is going on is a 
-|special hazard of the occupation. 


Goyert said the public’s tastes 


_| seem to swing like a pendulum. The 


good product planner then must be 


» |able to swing ahead of or at least 
"| with public tastes. 


When asked what a product plan- 
ner thought of the failure of the 
Edsel, Goyert said the Edsel was 
affected by a number of unfortu- 
nate events, 

“For one thing, it was a case of 
the pendulum turning around 
faster than the company could,” 
he said. Goyert said that some of 
the factors which hurt the Edsel 
will probably never be fully un- 
derstood. One big factor wag the 
upgrading of the former low- 
priced three into the medium- 
priced field, he added. 

Goyert said that there was no one 
good source of men for the Product 
Planning offices, although many 
had experience in accounting or en- 
gineering. 

It is a matter of finding a good 
man with the right background and 
then giving him time to develop 
sufficient experience, 
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year. Both developments would, I 
am sure, be of considerable benefit 
to the Council. 

+ 


* * 


Interest at ASIA 


O men of interest to franchis- 
ed dealers will be the keynote 
speakers at the upcoming Automo- 
tive Services Industries Assn. meet- 
ing prior to the Pacific Auto Show 
Feb. 16-19 in the big Memorial 
Sports Arena, Los Angeles, The 
ASIA will meet in the Biltmore 
Hotel Feb. 14-16, which incidentally 
will be the Automotive News head- 
quarters hotel for this event. 

Giving the keynote address is Leo 
Cherne who will take as his sub- 
ject the keynote of this year’s show, 
“Design for Dividends.” This talk, 
by a man who is executive director 
of the Research Institute of Amer- 
ica, should be of considerable in- 
terest to any retailer who has feit 
the profit squeeze that has hit 
many businesses during the past 
few years, 

Cherne’s ‘discussion of general 
business conditions and economic 

conditions, while directed at the 
parts and equipment wholesalers 
of the industry, should also be 
of interest to many automobile 
retailers. 

The other keynoter, well known 
to all auto dealers, will be Walter 
B. Cooper, first vice-president of 
the National Automobile Dealers 
Assn., who will talk on the subject 
of “The Little Man That Wasn’t 
There.” His talk will have to do 

with wholesaler-car dealer rela- 
tions. 

Another affair that should be of 
interest to many attending the 
ASIA convention and show will be 
the rebuilders’ “dutch treat” dinner 
Monday evening, Feb. 13, in the 
Biltmore. 


* * 


Who Was First? 


WAS “called on the carpet” last 
month because our announce- 


Mass. Angered 
By Plan to Hike 


Insurance Rates 


BOSTON.—Demands for a merit 
system, a flat rate and “no-fix” 
traffic laws were voiced by angry 
motorists in the wake of an an- 
nouncement that 1961 auto insur- 
ance in Massachusetts will cost an 
additional $5 million. 

Attorney General Edward J. Mc- 
Cormack jr. has directed his Ad- 
visory Consumer Council to study 
the problem, A public hearing 01 
the new rates will be held Friday 
(Nov. 25), he said. 

“I am going to request that the 
Consumer Council recommend al- 
ternatives which could lead to re- 
duced rates for those drivers hav- 
ing a safe driving record,” 
McCormack said. “The Council also 
will consider whether or not it 
would be in the best interests of 
the driving public to encourage 
competition between the companies 
by offering reduced premiums.” 

The American Automobile Assn. 
said the increase “points up the 
urgency of establishing a true 
merit-rating system.” 

Robert S, Kretschmar, executive 
secretary of AAA’s Massachusetts 
Division, declared that under the 
present system “the majority of 
good drivers are subsidizing the 
poor risks.” 

He called for a “thorough re- 
examination of the entire automo- 
bile insurance system,” and urged 
the Legislature to pass pending 
bills for pedestrian safety and the 
so-called “no-fix” law which, he 
said, can cut down accidents. He 
said a jaywalking law could save 
100 lives and thousands of injuries 
annually in Massachusetts. 

Massachusetts car owners may 
have to pay more than $80 million 
next year for insurance, compared 
with $75 million this year. In an- 
nouncing the rate hike, Otis Whit- 
ney, insurance commissioner, said 
the classifications resulted from a 
study of 1.3 million accidents over 
an 18-month period. The new pro- 
gram calls for nine classifications, 
four more than last year. 





Backshop . . .. 2» Jock Weed 
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ment of the new MoPar parts re- 
manufacturing plan seemed to in- 
dicate that Chrysler was first 
among the car factories to enter 
into this type of a program with 
a warranted product. 

Not only had we announced the 
Ford rebuilding program nearly a 
year ago and spelled out the war- 
ranty provisions of that plan and 
how it would work, but we also 
pointed out in that story that Ford 
had such a program with 23 au- 
thorized rebuilders. 

The misunderstanding occurred, 
I am sure, because the Chrysler 
story emphasized that this would 
be the first time that a vehicle 
manufacturer had made provision 
to stock these remanufactured 
parts in various warehouses 
around the country and they 
could be delivered not only to 
Chrysler dealers but also to in- 
dependent repair shops from 
these 183 whelesale outlets. 

In the Ford plan, of course, while 
Ford has more than four remanu- 
facturers, it lacks the 183 wholesale 
outlets to serve the dealers. Hence, 
Ford dealers must get their rebuilt 
parts direct from the remanufac- 
turers, who also act as distributors 
for any remanufactured units they 
do not rebuild themselves, 

Both programs should go a long 
way in protecting the vehicle owner 
in the purchase of a major rebuilt 
part like an engine or automatic 
transmission. The user, if he buys 
a rebuilt part from either source, 
now is assured that the unit will 
be rebuilt to factory standards and 
that new original parts will be used 
in all critical parts of the rebuilt 
unit. 

It should be a definite extension 
of the programs now in force in 
most vehicle factories to assure 
that the owner of the vehicle 
continues to get satisfactory serv- 
ice from the vehicle for years, 
even after he may have left the 
dealer’s service and the vehicle 
may be in third or fourth-owner 
hands. 

Both of these plans, too, should 
make it possible for the alert ve- 
hicle dealer to participate profit- 
ably in the servicing of cars three 
years old or older, which far too 
often he has lost as an active serv- 
ice customer, 

* * ok 


Uninformed Writer 


I HAVE been getting a terrific 
bang out of the many news 
stories that have come out since 
announcement of the Rambler’s 
“lifetime” warranty on mufflers and 
the announcement that all passen- 
ger car and the light truck makers 
had gone to the 12-12 warranty. 

One Chicago paper came out with 
a feature story with a bold head- 
line spread across six columns, 
“Lifelong Auto? Never, Says Parts 
Firm Official.” 

The story went on to say that 
in the opinion of this parts offi- 

cial (a competitive maker to the 
source of the Rambler muffler) 
the automotive industry would 
never build a lifelong car even 
if they could because the replace- 
ment parts profits were too im- 
portant to the car and truck 
builders. 

He went on to say that the Ram- 
bler muffler warranty was “just a 
sales gimmick, something for the 
salesman to hang his hat on.” 

If the writer of this story had 
known as much about the industry 
as he should, he would have quickly 
realized that warranty costs have 
been one of the major headaches 
of the industry for a number of 
years and that no vehicle builder 
would stick his neck out on a war- 
ranty that couldn’t be lived up to 
regardless of its sales advantages. 

* + + 


A Few Reminders 


us scribe should get his nose 
wet right now in the confusion 
that ig still running rampant among 
dealers over the limitations of the 
12-12 warranty, which wasn’t new 
but just made public something 
that had been in effect for years. 


The writer and his source of in- 




















formation may be walking a picket 
fence on the meaning of “lifetime,” 
but if he means what the industry 
means when it says “for the life of 
the car in the hands of the original 
owner,” then both are away off 
And both are certainly dis- 

counting the ability of the engi- 

neers and researchers in the au- 

tomotive industry to create much 

longer life at no appreciable in- 

crease in cost, 

And if the factory parts business 
was the controlling factor, let me 
add that we never would have a car 
or truck lubricated for life or even 
30,000 miles because dealers tradi- 
tionally have used the lube appeal 
as a main selling source to get the 
owner back to the service depart- 
ment of the dealer. 

Vehicle manufacturing companies 
wouldn’t sell anywhere near the 
amount of replacement parts that 
they do today if it wasn’t for the 
dealer service departments, 






New Leasing Plan in Florida— 

Cars Rental System, Fort Lauderdale, Fla., has announced that Florida dealer-members 
of the organization have established an inter-city plan for daily rentals which will 
enable their customers to rent a car in one city and turn it in at another. Members 
of the Car Rental steering committee who worked out the plan are, from left, M. D. Man- 
ning, Grant Rental & Leasing System, Inc., St. Petersburg; Bill Chatlos (Volkswagen), 
North Miami Beach; Lyle D. Preston, Car Rental general manager; E. A. Bastin (Stude- 
baker), West Palm Beach, and Howard N. Smith (Rambler), Hallandale. 


40 Pct. of Volume Is Automotive . . . 


How Dura Sees Supplier Role 


(Continued from Page 27) 


maintaining cars in an elevated 
position for. servicing. 

Also, the first mechanical head- 
light tester; first dynamic wheel 
tester; first valveless bucket pump 
for dispensing measured amounts 
of lubricants; first turning-radius 
gauges for testing front wheel turn- 
ing radius; first alignment indica- 
tor for testing the wheel alignment 
of cars while in motion, and the 
first drive-on-and-stop brake tester. 

In addition to producing a wide 
variety of automotive service equip- 
ment, Weaver maintains a labora- 
tory garage, adjacent to its Spring- 
field plant, for testing products 
under actual service conditions. 

+ * ok 
Ca growth of Weaver 
business is forecast despite the 
trend toward “service-free” autos 
by American manufacturers. 

“If all car manufacturers were 
to produce lubrication-free ve- 
hicles in the coming year,” Smith 
said, “it would be at least 10 years 
before service stations and ga- 
rages were no longer required to 
do lubrication service on all the 
present vehicles. 

“Automotive lifts still must be 
used to drain crankcases, check 
transmissions and differentials and 
other services normally associated 
with lubrication work,” he added. 

“Perhaps the most significant 
change in cars to affect the auto- 
motive service industry has been 
the reduction in the number of 
lubrication fittings,’ Smith said. 
“We expect this trend to continue, 
with the likelihood that such fit- 
tings will be completely eliminated 
by 1965. 

“This means, of course, that serv- 
ice stations and garages will lose 
all—or most—of the chassis lu- 
brication business they now enjoy. 
However, this will be more than re- 
placed by substantial increases in 
other types of mechanical service,” 
he said. 

Ba ok * 
SKED whether he considered 
present labor cost in the aver- 
age repair shop excessive, Smith 
said, “Not necessarily.” 

The Dura president said that, 
while the cost of properly equip- 
ping a repair shop has contribut- 
ed to the trend toward special- 
ization, better equipment has en- 
abled mechanics to more 
productive. 

“Consequently, if his equipment 
has been properly selected, the shop 
owner will find that his cost of 
labor per dollar invested, usually 
stays in line,” Smith said. 

Although there is a shortage of 
skilled mechanics, Smith said this 
in itself doesn’t constitute a threat 
to the automotive service business. 

“The job of the mechanic becomes 
more attractive as working condi- 
tiong continue to improve,” he ex- 
plained. “No longer a grease mon- 
key, he now has the opportunity to 
work with better and safer equip- 
ment and with equipment that is 
more easily understood and used. 

~ 


al bersay trend toward specialization 
is helping to solve the shortage 
of mechanics, since it takes less 
time and money to train a man to 
perform one or two services as 


compared with the many required 
in the past,” Smith continued. 

“Today there are more opportu- 
nities for men to receive specializ- 
ed mechanica] training through 
courses offered by automobile man- 
ufacturers, petroleum companies 
and equipment makers.” 

Smith said that over the years 
there has been a continuous trend 
toward greater specialization by 
the automobile mechanic, 

“The larger the service operation, 
the more specialists you will find,” 
he said. “An increasing number of 
shops now sell a single service — 
wheel alignment, body work, muf- 
fler replacement, bumping and 
painting, tire repair, car washing, 
engine tuneup or electrical repairs. 

“The financial rewards for both 
single-service shops and multi-serv- 
ice shops, however, still depend en- 
tirely on how well they are 
equipped, staffed and managed.” 

* + 


EALIZING that a successful 

company cannot remain static 
but must go through a constant 
process of reappraisal, Dura is di- 
recting all its energies toward 
maintaining its future rate of prog- 
ress. Product development is para- 
mount at Dura and extends through 
all seven divisions. 

One way to this phase of ad- 
vancement, according to Smith, is 
with a centralized technical staff. 
“Not only can you command high 
caliber abilities, but you can give 
them better equipment and facili- 
ties,” he said. “Resultant effort 
is far superior to what can be 
achieved by separate, scattered 
groups.” 

Reflecting this philosophy, Dura 
recently completed its administra- 
tion and technical center on the 
outskirts of Detroit. And Dura pres- 
ently is spending about 2 percent 
of its sales on engineering research 
and new-product development. 

In the technical center are focus- 
ed the research and development 
staff and facilities. The central en- 
gineering staff takes responsibility 
for major product design and im- 
provements. 

Once a design is ready for re- 
lease, it is turned over to divisional 





Student Wins Award— 


Space vehicle design is award winner 
for Julian |. Palmore Ili, of Cornell Uni- 
versity. The $1,000 American Rocket So- 
ciety-Chrysler Corp. eward fer 1960 was 
given to Paimere at the society's ‘honors 
night dinner’ in Washington. Palmore de- 
signed a space vehicle which, when land- 
ed on the moon, would radie information 
about the nature of the lunar surface back 
te earth. 


engineering staff, where production 
engineering and tooling are com- 
pleted. Any additional changes that 
affect design are then checked back 
with central engineering. 

Although some people consider 
the location of advanced designed 
engineering far removed from the 
individual plants a handicap, Smith 
claims it has a few drawbacks, but 
many advantages. 

a * + 

MITH contends that a modern 
technica] facility, especially in 
a large engineering and production 
center like Detroit, can secure and 
hold top talent much more easily. 
Through maximum use of a 
central facility, a firm can afford 
More expensive and sophisticated 
equipment because it can avoid 
duplication of experimental and 

testing setups, Smith said. 

In Dura’s case, engineering ex- 
ecutives are now located for close 
access to top management, sales 
and marketing. Strategic location is 
important, especially to automotive 
supplier and agricultural implement 
divisions. 

Ideas for new products come 
from many sources but, regardless 
of the source, they must be review- 
ed by an appropriate executive 
committee to fit into corporate pol- 
icy. The planning committee at 
Dura is composed of top executives 
from sales, finance, manufacturing, 
marketing and engineering, All are 
located in the Detroit area. 

* 


7 committee reviews plans be- 
fore new products or major 
product revisions are undertaken. 
The product-planning committee 
determines if it is practical from 
a marketing viewpoint. 

Sales people are queried to see 
if gains in anticipated sales will 
support the expenditure. The review 
also covers pricing, important de- 
sign features and other phases. En- 
gineering might be asked to make 
some preliminary studies for feasi- 
bility. 

As a result of these steps, the 
product redesign program would 
have a plan—advance design for 
each line, proposals for cost and 
tentative time tables for sched- 
uling. 

The committee decisions would 
determine scope of the program and 
estimated engineering cost. As a 
result of this discussion, engineer- 
ing—knowing management’s goals 
—can keep in close touch as prod- 
uct development unfolds, Smith 


said. 

Smith said it is helpful to sep- 
arate product development and en- 
gineering design from plant opera- 
tions for reasons other than cost 
and convenience. For one, engineers 
are fairly well insulated from daily 
production problems, 

“If you try to handle develop- 
ment work alongside manufactur- 
ing engineering,” Smith said, “it is 
difficult to make progress on the 
advance project. The production 
crisis seems to take precedence; 
development work suffers. Complete 
separation allows steady forward 
progress.” 

And progress igs the watchword 
at Dura. It is proving that a com- 
pany need not be an _ industrial 
giant to be attuned to change in 
the far-flung automotive world. 
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Wilkie Views... 


A Year of Headlines 


board chairman was explained as 
due to his desire for less arduous 
responsibilities. There have been 
reports, never officially confirmed, 
that Breech and Henry Ford II had 
differed on policy matters in the 
months preceding his resignation. 
Breech remained as a director of 
Ford and as chairman of the com- 
pany’s finance committee. 

The October National Automo- 
bile Show in Detroit was the first 
of its kind ever to be held in the 
nation’s motor capital. It attracted 
more than 1.4 million visitors, De- 
troit will get the next national 
show, also to be staged in the city’s 
huge Cobo Hall, in 1962, 


With the introduction of small- 










































By DAVID J, WILKIE 

NEW PRODUCTION and sales 
records eluded the auto industry in 
1960 but final tabulations should 
show the year second only to the 
high-volume of 
1955. 

T he industry 
made headlines in 
other matters. 
Among the more 
important: 

Chrysler Corp., 
in an unpreced- 
ented move, fired 
its president, Wil- 
liam C, Newberg, 
in midyear, nine 
David J. Wilkie weeks after he 
assumed the post. Also ousted was 
Jack W. Minor, marketing director 
of Chrysler’s Plymouth-DeSoto-Val- 
iant divisions. Five months later 
Chrysler’s directors named Lynn 
A. Townsend administrative vice- 
president. 

The National Automobile Show 
was revived in a record-smashing 
Detroit presentation. 

DeSoto, widely known major in- 
dustry segment, was discontinued 
after more than 30 years on the au- 
tomotive scene. 

Dealer inventories climbed above 
the million-unit total for the first 
time. 





Miami Party 
MIAMI.—The Greater Miami 
Auto Dealers Assn. held a Christ- 
mas party in the Playhouse at 
Miami Springs Villa. About 60 
couples attended the dinner-dance. 





* * * 


ERNEST R. BREECH resigned 
as board chairman of Ford Motor 
Co.; youthful Robert S. McNamara 
was named president and Henry 
Ford II added Breech’s post as 
board chairman to his own duties 
ag chief executive officer. 

Studebaker-Packard brought 71- 
year-old Clarence Francis out of 
retirement to be come S-P board 
chairman and chief executive offi- 
cer. 

The industry surprised many 
trade analysts by making no 
major price advances on its ’61 
models. 

Ford disclosed plans to purchase 
outstanding stock of its British 
subsidiary for $358,400,000, 

American Motors reported its fis- 
cal year gross sales, including 
household appliances, topped a bil- 
lion dollars for the first time in its 
history. 

General Motors announced plans 
to spend $1% billion in 1961 for 
plant modernization and new model 
planning. This approximates 1960 
outlay for similar purposes. 

7 1 ck 


Whys and Wherefores 


NEWBERG’S ouster was explain- 
ed as due to a “conflict of inter- 
ests.” It was announced he had 
agreed to turn over to Chrysler 
$450,000 he received from interests 
in Chrysler supplier firms, Minor’s 
forced resignation was explained as 
due to his having received $20,000 
in commissions from outside ad- 
vertising concerns, 

Coincident with these happenings, 
Chrysler engaged a New York law 
firm, whose partners included for- 
mer New York Gov. Thomas E. 
Dewey, to investigate the outside 
interests, if any, of other top Chrys- 
ler executives. The investigators 
gave Chrysler a clean bill in this 
respect, 

The Chrysler affair prompted 
company surveys of the outside 
interests of salaried personnel by 
major concerns throughout the 
country, including other top au- 
tomakers. 
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er cars by Buick, Oldsmobile and 
Pontiac, along with the new 
Comet and Lancer models, most 
of the industry is in the so-called 
economy car market, 

Some industry experts talk about 
demand for the economy models as 
marking a revolution in the indus- 
try. However, demand for lower- 
priced cars has characterized the 
auto market almost since the in- 
dustry’s beginning. 

The demise of DeSoto could not 
be attributed wholly to the upsurge 
of economy-car demand, Yet it is 
noteworthy that while DeSoto sales 
continued to dwindle in 1960, those 
of Dodge, with its Dart and Lancer 
leading the way, moved sharply 
upward. 

* * * 


Inventory Concern 


THE RISE of dealer inventories 
to record levels of more than a mil- 
lion units caused some expressions 
of concern by industry analysts. 
The car makers, however, insisted 


A mechanic in Amsterdam, Hol- 
land, owns a bathtub runabout. 





diversification program. Harold E. 


the addition of numerous new| Churchill continues as president. 


types, including the several] econ- 
omy models, made larger inven- 
tories necessary. 

.Francis, Studebaker-Packard’s 
new top executivé officer, formerly 
headed General Foods Corp. He is 
expected to sharply step up S-P’s 
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Major price increases for stand- 
ard-size 61 cars had been widely 
expected. Announcement that 
they would remain virtually un- 
changed brought explanations by 
many analysts that the action 
stemmed from the manufactur- 
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er’s desire to avoid too greatly 


the growing number of economy 
models, 

Whether this be true or not, the 
economy models cut more deeply 
into the sales volume of standard- 
size cars in 1960, They probably 
will continue that trend in the year 
ahead. 

* + * 

FORD’S announcement of plans 
to purchase the remaining stock 
of its English subsidiary created 
something of a stir in Britain and 
in United States fiscal circles be- 
cause of its possible affect on the 
American gold and dollar position. 
The proposal got British House of 
Commons approval and Ford an- 
nounced it would go ahead with the 
project. 

The Ford statement that it want- 
ed the remaining interest in the 
British subsidiary so as better to 
integrate its U. S, and British op- 
erations led to some speculation 
that Ford might be planning to 
build a rumored new smaller car 
abroad for sale in this country. 

Gossip has had it Ford plans a 
new smaller-wheelbase car to be 
called the Cardinal, designed to 
compete more actively with Volks- 


wagen. 
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The Chrysler troubles hardly had 
become public before So] A. Dann, 
Detroit attorney, added to them 
with a series of suits against Chrys- 
ler, charging mismanagement and 
making other allegations. Chrysler, 
in turn, sued Dann, charging libel. 
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L. L. Colbert who preceded New- 
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that office with the board chair- 
manship following Newberg’s dis- 
missal. 
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* * * 
BREECH’S resignation as Ford 
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Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 


study in many states and will 
be given widespread consider- 
ation during 1961 state legislative 
sessions. 

Massach u- 
setts Motor Ve- 
hicles Registrar 
Clement A. Riley 
plans to submit 
to the 1961 Massa- 
chusetts Legisla- 
ture a bill to re- 
peal that state’s 
compulsory liabil- 
ity insurance law 
and substitute for 
it a state fund for 
payment of un- 
satisfied claims arising out of high- 
way accidents, His plan is based 
on measures now in effect in New 
Jersey and Ontario, where he said 
insurance rates are lower than in 
Massachusetts. 

The proposed Massachusetts 
state fund would be used to pay 
judgments awarded against mo- 
torists who lack insurance and 
are financially unable to pay. 
Under the plan, motorists would 
be required to prepay the state 
fund in regular installments, los- 
ing both license and registration 
if they fell more than 30 days be- 
hind in payments. 

Strong opposition to Riley’s pro- 
posal has been expressed by John 
O’Conner, executive secretary of the 
Casualty Insurance Companies 
Serving Massachusetts, who con- 
tends it would result in an increase 
rather than a drop in insurance 
costs for motorists. 

In New York, one of two other 
states which now have laws making 
automobile liability insurance com- 
pulsory, the State Joint Legislative 
Committee on Insurance Rates and 
Regulations has heard complaints 
from motorists over what they 
termed “arbitrary and unreason- 
a cancellation of insurance pol- 
cies. 


Bethune Jones 


7 complaining drivers explain- 

ed that the cancellation of poli- 
cies had forced them to obtain lia- 
bility insurance at higher rates 
under the state’s assigned-risk plan, 
through which those whose policies 
have been cancelled or who are 
otherwise unable to obtain insur- 
ance, are apportioned among insur- 
ance firms in direct proportion to 
the amount of business the compa- 
nies do in the state. 

Senator Edward J. Speno, chair- 
man of the New York State Legis- 
lative Committee on Motor Vehicles 
and Traffic Safety, submitted to 
the insurance study committee a 
plan that would limit an insurance 
firm’s right to cancel a policy to 
eight specific situations; provide a 
formal right of appeal to the State 
Insurance Department; contain an 
automatic stay on cancellations 
during appeal for 30 days after the 
termination day set by the insur- 
ance company, and create a special 
commission to further study the 
matter. 

In North Carolina, the third 
state to thus far enact a com- 
pulsory insurance law, State In- 
surance Commissioner Charles F. 
Gold recently proposed establish- 
ment of a security fund of about 
$750,000 by assessing liability 
premiums. The fund would be 
used to help guarantee payment 
of premium refunds and loss 
claims in the event a company 
becomes insolvent. 

The North Carolina commissioner 
also proposed that a single com- 
pany handle assigned risks for mo- 
torists unable to procure insurance 
in the open market. These assign- 
ments are now handled through 
statewide plan, with risks assigned 
to companies in proportion to the 
amount of business they do in the 
state. 

Gold said he was open to discus- 
sion on the question of whether a 
single company or a pool would be 
better for handling assigned risks. 
But he expressed belief that a sin- 


UTO liability insurance regulatory issues;,with emphasis 
on the problem of how to deal most effectively with the 
uninsured and financially irresponsible motorist, are under 
a 


gle firm could offer the public more 
expeditious handling of policies and 
forms and quicker claims service; 
could reduce expenses for compa- 
nies and assemble all assigned risk 
data in one place, and could help 
agents because they would have to 
deal with only one firm instead of 
many. 


* bd 

Opposed to Law 

ANWHILE, the North Caro- 

lina Farm Bureau Federation, 

in a reversal of its previous stand, 

adopted a resolution advocating dis- 

continuance of the state’s compul- 

sory liability insurance law when 
it expires next spring. 

The farm group suggested that, 
instead of compulsory insurance, 
an “uninsured motorist” endorse- 
ment be provided on an optional 
basis to protect drivers against the 
“carelessness and negligence of all 
irresponsible motorists.” 

This action by the bureau was 
seen as indicating that a bitter 
controversy over the compulsory 
insurance issue may develop in 
the 1961 North Carolina Legisla- 
ture. 


Under the buréau’s proposed plan, 
a driver could obtain protection 
against uninsured motorists by pay- 
ing a special premium. Protection 
would be for bodily injury only and 
would be provided by the insured 
driver's own company, Shortly after 
the bureau resolution was adopted, 
the North Carolina insurance com- 
missioner authorized insurance 
companies to sell policy riders pro- 
viding such protection. 

The North Carolina Farm Bureau 
operates its own mutual company, 
for members only. Its officials said 
it has been losing money under the 
present compulsory law by having 
to take its proportionate share of 
assigned risks. 

* * * 


| CALIFORNIA, the annual con- 
ference of State Bar Delegates 
recently disapproved a proposal by 
Gov. Brown for the creation of a 
State automobile accident commis- 
sion to handle personal injury 
claims. Instead, the lawyers recom- 
mended a study of proposed com- 
pulsory insurance. 

Brown contends the present sys- 
tem of handling claims is rife with 
delay, uncertainty and unfairness 
and puts a staggering burden on 
overcrowded court calendars, Under 
his suggested new commission, the 
present theories of negligence 
would be discarded and compensa- 
tion for injuries would be nearly 
as universal as they are in indus- 





Woman Cited for Sales Record— 


trial accidents covered by the state 


workmen’s compensation program. 

Rejection of such a plan was 
recommended to the lawyer group 
by a committee on personal in- 
jury claims which studied the 
issue for 18 months, The commit- 
tee said caseloads before a com- 
mission would substantially ex- 
ceed those presently in the courts 
and the cost of operation would 
be materially increased. Belief 
also was expressed by the com- 
mittee that automobile insurance 
rates would rise and commission 
awards set by formula and rigid 
rules would be inadequate com- 
pensation for persons who incur 
serious injuries. 

Holding that contentions that ex- 
isting court procedures may cause 
uncertainty and unfairness do not 
warrent substitution of a commis- 
sion plan, the bar committee fur- 
ther asserted that the elements of 
court delay and congestion are not 
such as cannot be remedied within 
the framework of the judicial sys- 
tem. 

Arkansas lawmakers are expect- 
ed to consider a proposal to create 
a state fund for payment of unsat- 
isfied claims arising out of automo- 
bile accidents, Under the plan, un- 
insured motorists would be required 
to contribute to the fund each year. 

ok ed + 


Assessed $26 


re MARYLAND, which already 
has such a fund, State Motor 
Vehicles Commissioner John B. 
Jewell has announced that uninsur- 
ed motorists will pay an assessment 
of $26—an increase of more than 
200 percent—in addition to their 
registration fee when they purchase 
their license plates next year. The 
jump from $8 was said to be nec- 
essary to wipe out a growing paper 
deficit of the state’s unsatisfied 
claim and judgment fund. 

The New Jersey Legislature will 
be asked to substantially increase 
a $15 maximum penalty on unin- 
sured motor vehicle owners to as- 
sure the solvency of the state un- 
satisfied claim and judgment fund. 
This is the first year the maximum 
fee permitted by the Jersey law has 
been collected from uninsured mo- 
torists. 

The number of claims for re- 
imbursement from the New Jer- 
sey fund has increased from 
about 2,000 in 1956 to about 7,000. 
In the same period, the total an- 
nual payments from the fund has 
jumped from $154,000 to an esti- 
mated $2 million, These boosts 
compare with an increase of 
nearly 40 percent the number of 
registered vehicles in the state. 

The New Jersey fund was set up 
by the 1953 State Legislature, ef- 
fective April 1, 1955. Its first funds 
came from taxing insured motorists 
$1 and uninsured motorists $3 for 
the year that started April 1, 1954. 





A woman who can beat many men at their own game is Trixie B. McKeldin, Service 
Sales, Inc., Pittsburgh, warehouse distributor for automotive parts. She won a second 
successive membership in Monroe Auto Equipment Co.'s Century Club by selling more 
than $100,000 worth of shock absorbers in a year. Here she receives a bar for her 
Century Club plaque from Brouwer Mcintyre, left, Monroe president. At her left stands 
Jim Rathmann, 1960 Indianapolis 500 winner, and Rodger Ward, 1959 winner. 





No assessment was levied the fol- 
lowing year. 

The state then decided that the 
uninsured and financially irrespon- 
sible driver should bear the full 
load of maintaining the fund. Con- 
sequently, it collected $8 from each 
uninsured vehicle owner and noth- 
ing from these properly insured. In 
1958, the assessment was raised to 
os and this year it was boosted to 

15. 
* * * 


N SOUTH CAROLINA, an order 

was issued earlier this year by 
Chief State Insurance Commission- 
er William F. Austin to provide 
that motor vehicle insurance in the 
state cannot be cancelled within 90 
days after its issuance simply be- 
cause of nonpayment of premiums. 

Directing that the State Highway 
Department be notified of al] can- 
cellations after the 90-day period, 
the South Carolina order said that 
such notices must specify whether 
or not the cancellation was for non- 
payment of premium and must be 
filed with the department at least 
10 days before the insurance goes 
out of effect. 

So-called merit rating automo- 
bile insurance plans, under which 
premium rates fluctuate accord- 
ing to the accident and traffic 
law violation records of drivers, 
are continuing to spread. Such 
plans have resulted in some crit- 
icism, however, with the possi- 
bility that they may become leg- 
islative issues in some states. 


In Maryland, for example, Dele- 
gate Edgar P. Silver, chairman of 
the state legislative motor vehicles 
committee, earlier this year sub- 
mitted to State Insurance Commis- 
sioner F, Douglass Sears proposed 
changes in a controversial merit 
rating plan for insurance, The rec- 
ommended changes involved con- 
sideration of an individual] driver’s 
record, a reduction in the surcharge 
for the first chargeable accident, 
and a shortening of the period of 
retroactivity. 

Silver emphasized, however, that 
his committee “views the principle 
of merit rating as a sound, con- 
structive and forward-looking ap- 
proach to the extremely complex 
motor vehicle problem.” 

Changes in a merit rating insur- 
ance plan also have been proposed 
in Texas. Recommendations for re- 
vision of the plan were recently 
submitted to the State Insurance 
Board by the Texas Automobile In- 
surance Service Office, 

One main Texas proposal was to 
name specific traffic violations to 
receive insurance penalties, rather 
than all moving violations. Higher 
rates still would prevail for drunk 
driving, failure to stop after an 
accident, speeding, running red 
lights, illegal passing or turning, 
negligent collision and failure to 
have a driver’s license, 


Under the proposed Texas 
changes, certain types of accidents 
would be excluded from insurance 
rating, mostly those where one 
driver is not at fault. A 25 percent 
premium increase in assigned risk 
policies, mostly issued to bad-rec- 
ord drivers unable to buy regular 
insurance, also was proposed. 

* * * 


N. Y. Seeks to Ease 


Time-Payment Extension 


A joint legislative committee in 
New York State wants to make it 
easier for buyers who are short on 
money to postpone auto installment 


_ | payments. 


Senator Walter VanWiggeren, 
head of the Joint Committee on 
Commerce and Economic Develop- 
ment, said the committee will intro- 
duce legislation next year to facili- 
tate time extensions on installment 
payments. The bill would apply to 
buyers hit by illness, strikes, tem- 
porary layoffs or other such emer- 
gencies. 

Under existing law, installment 
buyers seeking time extensions for 
emergency reasons have to appear 
in person to agree to the exten- 
sion. The committee said this re- 
quirement often means the buyer 
has to lose time off from a job 
he has just obtained. 

The proposed change would per- 
mit the extension to be worked out 
by mail. The seller or financing 
agency could mail the buyer a writ- 
ten confirmation of the terms of 
the extension and also furnish the 
buyer with an executed copy of any 
refinancing agreement. 


| 









ANNOUNCING... 


A National Frequency and Volume Discount 


for Los Angeles Times Advertisers 
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THE DISCOUNT PLAN 
ALSO APPLIES TO THE 
LOS ANGELES MIRROR 


ANOTHER FORWARD STEP... 


The Times is pleased to announce that beginning January 1, 1961 a National Frequency and 
Volume Discount will go into effect for advertisers on a 26-week contract. This means that 
the west’s leading advertising medium—over and above its many present advertising advan- 
tages—now offers another very substantial reason for using The Times as a basic medium in 
the great Los Angeles marketing area. 


FLEXIBILITY FOR ALL ACCOUNTS... 


A major advantage of The Times’ new Frequency and Volume Discount Plan is its unique 
flexibility which builds on the inherent flexibility of the newspaper medium. 


Here is a discount structure which enables you, the national advertiser, to truly coordinate 
your advertising and sales efforts and provide impact when you need it most . . . during 
model changes, introduction of new products, seasonal demands and other periods of special 
importance in your business. The size of your ad, the frequency—these can be varied to meet 
the sales needs of your advertising schedule. 

The new plan applies to advertisers in any category who place 6 or more insertions and run 
6000 or more lines in The Times during a 26-week contract period. The discounts range 
from 2% for minimum performance to 15% for a schedule of full pages. 


For complete details contact Los Angeles Times, Los Angeles 53, California, or Cresmer & 
Woodward, Inc., New York, Chicago, Detroit, Atlanta, Los Angeles, San Francisco. 


MORE THAN EVER—IN THE SIXTIES—IT’S THE LOS ANGELES TIMES—THE WEST'S LEADING ADVERTISING MEDIUM 
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written statement and thus elimi- 
nate this typing. In addition, the 
equipment is useful in making 
copies of estimates and repair or- 
ders for insurance claims, for used 
car lists and can use a monthly 
statement system for simplified and 
economical parts billing, it is said. 





WINDSHIELD WIPER — A heavy-duty ides ae —— - 
electric windshield wiper has been an- oe 
nounced by the Commercial Sales Division, 
American Bosch Arma Corp., Springfield, 
Mass. It is called the Twenty-Twenty be- 
cause of its capacity to operate an arm 
up to 20 inches long carrying a 20-inch 
blade. The unit consists of a heavy-duty 
version of the WWC electric windshield 
wiper motor, a mounting bracket and an 
oscillating shaft with connecting drive 
linkage, all consolidated into one unitized 
assembly. Due to the availability of two 
crank arms with different lengths of throw, 
and four lengths of pivot shafts each pro- 
vided with three crank pin holes, the 
Twenty-Twenty can be assembled to pro- 
vide five different wiping angles (68 to 127 
degrees) and four pivot shaft lengths 
(%, 1, 2, and 3-inch), it is said. 

ere. 2-8 





ULTRASONIC CLEANER—A mobile ultra- 
sonic cleaning unit, the BC 500, has been 
developed by Circo Corp., 51 Terminal 
Ave., Clark, N. J., for Thiokol Chemical 
Corp., Trenton, N. J. The unit features two 
12-gallon tanks, pumping system and 110- 
volt plug-in. Thiokol is using the cleaner 
for such applications as viscosimeters, 
ebulliometers, micro-distillation equipment, 
as well as polymerization tubes, pippete, 


and other pieces of glassware. 
.:) ae 





HOSE CLAMP PLIERS—To handle the 
growing range of sizes of hose clamps in 
the automotive field, Proto Tool Co., 2201 
Santa Fe Ave., Los Angeles 54, Coalif., has 
developed the adjustable Corbin Hose 
Clamp Plier No. 252. Used on hose con- 
nections for radiator water pumps, heat- 
clamps come in many more sizes for mod- 
ern automotive engines than they did five 
years ago. The two gripping positions of 
the No. 252 Plier combined with the slip- 
joint feature is said to accommodate the 


full range of Corbin spring clamps. 
aa o Bg 















SOCKET PLATE ASSEMBLY—Several auto 
makers are using a fastener assembly 
developed by the Scovill Mfg. Co., Water- 
bury, Conn., on their convertible models 
for 1960 and 1961. Designed to attach 
convertible boots to bodies, the closure is 
said to feature a “floating socket’’ which 
moves freely within a pocket on the boot. 
The “floating socket" is said to compen- 
sate for the difference in tolerance which 
often result when an automobile body is 
made in one location and the canvas 


cover elsewhere. This Scovill fastener closes 
without the strain and broken finger nails 
caused by earlier closures, it is claimed. 

: se. 





WORK BENCHES — Swaptops work 
benches are said to combine the econo- 
mies of a standardized form with con- 
struction features making for ready adapt- 
ability into specialized uses or layouts. 
Swaptops are designed to eliminate the 
need for custom-built and “do-it-yourself” 
bench equipment. The benches can be 
used singly or integrated into multiple po- 
sition layouts, as required. A variety of 
work surfaces are available; 24 or 30 
inches deep; 30, 36, 48, 60 or 72 inches 
long. Jig-welded top support frames, 
available in six standard sizes, are as- 
sembled to 2-inch square steel tube legs 
by means of safety-lock cam latches in 
place of nuts, bolts and sway braces. 
Leitch-Huard Corp., Manchester, N. H. 


+ * * 





EXHAUST HOSE—Car-Mon Products Co., 
1541 W. Devon Ave., Chicago 26, Ill., has 
announced an improved wireless neoprene 
exhaust hose, ‘‘Nu-Flex,"’ that is said to 
withstand cold and heat up to 400 degrees 
without stiffening, kinking or cracking. Fea- 
tures include self-joining collars that en- 
able building extensions to any lengths 
desired, and heavy-duty neoprene con- 
struction with complete flexibility, it is said. 
Standard sections are in 10-foot lengths, 
and multiples of 10-feet can be made by 
joining sections. Hose diameters are 2, 
2% and 3-inch. ‘“Nu-Flex"” also is avail- 
able in a speciel-treated, conventional 
steel-wire reinforced model in any lengths 
end diameters. 


Smith-Corona Introduces 
3 Photocopying Machines 


The introduction of three ma- 
chines, the Vivicopy 9, 12, and 14, 
which copy anything on sensitized 
white, standard weight paper, by 
Smith-Corona Division, Smith-Co- 
rona Marchant, Inc., Syracuse 1, 
N. Y., will help simplify the copy 
neetis of automobile dealers. 


The machines are said to make 
it possible to photocopy the hand- 




































































The model designations of Vivicopy | | 


NEW PRODUCTS 





AIR HAMMER—The model SP-500B air 
hammer has been announced by Superior 
Pneumatic & Mfg., Inc., 13800 Enterprise 
Ave., Cleveland 35, O. The SP-500B air 
hammer has a straight handle, instead of 
the customary pistol grip, for easy opera- 
tion in close quarters and blind spots or 
for suspension from overhead reels on pro- 
duction and assembly lines. According to 
Superior, the SP-500B does heavy cutting, 
chipping, chiseling, or grooving . . . can 
also be used to set %-inch soft iron or 
aluminum rivets. The unit has Superior's 
patented Metering Trigger that is said 
to give the operator speed control from 
0 to 2,200 blows per minute. Patented 
safety chuck can lock any chisel used in 
six different positions. 

* * ag 





FRAME REPAIR TOOL—The all-steel EK-7 
Bantam-Dozer is powered with Bantam 
Porto-Power to provide up to four tons of 
pulling power. Featuring a six-foot hori- 
zontal beam and an adjustable anchor 
post, the EK-7 is said to be ideal for body, 
fender and all sheet metal pulls. The pull 
can be adjusted anywhere along the ver- 
tical beam. Heavy-duty swivel casters per- 
mit rolling the unit to the job. The EK-7 
weighs 116 pounds and comes with four 
and six-foot chains, an EK-235 I-bolt and 
pull plate, and an EK-233 13-inch pull 
clamp with an exclusive EK-236 O-ring. 
Blackhawk Automotive Division, 5325 W. 


Rogers St., Milwaukee 46, Wis. 
im: 


ADDING MACHINE—Burroughs Cor p., 
Detroit 32, Mich., has introduced a line of 
adding machines. Burroughs’ economy line 
includes five 10-key adding machines, one 
full keyboard model and a printing multi- 
plier, an adding-subtracting machine that 
permits rapid, short-cut multiplication. All 
are electric. 


* * 





TIRE SPREADER—A lightweight, compact 
car tire spreader has been added to the 
line of tire changing equipment produced 
by May Brothers Mfg. Co., 21300 Eureka 
Rd., Taylor, Mich, Called the Model 101, 
unit fits on top of all May model 62 and 
58 series tire changers. The tire spreader 
handles all car and light truck tires, giv- 
ing a wide inner bulge for easy inspection 


and repair, it is said. The curved jaw 


clamps are also said to prevent tire bead 


damage. 
* + o* 


Truck Cranes 
Stratton Equipment Co., 2030 E. 













105th St., Cleveland 6, O., has intro- 
duced a line of truck mount cranes, 
featuring manual, semipowered or 
fully powered operations in 500 to 
10,000-pound capacities. 

* ob 



































PAINT STRIPPER— The Dearborn Paint 
Stripper is said to paint straight lines, cir- 
cles and curves on the floors of factories 
and warehouses, and the surfaces of park- 
ing lots, garages, and other areas in which 
there is a need for painting lines. The 
lines are painted with a wool felt ap- 
plicator roller. Interchangeable optional 
equipment includes 1, 2, 2%, 3 and 4- 
inch width striping rollers; 3-inch diameter 
rear swivel casters, and 8-inch diameter 
(non-swivel) rear wheels. Flow of the paint 
is said to be under positive control of the 
operator with no valves or nozzles that 
can become clogged. R. E. Muncey, Inc., 


P. O. Box 387, Birmingham, Mich. 
* ¢ 


BUS HEATER—A school bus heater, with 
thermostatically controlled output approxi- 
mately half that of a home furnace, has 
been announced by South Wind Division, 
Stewart-Warner Corp., 1826 Diversey Pkwy., 
Chicago 14, lil. When added to the stand- 
ard school bus heating system, the new 
auxiliary combustion heater, which auto- 
matically keeps coolant temperatures at 
155-180 degrees Fahrenheit, provides 
complete driver and passenger comfort, 
speeds step-well de-icing, and assures 
adequate defrosting, it is said. It hastens 
engine warmup from a cold start, and 
keeps the engine at a proper operating 
temperature even when the engine is 
idling, it is said. The bus heater may be 
mounted under the bus body, on either 
the frame or the floor. Combustion is in- 
side a sealed, stainless steel combustion 
chamber, and exhaust gases are dis- 
charged outside of the vehicle. Power and 
fuel are obtained from the bus electrical 
and fuel systems. 


* 





IGNITION CABLE TESTER—A portable 
ignition cable resistance tester, which is 
said to give direct-reading measurements 
of automotive ignition lead condition with- 
out mathematical calculation or reference 
to conversion tables, has been announced 
by M. P. S. Electronics, P. O. Box 20, 
Ashtabula, O. Housed, with nine-volt, tran- 
sistor-type battery, in a 6 by 4-inch bake- 
lite case, the tester, according to the com- 
pany, makes possible for the first time in- 
stant checks of resistance cable, resistor 
spark plugs, and suppressors. The unit is 





POWER TAKE-OFF—A Spicer power take- 
off has been announced by Standard Equip- 
ment Division, Dana Corp., 253 Waggoner 
Bivd., Toledo 12, O. Known as the AB 
series, it is a single gear, medium duty 
unit designed for dump body and tail ga‘e 
lift applications and is available in mod- 
els suitable in pitch for all spur or helical 
gear transmissions. Rated at 15 horsepower 





at 1,000 revolutions per minute for inter- 
mittent service, the series features an alu- 
minum case with bronze bushings. The 
case is designed to eliminate installation 
problems related to mounting interferences. 
Gaskets and cap screws are packaged with 
all Spicer AB series power take-offs. If de- 
sired, a 10-foot cable control is also avail- 
able as part of the complete package. 


factory-calibrated for all makes and model 
of United States cars and trucks built 
since 1955. 














HUB CAP—The Spider hub cap is a 
one-piece unit—no bolts or screws are 
necessary for attachmeni. Unit snaps on 
wheel hub . . . leaving the outer part of 
a 14 or 15-inch wheel exposed. Gleaming 
triple chrome trim ring, bullet and sim- 
ulated lug nuts stand out on the spider 
which is painted a neutral color. This un- 
chromed center is repaintable to match 
the wheel's color. The hub cep is cataloged 
as No. 10 to fit 1954-61 Chevrolet, 1954- 
61 Corvette, 1949-61 Ford, 1955-61 Thun- 
derbird, 1952-61 Mercury and 1959-61 
Oldsmobile. NAMSCO, Inc., Bellwood, Ill. 





REFLECTOR—Announced by Auto Lamp 
Mfg. Co., 2909 S. Indiana Ave., Chicago 
16, Ill., Pathfinder No. 38 Flexible-Strap 
Reflector is made of a single, flexible rub- 
ber unit molded te form a shock cushion, 
flexible strap, and lens rim which holds 
the 34-inch lens securely. Flexing the 
mounting “pops out’ the lens for quick 
replacement, it is said. 
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Put Down That Shotgun... 





Auto Advertising 


By Martin L, Whitmyer. 
Staff Writer 

As customers become more dis- 
criminating, the automobile manu- 
facturer has to aim at his target 
with a rifle rather than a shotgun. 
And what is true of his product ‘is 
true of his advertising, according 
to Charles F’. Moore jr., public rela- 
— vice-president for Ford Motor 

‘0. 

Speaking at the Detroit Ad- 
craft Club “quinquennial” dinner, 
Moore said “the consumer for 
each product must be identified 
accurately and the advertising 
appeal tailored with careful pre- 
cision.” 

Moore said it is an open secret 
that in this rather unpredictable 
market integrity of product and a 
reputation for solid quality are an 
absolute must, 

“This is not a mere pious pro- 
testation; it is a most intensely 
serious and realistic approach,” he 
said. 

“How do we cme this message 
to the consumer? By advertising. 
Not any kind of advertising, but 
advertising that appeals to his no- 
nonsense insistence on the essential 
things. Advertising that inspires 
confidence and gives him the infor- 
mation he needs to make an in- 
telligent decision.” 

Moore no longer has staff respon- 
sibility for advertising, but still is 
a member of Ford’s Marketing 
Committee. Charles R. Beacham, 
marketing vice-president, has ad- 
vertising under his wing in the cur- 
rent Ford setup. 

Moore made his remarks prior to 
introducing Leland Hayward, movie, 
television and stage play producer, 
as the guest speaker at the dinner. 

* as * 


Walker Control Purchased 


Control of Walker & Co., Mich- 
igan’s largest outdoor advertising 
company, has been purchased by 
Marshall-Wells Investment Ltd., 
Winnipeg, Can., a subsidiary of 
Gamble-Skogmo, Inc., Minneapolis 
auto accessories supply chain. 

The new owner, which holds 70 
percent interest in the Detroit 
firm, has advised Clarence D. 
Blessed, president of Walker for 
27 years, that no radical changes 
in Walker management are con- 
templated at the present time. 

All sales and operations of 
Walker, however, will be done 
through Naegele Advertising Co., 
Inc., Minneapolis outdoor advertis- 
ing firm, which operates in eight 
states. 

The Marshall-Wells deal involved 
the purchase of $2,100,000 of Walker 
stock, officials said. General Out- 
door Advertising’s 20 percent inter- 
est was not involved in the sale. 

* * * 









































Advertisers Elect Rothman 


Edward E. Rothman, general 
advertising and sales promotion 
manager, Ford Motor Co., has 
been elected a director of the 
Assn. of National Advertisers, 

* ea * 


Name Change for Palmer 


Palmer, Codella and Associates, 
Inc., has changed its corporate 
name to T. N. Palmer & Co., Inc. 
The firm will move into new quar- 
ters on the seventeenth floor of 
the Getty Oil Building at 660 Mad- 


offices in Los Angeles, Omaha, New 

York and Portland, Ore., will func- 

tion as. the Caples division of the 

parent GMM&B agency, with all 

personnel being retained intact. 
* + * 


Dalton to Join NCTA 


William Dalton, president of Ty- 
rex, Inc., and the American Rayon 
Institute, Inc. has been named 
chief executive of National Com- 
munity Television Assn., Inc., 
Washington, D, C. He assumes his 
new position Jan. 4. 

NCTA is the trade association for 
community antenna television sys- 
tems, a special service organization 
which provides television reception 
for communities out of range of 


commercial video stations. 
a + * 


Playboy Gross $1,860,000 


Playboy’s gross in advertising 
revenue for 1960 has passed the 
$1,860,000 mark. Billings for Decem- 
ber total $224,296, up 22.84 percent 


from $182,598 in the same month 
of last year, bringing the 1960 total 
to $1,863,479. 

Playboy’s total advertising linage 
for 1960 is 149,083, an increase of 
13.63 percent over the magazine’s 
131,213 linage one year ago. 

* * * 


Vesely Names Randall 


Vesely Mfg. Co., Lapeer, Mich., 
has appointed Fred M. Randall Co., 
Detroit, advertising, merchandising 
and public relations counsel. 

Vesely is a producer of two-wheel 
aluminum camp trailers, With the 
introduction of new models in 1961, 
Randall is preparing an expanded 
trade and consumer campaign fea- 
turing the Apache camp trailer line. 

* + * 


Renault Cites Economy 


Capitalizing on Renault’s success 
in the recent Mobil Mileage Rally, 
economy run for imported cars, Re- 
nault, Inc., has launched a nation- 
wide ad program through its deal- 
ers to impress the public with the 
mileage records made by the three 
Renault entries, 

Mats, in 1,000-line and 450-line 
sizes, have been sent to all dealers 
for use in local newspapers. In ad- 
dition to the mats that dealers are 
asked to use, Renault is supplying 


them with window banners and 
with stickers to put on new cars. 
7” * * 


Ruben Sets Up PR Firm 


Ruben Advertising Agency, Indi- 
anapolis, has established a public 
relations division under the name 
of REN, planning and public rela- 
tions. 


REN has retained the services of 
automobile newspaper and maga- 
zine journalist George Moore to 
handle the public relations account 
of Arvin Industries, After Market 
Division, Columbus, Ind. 


* * 


IH’s Scout Account to Y & R 


Advertising for International 
Harvester Co.’s new Scout vehicle 
has been awarded to Young & 
Rubicam, which also handles IH 
truck advertising. 

Advertisements for the new ve- 
hicles is expected to get under 
way in March, with print media 
getting the biggest play. 


* * * 


Show Leads to Corvair Club 


The nightly Wayward. Barker 
show on KOA Radio, Denver, foster- 
ed the formation of the Rocky 
Mountain Corvair Club. 

Rocky Mountain Corvair Club 
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meets the first Tuesday of each 
month at Steve Frederick Chevrolet 
Co., 18th and Ford Sts., Golden, 
Colo. 


> * * 


Petersen Group Grows 

Petersen Publishing Co.’s six 
automotive publications scheduled 
a record amount of advertising for 
the first nine months of 1960 as 
compared to the corresponding pe- 
riod last year, according to adver- 
tising director A. M. Benedict.. 

Linage in the six magazines was 
up 18 percent and dollar volume 
increased 33 percent. 

Hot Rod recorded the largest 
growth with linage up 30 percent 
from 135,898 to 176,806 and revenue 
up 46 percent. Rod & Custom show- 
ed a 107 percent increase in linage 
and Kart an 89 percent increase. 

+ + * 


Manning Quits Tyrex 

Steven Manning, director of op- 
erations for Tyrex, Inc., New York, 
has resigned, effective Jan. 1, to 
open his own marketing consulting 
firm. 

Manning, who had charge of ad- 
vertising, promotion, publicity, and 
the Tyrex field staff, formerly was 
with U. S. Rubber Co. in New York. 





Make clean-up jobs easier and faster with... 








DITZO 440 





Use DITZ-O on acrylics, lacquers and enamels... removes silicones. 


zips off old waxes and greases...gives undercoats a bulldog grip 


ITZLER'S DITZ-0 Dx-440 isa fast-acting sol- 
vent that speedily removes old wax and 
grease. It leaves a chemically clean surface to 
which undercoats adhere more doggedly. 
@ The “floating action" of Ditz-O loosens and 
dissolves old polishing waxes, 


silicone particles, greases, oils, 


HOW DX-440 FLOATS WAX & OllS 


these undesirable materials 


can cause new 


finishes to blister, flake and peel. 

@ Although strong enough to dissolve wax and 

dirt, Drrz-O will not soften old or new paint 

film. And you can safely use it with primer- 
surfacer as it will not lift feather- 


moldings. 


edge or cause wrinkling at 


eo ke Segre: 


tar, and road dirt imbedded in 
the pores of the old finish. It 
floats them to the surface where 
they can be quickly wiped off. 
Unless thoroughly removed, 


ison Ave., New York. 
* aa 7 


2 Papers Added to Tex. Group 


E. F. Corcoran, president of 

4 Branham Co., national representa- 
tives for The Texas Group, has 
announced the addition of the El 
Paso Times & Herald-Post to the 
Texas Group on an optional basis 
effective immediately. 

0 The Hl Paso newspapers bring 
the package up to 1,068,855 cir- 
culation daily and 976,788 circu- 
lation Sunday. 


* cg * 
GMM&B Acquires Caples 

Acquisition of the advertising 
business of Caples Co. by Geyer, 
Morey, Madden & Ballard, Inc,, has 
been announced by presidents of the 
two national advertising agencies. 
The consolidation will be effective 
Dec. 1, 

While the advertising business of 
Caples will be incorporated in the 
GMM&B organization structure, its 
principal office in Chicago and other 


@ DITZ-O has no unpleasant odor. 
It’s easy on the hands. You'll 
like its economy, too, as it goes 
farther than other solvents. 










To remove stubborn silicone particies use SILICON-OFF 


e Ditzler’s Srticon-Orr DX-515 is especially formu- _flow, leveling and adhesion. They can cause cngters 
lated to clean finishes on which polishes containing or “fish eyes.”’ With Siticon-Orr you quickly 
silicone have been used. Unless thoroughly cleaned _remove all traces of silicone as well as waxes, greases 
off, silicone particles can interfere with proper and oils. Can be used safely on acrylic finishes. 


Ditzler Color Division, Pittsburgh Plate Glass Company + Detroit 4, Mich. * Terrance, Calif. 


DITZLER 


PAINTS +* GLASS » CHEMICALS » BRUSHES ¢ PLASTICS « FIBER GLASS 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

# * * 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec. 6. 
BUICK—’'59 Invicta 4-dr., $1,625* (ps). 

*55 Super 4-dr., $350* (ps). 
CADILLAC—’60 (60) Special 4-dr, hard- 

top, $3,870* (ps); (62) 2-dr. hardtop, 
$3,375* (ps). 

’59 (62) conv, $2,950* (ps). 

‘658 (62) 2-dr. hardtop, $1,985* (ps). 

"57 (62) 4-dr., $1,445° (ps); 4-dr. hard- 

top, $1,100* (ps). 


"56 Eldorado conv., $950* (ps); (62) 
conv., $660* (ps). 
’54 (62) 2-dr. hardtop, $625* (ps). 
CHEVROLET—’'60 Impala (8) 4-dr., §$2,- 


115* (ps), $1,700* (ps); Corvair (700) 
(6) 4-dr., $1,645°*. 

’59 Kingswood (8) 4-dr., $§1,530*, $1,- 
520*; Impala (8) sport coupe, $1,430", 
$1,400*; Bel Air (8) 4-dr., $1,400* 
(ps), $1,380*, $1,265*; 2-dr., §$1,110*; 
Brookwood (8) 4-dr., $1,380*, 

’58 Biscayne (8) 4-dr., $925* (ps). 

'S7 Bel Air (8) 4-dr., $875* (ps); Two- 
ten (6) 4-dr., $700*, 

‘55 Bel Air (8) 2-dr., $460; Two-ten (6) 
station wagon, $435*; Two-ten (8) 2- 


dr., $400*, . 
*53 Bel Air 2-dr., $200*. 
CHRYSLER—'57 NY 2-dr. hardtop, $720* 


(ps). 
’6S NY 4-dr., $500* (ps). 
DeSOTO—'59 Firesweep station wagon, 
$1,100* (ps). 
DODGE—'58 Royal (8) 4-dr., $765* (ps). 
'ST Royal (8) 4-dr., $460* (ps). 
FORD—'61 Galaxie (8) Starliner, $2,150* 


(ps). 
60 Galaxie (8) starliner, $1,815* (ps), 
$1,590*; Fairlane 500 (6) 4-dr., §$1,- 


300. 

"659 Country Sedan (8) 4-dr., $1,365* 
(ps); Galaxie (8) 4-dr., $1,280* (ps), 
$1,250*; Galaxie (6) conv., $1,000° 
(ps); Ranch Wagon (6) 2-dr., $990*; 
Custom 300 (6) 2-dr., $895*; 4-dr., 
$810*; Custom 300 (6) 2-dr., $810. 

’5S Fairlane (8) 2-dr. Victoria, $850* 
(ps); Fairlane (6) 4-dr., $660* (ps); 
Custom 300 (8) 4-dr., $525. 

57 Country Sedan (6) 4-dr., $750*; 
Ranch Wagon (8) 2-dr., $650. 

56 Custom (6) 4-dr., $350*%;°2-dr. Vic- 
toria, $150*, 

. ‘65 Fairlane (8) 2-dr., $265. 

LINCOLN—'58 Continental Mark III 4-dr., 


$1,350* (ps). 
—'59 Monterey conv., $1,360* 


(ps). 
*57 Monterey 2-dr., $570*. 
’66 Custom 2-dr., $440*. 
’55 Custom 4-dr., $315*. 
OLDSMOBILE—’'61 (88) Super 4-dr., $2,- 
775* (ps). 
68 (88) Super 4-dr, Holiday, $1,250* 


(ps). 
PAOKARD—’'55 (5580) 4-dr., $415* (ps). 
PLYMOUTH—'61 Fury (8) 2-dr. hardtop, 
$2,450° (ps). 

NTIAC—'60 Catalina 4-dr., $2,000*; 2- 

dr., $1,715*, $1,550*. 

’59 Star Chief 4-dr. Vista, $1,605* (ps). 

‘ST Super Chief 4-dr. Vista, $765* (ps). 

65 Chieftain 2-dr. Catalina, $310*, 

’53 Chieftain 2-dr, Catalina, $185°. 
RAMBLER—’'59 Deluxe (6) 4-dr., $810. 
STUDEBAKER—’60 Lark (6) 2-dr., $850. 

‘59 Lark (6) 4-dr., $800. 
MISCELLANEOUS—’'61 Willys Jeep, $1,- 


050. 
60 Ford (6) %-ton pickup, $1,170. 
’59 Ford (8) %-ton truck, $900. 
’58 Ford %-ton truck, $665; Chevrolet 
pickup, $640. 
’655 Ford pickup, $310. 


DETROIT 


State Fair Auto Auction. Sale every Tues- 
day, Prices are for sale of Dec. 6. Prices 
dropping on average cars. Sold 102 cars 
from 298 consignments. 

BUICK—’60 Invicta 4-@., $2,325*° (ps). 

‘59 LeSabre 4-dr., $1,505* (ps). 

‘5S Special 2-dr. Riviera, $1,005* (ps); 
Super 2-dr. Riviera, $1,030° (ps). 
°57 Special 2-dr., $705* (ps); Century 2- 

dr., $575°*. 

'56 Special 2-dr., $300*. 

'65S Special 2-dr., $305*. 

CADILLAC—’59 (62) 4-dr., $2,925* (ps). 

'S7 (62) conv., $1,110° (ps). 

’66 (62) Sedan de Ville, $970° (ps). 

’55 (62) 2-dr. hardtop, $790° (ps). 
OHEVROLET—'60 Biscayne (8) 4-dr., $1,- 

320° (ps); Corvair (500) 4-dr., $1,- 
325°; 2-dr., $1,215*. 

‘69 Brookwood (8) 4-dr., $1,310*; 2-dr., 
$1,149*; Impala (8) conv., $1,205*; 
Bel Air (8) 2-dr., $1,026*, $1,050*. 

‘58 Bel Air (6) conv., $1,100*; 2-dr. 
hardtop, $1,090*; Bel Air (8) 2-dr., 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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$825, $790*; Two-ten (6) 2-dr., $695*. 


"57 Bel Air (8) 2-dr., $851"; Bel Air 
(6) 2-dr., $630, $710*; Two-ten (6) 
2-dr., $615. 


"56 Two-ten (6) 4-dr., $465*; 2-dr., $550; 
Two-ten (8) 2-dr., $465*; Bel Air (8) 
2-dr., $320*, 

'65 Bel Air (6) 4-dr., $365, $275. 

DeSOTO—'56 Fireflite 4-dr., $285*. 

’55 Firedome 4-dr., $365*. 

DODGE—’57 Coronet (8) 4-dr., $625°*. 

EDSEL—’59 Villager (8) 4-dr., $1,040*. 

‘58 Ranger (8) 2-dr., $475. 

FORD—’60 Fairlane 500 (6) 2-dr., $1,405*; 
Custom 300 (6) 2-dr., $1,510*; 4-dr., 
$1,250*. 

59 Galaxie (8) 4-dr., $1,500*; Custom 
300 (8) 2-dr., $1,310*; 4-dr., $1,075*; 
Country Sedan (8) 4-dr., $1,250*; 
Ranch Wagon (8) 4-dr., $1,145*. 

’58 Thunderbird (8) conv., $1,895* (ps); 


Fairlane 500 (8) 2-dr., $$915; 2-dr. 
Victoria, $845*; Country Sedan (8) 
4-dr.. $910*; Custom (8) 2-dr., $500 


‘57 Fairlane 500 (8) conv., $875*; 2-dr. 
Victoria, $715*; Fairlane (8) 2-dr., 
$600* (ps); Fairlane (6) 2-dr., $475; 
Ranch Wagon (6) 2-dr., $690*. 

‘56 Custom (8) 4-dr., $500*; Fairlane 
(8) 2-dr. Victoria, $325; Main (8) 2- 
dr., $300. 

‘5S Fairlane (8) 2-dr. Victoria, $385*, 
$375*; 2-dr., $320*; Ranch Wagon (8) 
2-dr., $365; Custom (8) 4-dr., $265. 

"54 Crest (8) 2-dr. Victoria, $200. 

HUDSON—'56 Hornet (6) 4-dr., $350. 
MERCURY—’59 Monterey 2-dr., $1,450*. 

‘57 Commuter 4-dr., $$9$25*; Monterey 
4-dr., $565*, $490*. 

56 Montclair 2-dr., $360°. 

OLDSMOBILE—’58 (88) 4-dr. Holiday, $1,- 
090; 2-dr., $1,045; (98) 4-dr. Holiday, 
$1,075*, 

"57 (98) 4-dr., $800*. 

"56 (98) conv., $435*. 

PLYMOUTH—'59 Savoy (6) 2-dr., $765. 

‘58 Belvedere (8) 2-dr., $710*; conv., 


$425°. 
ST Savoy (8) 4-dr., $620*; Fury (8) 
$640*; Belvedere (6) conv., 
; Plaza (6) 2-dr., $415*. 
ieee gta Catalina 2-dr., $1,325* $1,- 
’S7 Star Chief 4-dr., $725*. 
’56 Chieftain 2-dr. Catalina, $500. 
RAMBLER—’57 Super (6) 4-dr., $515. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of Dec, 8. 
eee RM 4-dr. Riviera, 2 at $600* 

ps). 

"56 Special 2-dr. Riviera, $525°*. 

'54 RM 2-dr. Riviera, $295* (ps). 
CADILLAC—’60 de Ville 2-dr. hardtop, $4,- 

300* (ps); (62) 4-dr., $3,900" (ps). 


’57 (62) 2-dr. hardtop, $1,745* (ps). 
’54 (62) 2-dr. hardtop, $720; conv., 
$565* (ps); 4-dr., $450* (ps), 


’53 (62) 4-dr., $250. 

CHEVROLET—’60 Impala (8) sport sedan, 
$2,035*; Corvair (6) 4-dr., $1,470*, $1,- 
460°, $1,345, $1,235. 

’59 Impala (8) sport sedan, $1,650* (ps); 
Bel Air (8) 4-dr., $1,460*, $1,450*, 
$1,445", 

’58 Bel Air (8) sport coupe, $1,315* (ps); 
sport sedan, $1,100* (ps); 4-dr., $1,- 
075*; Brookwood (8) 4-dr., $1,030*, 
$775; Delray (6) 2-dr., $500. 

’57 Bel Air (8) station wagon, $1,015* 


(ps); 4-dr., $950* (ps), $695*; Two- 
ten (8) station wagon, $550* (ps), 
$475*. 


‘56 Two-ten (8) sport coupe, $550*. 

'55 Bel Air (8) 4-dr., $500*; Bel Air (6) 
4-dr., $325°; Two-ten (6) station wag- 
on, $435; 4-dr., $335. 

"04 Bel Air 2-dr., $315; $150°; 4-dr., 


$ ° 

CHRYSLER—’'55 NY 2-dr, hardtop, $350* 
(ps). 

DeSOTO—'59 Fireflite station wagon, $1,- 
730° (ps). 

‘57 Firesweep station wagon, $850*. 

‘55 Fireflite 2-dr. hardtop, $55* (ps). 
DODGE—’55 Coronet (8) 4-dr., $345. 
EDSEL—’59 Ranger 2-dr., $930. 

'68 Pacer 4-dr., $550* (ps). 

FORD—’'60 Galaxie (8) conv., $2,095* (ps); 
Starliner, $1,890*; 4-dr., $1,875* (ps), 
$1,835", $1,835" (ps); Fairlane 500 
(8) 2-dr. Victoria, $1,820; Fairlane (8) 
4-dr., $1,595* (ps); Ranch Wagon (6) 


2-dr., $1,540. 
‘59 Thunderbird (8) 2-dr. hardtop, $2,- 
450° (ps); Country Sedan (8) 4-dr., 


$1,510* (ps); Fairlane (8) 4-dr., $1,- 
150° 


’58 Thunderbird (8) 2-dr. hardtop, $2,- 
000* (ps). 

‘57 Fairlane 500 (8) conv., $855* (ps); 
Custom 300 (8) 2-dr., $745*; Custom 
(8) 2-dr., $550*. 

‘66 Fairlane (8) 2-dr. Victoria, $670* 
(ps), $600*; Custom (8) 4-dr., $380°*. 

"55 Country Sedan (8) 4-dr., 2 at $475°*, 


$465. 
54 Main (6) 4-dr., $150°. 
‘53 Crest (8) conv., $110*. 


dune 


Date 
Prices of '61s added and '53s dropped in November, 1960, Prices of 60s added and ’52s dropped in December, 1959. Prices of ’59s added and '51s dropped in December, 195s, 
Figures alongside bars represent dollars. 
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"38 2-dr., $265. 
IMPERIAL — '57 Imperial 4-dr., $1,200* 


(ps). 
LINCOLN—’55 Custom 2-dr. hardtop, $320* 
(ps). 
MERCURY — ’'59 Monterey 4-dr., $1,470* 
(ps). 
‘568 Montclair 4-dr., $865* (ps); Stand- 
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ard 4-dr., $550*. 

’57 Commuter 4-dr. (9 pass.), 
Monterey 4-dr., $670* (ps). 

’56 Custom station wagon, $500*; Medal- 
ist 4-dr., $325*. 

’55 Custom 2-dr. hardtop, $145*. 

OLDSMOBILE — '59 (98) 4-dr., 

(ps), 


$745; 


$2,055* 








*58 (98) 4-dr. Holiday, $1,290* (ps). 
"55 (98) 2-dr. Holiday, $485* (ps). 
"54 (88) Super 4-dr., $215*; 4-dr., $200*. 
‘53 (88) Super 4-dr., $125*. 
PLYMOUTH — ’'60 Sport Fury (8) conv., 
$1,825* (ps). 
’659 Fury (8) 2-dr. hardtop, $1,365* (ps). 
’58-Savoy (8) 2-dr, hardtop, $785*. 
’57 Belvedere (8) 4-dr., $605*; Savoy 
(6) 2-dr. hardtop, $525. 
"55 Belvedere (8) 4-dr., $400, $340*; Bel- 
vedere 2-dr, hardtop, $275; 4-dr., $275. 
'54 Belvedere 4-dr., $275. 
’53 Cranbrook Suburban, $125. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
575* (ps). i 
'56 Star Chief conv., $495* (ps). 
’54 Chieftain 2-dr. Catalina, $100*. 
‘53 Chieftain station wagon, $125*. 
RAMBLER—’60 Custom (8) 4-dr., $1,410; 
American (6) 2-dr., $1,350. 
’59 Ambassador (8) Cross Country, $1- 
480. 
’53 Custom conv., $100. 


STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
020. 

VALIANT—’60 Valiant 4-dr., $1,350. 

WILLYS—’51 station wagon, $250. 

MISCELLANEOUS—’59 GMC %-ton pick- 


up, $1,245; Ford (8) Ranchero, $825*, 
$820 


’58 Ford %-ton cab & chassis, $550; In- 
ternational cab & chassis, $515; travel- 
all, $375. 

'57 Ford cab & chassis, $925; 
$725; Dodge %-ton pickup, $395. 

’55 Ford 1-ton pickup, $275. 

’54 GMC %-ton pickup, $515. 

"50 Dodge %-ton pickup, $255. 

‘48 Federal 1%-ton, $200. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Dec. 8, '56, 
’57, ’°58 and '59s in demand, Rough cars 
moving only at a price. Sold 193 cars 
from 272 consignments. 

BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
715* (ps), $1,400* (ps); 4-dr., $1,320*, 
$1,320* (ps); Invicta 4-dr, Riviera, 
$1,620* (ps). 


(Continued on Page 35, Col. 1) 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 





COLORADO 
Colorado Auto Auction 





4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 

SALE EVERY TUESDAY 

11:00 A.M. 
George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 

Dealers Only 


Write for FREE Market Reports. 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our /4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 10 
A.M. Dealer-owned. Dealers only. 
MARYLAND 


~~ AIR—Bel Air aan Auction. Ti- 
es, checks guaranteed. Cars grou 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 
Te nS RR So ER 


SANTA IS 
COMING TO 


APTCO! 


Wednesday, Dec. 21st 

















GIFTS GALORE FOR ALL! 


APTCO AUTO AUCTION 


19241 Dix, Melvindale, Mich. * 
Phone: DUnkirk 3-0150 








MICHIGAN 


STATE FAIR 
AUTO AUCTION 





19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 


DETROIT'S ONLY 
DUAL LANE AUCTION 





Running 250 Cars—Tues., 12:30 P. M.; 
Friday, 1:00 P. M. 
Phone TO 9-4660—C. Simpson, Owner 


x 


AUCTION 
LANES 


OVER 


{yo 


CARS 


N-A-D-E 
SE AL A 


NATIONAL AUTO 
DEALERS EXCHANGE 





Minutes from New York City 
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f ° 
QO. 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 

Insured 
AUCTION eeURANCE AGENCY, 
Birmingham, Alabama ; 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 
Hacc CNTR RARE 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 








OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





PENNSYLVANIA 


LANCASTER COUNTY 
HOME COOKING 


In addition to the largest selection 
of cars—the most active group of 
buyers—the most delicious meals 
you've ever eaten are served at the 
Manheim Auto Auction, 


Sale Every Friday, 10 A.M. 
Gvaranteed Titles © Auction Checks 
Issued © Ladies’ TV Lounge 
® The World's Largest 3-Lane 
Auto Auction 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72 ° Manheim, Pa. 
MOhawk 5-2401 





North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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Used-Car Auction Prices 





’58 Super 4-dr. Riviera, $770* (ps). 


57 Special 2-dr, Riviera, $850* (ps); 
Estate Wagon 4-dr., $680* (ps). 

56 Century 2-dr. Riviera, $740* (ps); 
Special 4-dr., $535* (ps); 4-dr. Riviera, 
$440*, $410*. 

’54 Special 4-dr., $145* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $3,- 


fifty (6) 2-dr., $595*. 

’56 Bel Air (8) sport sedan, $675*; 4-dr., 

$470*; Bel Air (6) sport sedan, $595*; 
°; Tw 


Model Breakdown 











Two-ten (8) sport coupe, $550*; ‘o- 
ten (6) 2-dr., $365; 4-dr., $325. Of Auction Averages 
55 Two-ten (8) station wagon, $430*, 
$300; Bel Air (8) 4-dr., $400*; sport Dec., 1960 Nov., Oct., 
coupe, $230*; Bel Air (6) 4-dr., $340*.| Model To Date 1960 1960 
SOTO—’60 Fireflite 4-dr. hardtop, $1,- $2,329 
(Continued from Page 34) 970* (ps). 2.021 
56 Firedome 2-dr. hardtop, $450*. 02 $2,239 
850* (ps). DODGE—’60 Dart (8) Phoenix 4-dr. hard- 1,519 1,614 

’60 de Ville 2-dr. hardtop, $3,935* (ps); top, $1,750* (ps); Pioneer 4-dr., $1,- 1,016 1,118 
(62) 2-dr. hardtop, $3,775* (ps), $3,- 550* (ps). 7103 161 
705* (ps); 4-dr., $3,700* (ps). ’59 Sierra (8) 4-dr., $1,520* (ps). 

"59 de Ville 4-dr, hardtop, $3,555* (ps); ’57 Custom Royal (8) 4-dr. hardtop, 480 495 
2-dr. hardtop, $2,875* (ps); (62) 2-dr. $510* (ps); Coronet (8) 2-dr,. hard- 357 369 
hardtop, $3,125* (ps); 4-dr., $3,025* top, $435*, $400*, $370* (ps). 228 239 
(ps), $2,840* (ps). ’56 Coronet (6) 4-dr., $310*. 

’58 (62) 2-dr. hardtop, $2,075* (ps);| °55 Royal (8) 2-dr. hardtop, $260*. Overali ——— 
Sedan de Ville, $1,915* (ps); Coupe) EDSEL—’58 Corsair 4-dr., $410* (ps). Average $1,125 $1,082 $ 856 


830* (ps). 

’59 (62) 4-dr. hardtop, $3,000* (ps). 

58 (62) Coupe de Ville, $2,425* (ps). 

’57 (62) 2-dr, hardtop, $1,350* (ps). 

"56 (62) 2-dr, hardtop, $1,150* (ps). 

"5S (62) 4-dr., $770* (ps). 

"53 (62) 4-dr., $165* (ps). 

"52 (62) 4-dr., $125* (ps). 

’51 (62) conv., $110*. 

CHEVROLET—’60 Bel Air (8) 2-dr., $1,- 
725* (ps); Bel Air (6) 2-dr., $1,685*; 
4-dr., $1,635, $1,605*, $1,605* 
Corvair (500) (6) 4-dr., $1,400*. 

‘59 Impala (8) conv., $1,670* (ps), $1,- 
605* (ps); sport coupe, $1,520* (ps), 
$1,440* (ps); sport sedan, $1,275* 
(ps); Brookwood (8) 4-dr., $1,250*; 
Parkwood (6) 4-dr., $1,240*, $1,225, 
$1,095; Parkwood (8) 4-dr., $1,225*; 
Bel Air (8) 4-dr., $1,235* (ps), $1,- 
130*, $1,125*; Bel Air (6) 4-dr., $1,- 
225*, $1,220*, $1,195*, $1,130*, $1,- 
120*, 2 at $1,110*, $1,105*, $1,100; 
2-dr., $1,100*. 

’58 Impala (8) conv., $1,125* (ps); Bel 
Air (8) 4-dr. hardtop, $1,050* (ps); 
4-dr., $875; Bel Air (6) 2-dr., $780*; 
Biscayne (6) 4-dr., $915* (ps); 2-dr., 
$780*; Biscayne (8) 4-dr., $885*, $880*, 
$875*; Two-ten (6) 2-dr., $715. 

’57 Bel Air (6) 2-dr., $870*; Bel Air 
(8) conv., $775*, $730* (ps); One- 
fifty (8) 2-dr., $640. 

*56 Corvette (8) conv., $1,300*; Bel Air 
(8) 4-dr., $785*. 

’55 Bel Air (8) 4-dr., $430*; 2-dr., $370; 
conv., $200*; Bel Air (6) 4-dr., $430*, 
$285*. 

CHRYSLER — ’57 Windsor 2-dr. hardtop, 
$645* (ps); 4-dr., $335* (ps). 

’56 Windsor 4-dr., $390* (ps). 

DeSOTO—’57 Fireflite 2-dr. hardtop, $1,- 
100* (ps). 

55 Firedome 4-dr., $225* (ps). 

DODGE—’59 Custom Royal (8) 4-dr., $1,- 
275* (ps). 


’58 Coronet (8) 4-dr. hardtop, $920* 
(ps). 
’57 Custom Royal (8) 4-dr. hardtop, 


$790* (ps); Coronet (8) 4-dr., $770* 
(ps), $440* (ps); Sierra (8) 4-dr., 
$390*. 

56 Coronet (8) 4-dr., $495* (ps). 

"55 Custom Royal (8) conv., $270*. 
FORD—’60 Galaxie (8) conv., $1,805* 
(ps). 

’59 Custom 300 (8) 4-dr., $1,245* (ps), 
$855, $850, $830, $810*, $805; Country 
Sedan (8) 4-dr., $1,235* (ps); Fair- 
lane 500 (8) 4-dr., $1,120*, $1,115* 
(ps), $1,040*; Fairlane (6) 2-dr., $880; 
Ranch Wagon (8) 4-dr., $1,075* (ps). 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
125* (ps), $710*; 2-dr., $730* (ps); 
Custom 300 (8) 4-dr., $670, $665, 
$575, $505. 

’57 Ranch Wagon (8) 2-dr., $820* (ps); 
Fairlane 500 (8) conv., $690* (ps); 
Custom (6) 2-dr., $325*, $300. 

’*56 Ranch Wagon (8) 2Z-dr., $475* (ps), 
$425*, $170; Country Sedan (8) 4-dr., 
$345*; Custom (8) 4-dr., $320*, $295. 

55 Ranch Wagon (8) 2-dr., $310*; Cus- 
tom (8) 4-dr., $230; Custom (6) 2-dr., 
$170, $150*. 

’54 Crest (8) 4-dr., $110*; 2-dr. Victoria, 
$110*. 

IMPERIAL — ’57 Crown Imperial 4-dr. 
hardtop, $1,050* (ps). 

LINCOLN—’54 Capri 4-dr., $155* (ps). 

MERCURY — ’'59 Voyager 4-dr., $1,425* 


(ps). 

"57 Montclair 2-dr. hardtop, $1,255* 
(ps); 4-dr. hardtop, $415* (ps); Com- 
muter 4-dr., $700*. 

’55 Montclair 2-dr. hardtop, $290* (ps). 

’54 Monterey 2-dr. hardtop, $110*. 

OLDSMOBILE—’60 (88) Super 4-dr., $2,- 


025* (ps). 

"59 (98) 4-dr. Holiday, $1,725* (ps); 
(88) 4-dr., $1,670* (ps); 4-dr, Holi- 
day, $1,455* (ps), $1,425* (ps); (88) 
Super 4-dr. Holiday, $1,575* (ps). 

’58 (88) Super 4-dr., $1,385* (ps); 4-dr. 
Holiday, $930* (ps); (88) 4-dr., $810* 
(ps); (98) conv., $1,180* (ps); 4-dr. 
Holiday, $1,020* (ps). 

57 (88) Super 2-dr. Holiday, $1,060* 
(ps); 4-dr., $770* (ps); 4-dr, Holiday, 
$730* (ps); (88) 4-dr., $935* (ps), 


$610*. 

"56 (88) 2-dr. Holiday, $445*; 4-dr., 

$270* (ps); 4-dr, Holiday, $175* (ps). 

PLYMOUTH—’'59 Savoy (8) 4-dr., $1,140* 
(ps), $1,140, $835, $745; 2-dr., $765; 
Suburban (8) Custom 4-dr., $1,100* 
(ps); Belvedere (8) 4-dr., $760. 

’58 Savoy (8) 4-dr., §700*; Plaza (8) 
2-dr., $685*; Belvedere (8) 4-dr., $650* 
(ps); Suburban (8) 4-dr., $620* (ps). 

’57 Fury (8) sport coupe, $985* (ps); 


Belvedere (8) 4-dr. hardtop, $615*; 
4-dr., $400* (ps); Plaza (8) 4-dr., 
$420°. 


"56 Savoy (8) 4-dr., $420*; Suburban 
(8) 2-dr., $275. 

PONTIAC—’ 60 Bonneville 4-dr. Vista, $2,- 
850* (ps); Ventura 4-dr, Vista, $2,- 
450° (ps). 

"59 Star Chief 4-dr., $1,745* (ps). 

’58 Chieftain 2-dr., $1,020*; Star Chief 
conv., $720* (ps). 

’57 Chieftain 2-dr., $705* 
Chief conv., $675* (ps). 

’56 Chieftain 4-dr. Catalina, $320* (ps); 
2-dr, Catalina, $275* (ps). 

'55 Chieftain 2-dr., $380*; 4-dr., $310*, 
$275*. 

STUDEBAKER—’'57 Scotsman (6) station 
wagon 2-dr., $305. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Dec, 8. 
Sold 368 cars from 647 consignments. 
BUICK—’60 Electra 4-dr. nardtop, $2,650* 

(ps); Invicta 4-dr. hardtop, $2,225* 
(ps); LeSabre 2-dr. hardtop, $1,965*. 

’59 Electra 4-dr. hardtop, $2,270* (ps); 
LeSabre 4-dr. hardtop, $1,635* (ps), 
$1,425. 

"58 Century conv., $1,225* (ps); Super 

4-dr., $800. 

"57 RM 4-dr. Riviera, $750* (ps); Super 

4-dr. Riviera, $705* (ps), $535* (ps). 

’56 Special 4-dr., $460*; Super 2-dr. 

Riviera, $435. 

’55 Special 4-dr. Riviera, $435°*. 

CADILLAC—’61 (62) 2-dr. hardtop, %,- 


(ps); Star 


de Ville, $1,875* (ps). 
’5T (62) 2-dr. hardtop, $1,515* (ps). 
"56 (62) Sedan de Ville, $930* (ps), 
$900* (ps). 
’54 (60) Special 4-dr., $460* (ps). 


CHEVROLET—’61 Bel Air (8) sport coupe, 


FORD—’60 Galaxie (8) 4-dr., $1,650* (ps); 
4-dr. Victoria, $1,650* (ps); Fairlane 
500 (8) 2-dr., $1,500*; Country Sedan 
(8) 4-dr., $1,430*%; Ranch Wagon (6) 
4-dr., $1,370*; Fairlane (6) 2-dr., $1,- 
290*; Falcon (6) 2-dr., $1,280. 





(ps); 4-dr., $220* (ps). 
"54 Crest (8) 2-dr. Victoria, $325. 
63 Crest (8) 2-dr, Victoria, $325*. 
"36 4-dr., $260. 


$2,310. "59 Galaxie (8) 2-dr. Victoria, $1,260*; . 
60 Impala (8) sport coupe, $2,300* (ps), Ranch Wagon (6) 4-dr., $1,175*; 2-dr., a 59 Imperial 4-dr., $2,200* 
$2,200* (ps), $2,100, $2,100* (ps), $835; Country Sedan (8) 4-dr., $1,100; a ' 
$1,940* (ps), $1,935*; sport sedan, Custom 300 (6) 4-dr., $1,000°; 2-dr.,|_ "57 Imperial 4-dr. hardtop, $850° (ps). 
$2,050* (ps), $1,835*, $1,825*; Bel $785; Custom 300 (8) 4-dr., $840; | UINCOLN—’61 Continental 4-dr. hardtop, 
Air (8) 4-dr., $1,500*. Fairlane (8) 4-dr., $905. 5990, 635* (ps). 
’58 Fairlane 500 (8) 4-dr. Victoria, 60 Premiere 4-dr., $3,025* (ps). 


’59 Impala (8) sport coupe, $1,475* (ps), 
$1,355*; Impala (6) 4-dr., $1,120* 
(ps); Brookwood (8) 4-dr., $1,435*; 
Brookwood (6) 4-dr., $1,345*; Nomad 
(6) 4-dr., $1,420*; Bel Air (8) 4-dr., 
$1,270*, $1,240*; sport sedan, $1,205* 
(ps); Bel Air (6) 4-dr., $1,220, $1,145. 

’58 Bel Air (6) 4-dr., $1,075* (ps), $1,- 
000*; Impala (8) sport coupe, $985* 
(ps); Biscayne (6) 2-dr., $885*, $880. 

’57 Bel Air (8) sport sedan, $1,045* (ps), 


$780*; conv., $735 (ps); Ranch (6) *58 Continental Mark III conv., $1,785* 


4-dr,. $640*; 2-dr., $345*. 
’°57 Ranch Wagon (6) 4-dr., $635*; Fair- 

lane 500 (8) 2-dr. Victoria, $565* (ps); 

4-dr., $450* (ps); Country Sedan (6)| ,_$700* (ps). 

4-dr., $490*; Custom (6) 4-dr., $485; 55 Capri 4-dr., $320* (ps). 

2-dr., $375; Custom (8) 4-dr., $460*; | MERCURY—’59 Colony Park 4-dr., $1,- 

2-dr., $325*. 830* (ps), $820*; Monterey 2-dr. hard- 
'56 Fairlane (8) 2-dr. Victoria, $290* top, $1,100*; 2-dr., $1,100*. 

(ps); 2-dr., $240*; Custom (6) 4-dr., ’58 Commuter 4-dr., $735*. 

$265*, $240*. - ’56 Monterey 2-dr. hardtop, $505°*. 


(ps). 
"56 Continental Mark II 4-dr. hardtop, 
$3,250* (ps); Premiere 2-dr. hardtop, 





$1,550°. 

’59 (88) Super Fiesta 4-dr., $2,000* (ps); 
(98) 2-dr. Scenic, $1,780* (ps); (88) 
4-dr. Holiday, $1,705*; 4-dr., $1,610* 
(ps); Fiesta 4-dr., $1,520* (ps). 

"568 (88) 2-dr. Holiday, $1,135* (ps); 
4-dr., $1,125* (ps); (88) Super 4-dr. 
Holiday, $830* (ps). 

"57 (98) 2-dr. Holiday, $880* (ps); (88) 
4-dr., $705*, $575*. 

"56 (88) 4-dr. Holiday, $425*; 4-dr., 
$340* (ps). 

’55 (88) 2-dr. Holiday, $485*; 4-dr. Holi- 
day, $260* (ps); 2-dr., $230*. 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
500*; Fury (8) conv., $1,350* (ps). 

’59 Fury (8) conv., $1,390* (ps); 2-dr. 
hardtop, $1,380* (ps), $1,200* (ps), 
$1,170* (ps); 4-dr., $1,090* (ps); Sub- 
urban (8) 4-dr., $1,290* (ps), $1,190* 
(ps); Belvedere (6) 4-dr., $990* (ps); 
2-dr., $900*. 

‘58 Suburban (8) 4-dr., $805*; Suburban 
(6) 4-dr., $655* (ps); Savoy (8) 4-dr., 
$750; Savoy (6) 2-dr., $515*; Belvedere 
(8) conv,, $695* (ps); Belvedere (6) 
2-dr, hardtop, $675*. 

"57 Plaza (6) 2-dr., $250. 

PONTIAC— 60 Bonneville Safari 4-dr., $2,- 
600* (ps); sport coupe, $2,350* (ps); 
Star Chief 4-dr. Vista, $2,300*; Cata- 
lina 4-dr, Vista, $2,135*. 

*59 Bonneville sport coupe, $1,950* (ps), 
$1,900* (ps); Catalina 4-dr. Vista, 
$1,795* (ps), $1,545* (ps); Catalina 
4-dr., $1,300*. 

‘58 Bonneville sport coupe, $1,005*. 

’56 Star Chief 4-dr. Catalina, 2 at $250*. 


RAMBLER—’59 Super (8) Cross Country, 
$1,225*; American (6) station wagon, 
$1,175*; Custom (6) 4-dr., $1,100*, 
$1,065* (ps); Super (6) 4-dr., $1,000*; 
Deluxe (6) 4-dr., $900. 

’58 Super (6) Cross Country, $815; Cus- 
tom (6) Cross Country, $785*; 4-dr., 


$800*; station wagon, $950*; 4-dr., 
$950*: conv., $900*; Bel Air (6) 4-dr.,| °55 Country Sedan (6) 4-dr., $380*;| °55 Monterey 2-dr, hardtop, $245. $675. 
$775*; Two-ten (8) 4-dr., $740*; One- Fairlane (8) 2-dr. Victoria, $225* | OLDSMOBILE — ’60 (88) 4-dr., $1,600*, (Continued on Page 36, Col, 1) 


To Chrysler Motors Corporation Dealers: 








LET MOPAR HELP YOU START THE NEW YEAR RIGHT 
WITH THE RIGHT PARTS INVENTORY CONTROL SYSTEM 


This is year-end inventory and stock renewal time. The action you 
take right now may go a long way toward determining the profits 
you can expect from your parts and service business next year. 

You save time and cut down waste when you use MoPar's 
exclusive Balanced Stock Plan and Inventory Control System. Your 
shelves are stocked to meet local requirements. You eliminate 
slow-moving items. You virtually do away with parts obsolescence. 

Call your MoPar Wholesaler today. He'll give you complete 
details about the Dealer Balanced Stock Plan, the MoPar Master 
Control System and the Physical Inventory and Analysis Pad. 
They’re available only from MoPar. 

With MoPar, you know you'll have the right part at the right 
place at the right time! 


MoPar Parts and Accessories 
Chrysler Motors Corporation, Detroit 31, Michigan 


INVEST IN YOUR FUTURE—BUY 100% MOPAR 


PARTS & ACCESSORIES 





See os ee 








(Continued from Page 35) 


"57 Custom (6) 4-dr., $490°; Super (6) "65 (62) Coupe de Ville, $785* (ps); 
Cross Country, $450*. conv., $775* (ps). 
*56 Custom Cross Country, $425*. "64 (62) 2-dr. hardtop, $700* (ps); 


Coupe de Ville, $685* (ps). 
"51 (75) Limousine, $280*. 
CHEVROLET—’'60 Corvette (8) conv., $2,- 
650; Impala (8) sport coupe, $2,300* 
(ps), $2,140* (ps), $2,125* (ps); sport 
sedan, $2,000* (ps); Corvair 700 (6) 
rr $1,610*; Biscayne (6) 4-dr., $1,- 
’59 Impala (8) sport coupe, $1,750* (ps), 
$1,680, $1,505 (ps); sport sedan, $1,- 


STUDEBAKER—'59 Lark (6) 2-dr., $850, 


$820. 
‘66 Silver Hawk (8) 2-dr., $495. 


MISCELLANEOUS—'59 Chevrolet (6) El 
Camino, $1,250. 


LOS ANGELES 
Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of Dec. 6. 


O96" (ps), $1,435; Bel Air (8) ar. 
BUIOK—’57 super : ‘ ; r (6) 2edr., $1,185, 
Fixes chk, e| ae a 

"sé 1 4 *: 2. yne ) 2-dr. 
ne 2-dr. | +58 Corvette (8) conv., $1,870°: Impala 


Riviera, $545°; conv., $465°; Century 
4-dr. Riviera, $460° (ps); RM conv., 
$300* (ps). 


(8) sport coupe, $1,300; Bel Air (8) 
sport sedan, $1,020; Biscayne (8) 4-dr., 
$1,000°. 


’55 Century 2-dr. Riviera, $385*, $310* 
(ps); 4-dr, Riviera, $375* (ps); RM 'S7 Bel Air (6) sport coupe, $1,095*; 
2-dr. Riviera, $375* (ps); Special 2- Bel Air (6) sport coupe, $1,075*; Two- 


ten (8) 4-dr., $665°*. 
'56 Nomad (8) 2-dr., $860*; Bel Air (8) 
sport sedan, $810*; conv., $560; 4-dr., 


dr, Riviera, $265* (ps). 
"54 RM 2-dr. Riviera, $250* (ps); Super 
4-dr., $200* (ps). 


CADILLAC—'60 de Ville 4-dr, hardtop, ees: Tues Ch) euert cote, OTs; 
° * station wagon, $685*, $575* (ps), 
$4,375* (ps); 2-dr, hardtop, $4,200 $525*; 4-dr., $680*; 2-dr., $635*; One- 


(ps); (62) 2-dr, hardtop, as (ps). 
"B98 de Ville 2-dr. hardtop, 2 at $3,450* 
(ps); 4-dr. hardtop, $3,350* (ps); (62) 


fifty (6) 2-dr., $525. 
‘55 Bel Air (8) sport coupe, $640*, $585°*, 


2-dr. hardtop, $3,200" (ps); conv., $585, $360°*; 4-dr., $635*, $535°; conv., $1,- (ps). 

$3,200° (ps). $635*; Bel Air (6) 2-dr., $505*; Two- 830° (ps), $1,730*; Country Sedan (8) ’59 (98) 2-dr. Scenic, $2,235* (ps), $2,- 
"BS (60) 4-dr, hardtop, $2,285* ten (6) Delray, $600; Two-ten (8) 4-dr. (9 pass.), $885*; (6 pass.), $850* 115* (ps); 4-dr. Holiday, $1,875* (ps); 

(ps); (62) 4-dr., $1,955* (ps). station wagon, $575* (ps); Fairlane 500 (8) conv., $735* (88) 2-dr. Scenic, $1,985* (ps); 4-dr. 
"66 (62) 2-dr. hardtop, $985* (ps). ‘54 Two-ten Delray, $360, $295; 2-dr., (ps), $550*%; DelRio (8) 2-dr., $650*; Holiday, $1,980* (ps). 








AUSCO 


For every 








-) 


Ausco has been making hydraulic and mechanical lifting 
equipment for the automotive industry for more than 50 
years, both for original equipment on trucks and cars and 
for service applications. Only a portion of the complete 
Ausco line is shown .. . for other types and sizes consult 
your Ausco disttibutor or write for catalog. Whatever your 
needs, Ausco’s your best buy. 


Hydraulic One End Lift with big 
10” rubber wheels at no extra 
cost. 142 tons capacity. 


New Ausco Air Lift gives fastest 
easiest one-end lift. Big 10” rub- 
ber wheels at no extra cost. 


=) 


oe 


Heavy-duty transmission 
handler for car and truck 






etc. 2000 Ibs. capacity. 


LIFTING 
EQUIPMENT 


service need. 


transmissions, differentials, 


$275; Bel Air 2-dr., $325; 4-dr., $305*, 
$200; One-fifty utility sedan, $215. 


"53 Two-ten 4-dr., $255; 2-dr., $155; 
Bel Air 2-dr., $245*, $215*, $200* (ps), 
$190*; One- fifty 2-dr., $180 


‘51 Deluxe 2-dr, hardtop, $200, $175*; 
station wagon, $110. 


"50 Deluxe 2-dr., $175. 


CHRYSLER — '59 Windsor 4-dr., $1,685* 
(ps). 
COMET—’60 Comet 4-dr., $1,635*. 
—’60 Adventurer 2-dr. hardtop, 


$2,860* (ps). 
55 Firedome 4-dr., $275*. 


DODGE—’60 Dart (8) Seneca 4-dr., $1,- 
575*. 
‘59 Coronet (8) 4-dr., $1,430* (ps). 
"58 Custom Royal (8) 4-dr, hardtop, 


$775* (ps). 

’S7 Royal (8) 4-dr., $475*. 

’56 Coronet (8) 2-dr., $290. 

’5S Royal (8) 4-dr. hardtop, $455* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,185* (ps). 

"60 Thunderbird (8) 2-dr, hardtop, $3,- 
100* (ps), $3,075", $3,050* (ps); 
conv., $3,100* (ps); Galaxie (8) Star- 
liner, $1,900* (ps); Falcon (6) station 
wagon, $1,750; 2-dr., $1,580, $1,545; 
4-dr., $1,515; Ranch Wagon (6) 2-dr., 


$1,650*. 

°59 Thunderbird (8) -2-dr, hardtop, $2,- 
850* (ps), $2,640* (ps); Galaxie (8) 
4-dr., Peso (ps); Ranch Wagon (6) 
2-dr., $1,250; Fairlane (8) 4-dr., $1,- 
050, $1,000, $995; Custom 300 (8) 2- 


dr., $990. 

'58 Thunderbird (8) 2-dr, hardtop, $2,- 
200* (ps), $2,135* (ps), $2,050* (ps); 
Country Sedan (8) 4-dr., $1,115* (ps), 
$975*; Custom 300 (8) 4-dr., $750* 


(ps). 
*°657 Thunderbird (8) 2-dr. hardtop, 












AUTOMOTIVE NEWS, DECEMBER 19, 1960 


Used-Car Auction Prices 























Custom 300 (8) 4-dr., $650* (ps); 
Main (8) 2-dr., $590; Custom (6) 4- 
dr., $515; business coupe, $415. 

'656 Thunderbird (8) 2-dr. hariitop, $1,- 
335; Fairlane (8) 4-dr. Victoria, $505*; 
4-dr., $480*, $300* (ps); conv., $420* 
(ps), $385* (ps); Ranch Wagon (8) 
2-dr., $370*; Custom 4-dr., $295*. 

*55 Thunderbird (8) 2-dr. hardtop, $1,- 
135°; Fairlane (8) 4-dr., $500*, 00*, 
$370*; conv., $465* (ps); Custom (8) 
4-dr., $385; Ry Wagon (8) 2-dr., 
$370°, $355* (ps 

'54 Ranch Wagon 25) 2-dr., $285*, $245*; 
Custom (8) 2-dr., $235; Crest (8) 
conv., $155*. 

‘53 Crest (8) 2-dr. Victoria, $195*; 
tom (6) 4-dr., $145; 2-dr., $100*; 
(6) 2-dr., $115. 

LINCOLN—’58 Continental Mark III conv., 
$2,150* (ps); Premiere 4-dr., $1,830* 
(ps). 

'57 Premiere 4-dr. hardtop, $1,300* (ps). 

'54 Capri 2-dr. hardtop, $145* (ps). 

MERCURY—’61 Meteor 600 2-dr., $2,100, 

’59 Montclair 2-dr. hardtop, $1,850* (ps); 
Commuter 4-dr., $1,810* (ps). 

‘58 Monterey 2-dr., $825* (ps). 

’S7 Montclair 2-dr. hardtop, $925* (ps); 
Monterey 2-dr., $465*. 

56 Monterey 2-dr. hardtop, $510* (ps); 
Custom station wagon, $365*; 2-dr. 
hardtop, $235*. 

'55 Montclair 2-dr. hardtop, $480*, $400*, 
$260*; conv., $285*; Monterey 2-dr. 
hardtop, $335*, $330*. 

’54 Monterey 2-dr. hardtop, $275*, $175*, 

. 


Cus- 
Main 


$165*. 
'52 Custom 2-dr. hardtop, $125*. 
OLDSMOBILE—’61 F-85 station wagon, 


$2,650. 
"60 $2,590° 


(88) Holiday, 


Super 4-dr. 


Ausco Hydraulic 
Hand Jacks. Nine 
sizes, 1% to 100 
tons capacity. 





Hydraulic Service 
Jacks — Six sizes, 
from 1% to 20 tons. 
Sturdy, reliable for 
long service use. 














’57 (88) 2-dr. Holiday, $980* (ps). 

’56 (88) 4-dr. Holiday, $585* (ps), $550* 
(ps); (98) 4-dr. Holiday, $550* (ps). 

’55 (88) Super 4-dr. Holiday, $425*; 2- 
dr. Holiday, $290* (ps). 

‘54 (88) Super 4-dr., $430*. 

’53 (98) 4-dr., $160* (ps). 

PACKARD—’55 (400) 2-dr. hardtop, $375* 


(ps). 
PLYMOUTH—’58 Savoy (8) 4-dr., $585*. 
'57 Suburban (8) Custom 4-dr. (9 pass.), 
$750* (ps); Sport 4-dr., $685* (ps). 
’564 Belvedere 4-dr., $120*, 
'63 Suburban 2-dr., $105. 
"62 Cambridge 2-dr., $110. 
PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 
800* (ps). 
’58 Bonneville sport coupe, $1,600* (ps); 
Star Chief Safari 4-dr., $1,350* (ps); 
Super Chief 4-dr. Catalina, $1,050* 


(ps). 

57 Chieftain 2-dr. Catalina, $800* (ps); 
Safari 4-dr., $685*. 

’56 Chieftain Safari 4-dr. , $585* ( 

"55 Star Chief 2-dr. Catalina, 9 
$335° (ps); Chieftain 2-dr. Catalina, 


$350* 
‘54 Star Chief conv., $100*. 
63 Chieftain 2-dr. Catalina, $115*. 
Mery aes Custom Cross Country, 
445°. 
STUDEBAKER—’59 Lark (8) 2-dr. hard- 
top, $1,135. 

’54 Commander (8) 2-dr., $265*. 

VALIANT—'60 Valiant V-200 station wag- 
on, $2,100*. 

MISCELLANEOUS—’ 60 Ford Fleetside %- 
ton pickup, $1,585, 

"59 Chevrolet (6) El Camino, $1,285; (8) 
Fleetside %-ton pickup, $1,200; (6) 
¥%-ton pickup, $1,115; Ford (8) F-250 
%-ton pickup, $1,135; (8) F-100 %-ton 
pickup, $985. 

'58 Ford (8) F-100 %-ton pickup, $830. 

’57 Ford (8) %-ton pickup, $740*, $665. 

’56 Ford (6) F-100 %-ton pickup, $610, 


$535; (6) -ton panel, $525; Dodge 
(8) %-ton L pickup, $360. 

’55 International %-ton pickup, $450; 
Ford (6) F-100 %-ton pickup, $380. 
’52 International Cab & Chassis, $225; 
Ford (8) %-ton pickup, $175. 
’51 Chevrolet delivery sedan, $245. 


ALBANY, N. Y. 


Tim Anspach Dealer’s Auto Auction, Inc. 
Sale every Monday. Prices are for sale of 
Dec. 5. Prices were real strong on all cars 
showing class. 1956 modeis were a bit more 
difficult to sell than usual, the 1959 cars 
showed a lower percentage of sales because 
sellers are expecting too much for them. 
Sold 70.5 percent of 103 consignments. 


BUICK—’58 Super 2-dr. Riviera, $1,100* 
(ps). 

’57 Super 4-dr., $490*. 

55 Super 2-dr. Riviera, $230*; 2-dr., 
$160*; Super 2-dr., $190* (ps). 

"54 Century 2-dr., $210* (ps). 

CHEVROLET—’'59 Bel Air (6) 4-dr., $1,- 
300*; 2-dr., $925, $850; Bel Air (8) 
4-dr., $975, $950; Brookwood (6) 4-dr., 
$1,285*; Biscayne (6) 4-dr. (taxi), 
$750. 

’58 Bel Air (8) 2-dr. hardtop, $960*; 4- 
dr., $890*; Two-ten (6) 2-dr., $690; 
station wagon 4-dr., $540. 

56 Bel Air (8) conv., $490* (ps); 2- 
r., $485°. 

’55 Bel Air (8) 2-dr., $465*, $430, $400*, 
$270; Two-ten (6) station wagon 2- 


r., $430; 2-dr., $380*. 
’54 Two-ten 2-dr., $240; One-fifty 4-dr., 


$235*; Bel Air 4-dr., $210. 
53 Two-ten station wagon 4-dr., $110. 
’52 Deluxe 2-dr., $135. 
CHRYSLER—’57 NY 4-dr., $640* (ps). 
DeSOTO—’57 Firedome 4-dr., $550* (ps), 
$500* (ps), $310* (ps). 
DODGE—’57 Coronet (8) 4-dr. hardtop, 


$525*. 
EDSEL—’58 Pacer 2-dr. hardtop, $540*. 
FORD—’60 Galaxie (8) 2-dr., $1,750*; 
Fairlane 500 (8) 2-dr., $1,420*. 

‘59 Country Squire (8) 4-dr., $1,500* 
(ps); Country Sedan (8) 4-dr., $1,340*; 
Galaxie (6) 2-dr., $1,330; Custom 300 
(8) 2-dr., $895*. 

58 Thunderbird (8) conv., $1,875* (ps); 
Fairlane 500 (8) 2-dr, Victoria, $925*; 


conv., $785* (ps); Country Sedan (8) 
4-dr., $875* (ps); Custom (8) 2-dr., 
$740°, $680*, $570*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $600* 
(ps). 

"56 Country Sedan (8) 4-dr., $650*, 
$440*; Fairlane (8) 2-dr., $575* (ps); 
2-dr. Victoria, $350*; Custom (8) 2- 
dr., $440, $350*; 4-dr., $440*; Main 
(6) 2-dr., $310. 

’55 Country Sedan (8) 4-dr., $385*; Cus- 


tom (8) 4-dr., $300; Fairlane (8) 
Crown Victoria, $200*. 
’54 Custom (8) 4-dr., $135*. 
LINCOLN—’60 Continental Mark V 4-dr., 
$4,400* (ps). 

’59 Continental Mark IV 4-dr, 
$2,825* (ps). 
MERCURY — ‘58 Montclair 4-dr., 

(ps). 

’57 Monterey 4-dr. hardtop, $600*. 

’56 Monterey 2-dr., $360*. 

’55 Monterey conv., $150* 
$135*. 

OLDSMOBILE—’59 (98) conv., 

(ps); 2-dr., $1,710* (ps). 

'58 (88) 4-dr., $1,000* (ps); $825* (ps). 

’57 (88) Fiesta 4-dr., $810* (ps); 4-dr. 
Holiday, $710* (ps); (98) 2-dr. Holi- 
day, $350* (ps). 

‘56 (88) 2-dr. Holiday, $650* (ps). 

’55 (98) 4-dr. Holiday, $285* (ps). 


hardtop, 
$870° 


4-dr., 
$1,715* 


(ps) ; 


PLYMOUTH—'56 Plaza (8) 4-dr., $190; 
Savoy (8) 4-dr., $190*. 
'55 Belvedere (6) 2-dr. hardtop, $350*; 


Savoy (6) 2-dr., $210*, 
'54 Savoy 2-dr., $140. 
PONTIAC—’'61 Catalina sport coupe, 
450* (ps). 
’57 Star Chief 4-dr. os. $760* (ps); 
2-dr. Catalina, $685* (ps 
'56 Chieftain 4-dr. Catalina, $370*; 2- 
r., $370°*. 
’55 Chieftain 4-dr., $170. 
'54 Chieftain 2-dr. Catalina, $185* (ps). 
RAMBLER—’59 Deluxe (6) 4-dr., $1,125. 
58 Super (6) 4-dr., $825, $800°. 
'55 Super 4-dr., $160. 
MISCELLANEOUS — '57 Chevrolet Carry- 
all, $700. 
‘53 Willys Jeep 2-dr. 


FLINT 


$2,- 


wagon, $320. 





i 
j 
j 
i 






Mobile Shop Cranes from % 
to 1 ton. Also truck-mounted, 
electric or manual. 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Dec. 7. Prices 
seemed to be a little more firm and buyers 
were showing a greater interest. Sold 160 
cars from 309 consignments. 

BUICK—’60 LeSabre Estate Wagon 4-dr., 
$2,500* (ps); 4-dr., $2,325* (ps), $1,- 
870* (ps); 4-dr. hardtop, $2,300° (ps), 
$2,200* (ps); conv., $2,280*° (ps); 2- 


dr., $1,850°. 
’59 Electra 4-dr., $1,700* (ps), $1,600* 
(ps); Invicta 2-dr. hardtop, $1,590* 


(Continued on Page 37, Col, 1) 


Other models available, 
mechanical and hydraulic. 
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(ps); LeSabre 4-dr., $1,410* (ps); 2- 


dr. hardtop, $1,400*; 2-dr., $1,300*, 

’658 Super 4-dr. Riviera, $1,200* (ps); 
Special 2-dr., $775*. 

"57 Century Estate Wagon 4-dr., $835* 
(ps); 2-dr. Riviera, $500*; Special 4- 
r., $750*, $500°. 

’56 Special 2-dr., $455*, $325*; 4-dr. 
Riviera, $325*; Super 4-dr., $425* 


(ps). 
CADILLAC—’58 (62) Sedan ie Ville, $1,- 
940° (ps). 

’57 (62) Sedan de Ville, $1,575* (ps). 

’56 Eldorado conv., $975* (ps); (62) 4- 
r., $580* (ps). 

’53 (62) 4-dr., $190* (ps). 

CHEVROLET—’'61 Impala (8) 2-dr. hard- 
top, $2,625* (ps); 2-dr., $2,525*. 

’60 Impala (8) conv., $2,100*, $1,835*; 
2-dr. hardtop, $1,900*, $1,780* (ps); 
Bel Air (8) 4-dr., $1,715*, $1,650*; 
Bel Air (6) 4-dr., $1,520; Corvair 
(500) 4-dr., $1,275. 

’59 Impala (8 )conv., $1,436* (ps); 2-dr. 
hardtop, $1,390%, $1,325; 4-dr., $1,- 
345° (ps); 4-dr. hardtop, $1,320* (ps); 
Brookwood (6) 4-dr., $1,290*, $960; 
Bel Air (8) 2-dr., $1,270*; 4-dr., §1,- 
215* (ps), $1,055; Bel Air (6) 4-dr., 
$1,240" (ps); Biscayne (8) 4-dr., $1,- 
005; Biscayne (6) 2-dr., $985*, $960. 

658 Bel Air (8) 4-dr., $1,050*; Biscayne 
(6) 4-dr., $745, $600. 

’57 Two-ten (8) 4-dr. hardtop, $830*; 2- 
dr., $565*; station wagon 4-dr., $745; 
Bel Air (8) 2-dr., $780* (ps); Bel Air 
(6) 4-dr., $705; One-fifty (6) 2-dr., 
$675, $480. 

'56 Two-ten (8) station wagon 4-dr., 
$560*; Two-ten (6) station wagon 4- 
dr., $345; Bel Air (8) 4-dr., $335*. 

’55 Two-ten (8) 4-dr., $185*, $180. 

’54 Two-ten station wagon, $315; Bel Air 
4-dr., $275*, $265°. 

DODGE—’61 Dart (8) Seneca 2-dr., $1,- 
605. 
’55 Royal (8) 4-dr., $155°. 


FORD— #1 Faicon (6) 2-dr., $1,710. 
60 Galaxie (8) conv., $1,805* (ps); 
Ranch Wagon (8) 4-dr., $1,725"; Cus- 


tom 300 (8) 4-dr., $1, 510*; Custom 300 
(6) 4-dr., $1,350; Falcon (6) 4-dr., 
$1,450, $1,430, $1,250; Fairlane (6) 2- 
dr., $1,425. 

’59 Thunderbird (8) conv., $2,115* (ps); 
Galaxie (8) 4-dr., $1,300* (ps); 4-dr. 
Victoria, $1,225*; Fairlane 500 (8) 2- 
dr., $1,010* (ps); Fairlane (6) 4-dr., 
$855, $720; Custom 300 (8) 4-dr., $1,- 
000*, $825* (ps). 

58 Custom 300 (8) 4-dr., $850°*, 

’57 Fairlane 500 (8) 4-dr. Victoria, $700* 
(ps); Country Sedan (8) 4-dr., $550*; 
Custom (8) 2-dr., $450*, $415; Custom 
300 (8) 2-dr., $325*. 

’56 Fairlane 500 (8) 4-dr. Victoria, $425° 
(ps); Country Sedan (8) 4-dr., $390* 
(ps), $350*%; Custom (8) 2-dr., $145. 

’55 Custom (8) 2-dr., $230, $300, 

HUDSON—’ 54 Hornet 4-dr., $145°. 
IMPERIAL—’57 Crown Imperial conv., 
$1,135". 

LINCOLN—’58 Capri 4-dr., $1,480* (ps). 
‘56 Premiere 4-dr., $620* (ps). 
MERCURY—’57 Commuter 4-dr., $525* 

(ps); Monterey 4-dr., $440*. 

’55 Monterey 2-dr., $275* (ps); Custom 
2-dr., $190°*. 

OLDSMOBILE —’'60 (88) 4-dr. Holiday, 
$2,150* (ps), $2,125* (ps), $2,050* 


(ps). 

’59 (98) 2-dr. Scenic, $1,810* (ps); (88) 
2-dr. Scenic, $1,530* (ps); 4-dr., $1,- 
470* (ps); (88) Super 2-dr. Scenic, 
$1,510° (ps). 

’58 (88) to. Holiday, $1,405* (ps); 
4-dr., $1,165* (ps); (88) Super 4-dr., 
$910* (ps); (98) 4-dr., $1,005* (ps). 

'5S7 (88) Super Fiesta 4-dr. hardtop, 
$865* (ps); (88) 4-dr., $575* (ps). 

'56 (98) 2-dr., $400*. 

’55 (98) 4-dr., $280* (ps). 

PLYMOUTH—’59 Savoy (8) 2-dr., $885. 

™ Bag (8) 4-dr., $680* (ps); 2- 

$665* (ps). 

‘et ‘sever 2-dr., $450°*. 

PONTIAC—’' 60 Bonneville 4-dr. Vista, $2,- 
495* (ps); Star Chief 4-dr., $2,115* 
(ps), $2,090* (ps); Catalina 4-dr., $1,- 
815* (ps). 

’59 Catalina Safari 4-dr., $1,630* (ps); 
2-dr., $1,105*. 

'58 Chieftain Safari 4-dr., $1,075* (ps). 

’S7 Chieftain 2-dr. Catalina, $550°. 

'55 Star Chief 4-dr., $190*. 

’564 Chieftain 2-dr., $100*. 

RAMBLER—’60 Super (6) station wagon 
4-dr., $1,530. 

’59 Super (6) 2-dr., $675. 

’68 Super (8) 4-dr., $910* (ps); Super 
(6) Cross Country 4-dr., $845*; 4-dr., 
$600. 

STUDEBAKER—’'59 Lark (6) 4-dr., $800*. 

MISCELLANEOUS -— ‘57 Chevrolet (6) 
stake, $790. 


NEWINGTON, CONN. 


Newington Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Dec. 8, 
The entry was limited ‘ere this week — 
slightly off due to cold weather. Buyers 
in attendance were very active. Clean and 
sharp units moved very well but rough 
cars found rough going. Prices were defi- 
nitely lower. Sold 61 cars from 107 con- 
signments. 

BUIOK—’57 Century conv., $740* (ps); 
Special 2-dr. Riviera, $630*; RM 4-dr. 
Riviera, $575*. 

’55 Super 2-dr. Riviera, $350*. 


’54 Special 4-dr., $185* (ps). 
CADILLAC—'59 Eldorado conv., $3,550* 
(ps). 
56 (62) conv., $1,075* (ps); 4-dr., $935* 


(ps). 

'54 (62) 4-dr., $525* (ps) 

CHEVROLET—'59 Impala (6) 4-dr., $1,- 

650 (ps); Parkwood (6) 4-dr., $1,450*, 
$1,410*; Bel Air (8) 4-dr., $1,035°*. 

'58 Biscayne (8) 4-dr., $825°*, 

'57 Two-ten (8) sport sedan, $700*; sta- 
tion wagon 4-dr. (9 pass.), $700*, 

'56 Bel Air (8) 4-dr., $710*, $550; 2-dr., 
$485. 

'55 Two-ten (6) sport coupe, $335*; Bel 
Air (6) 2-dr., $250*, $225°. 


DeSOTO—'56 Firedome 4-dr., $360*. 
DODGE—’56 Coronet (8) 4-dr., $380*. 
FORD—’'60 Fairlane (6) 4-dr., $1,470; 
Galaxie (6) starliner, $1,425; Falcon 
(6) 4-dr., $1,425*. 
’58 Fairlane 500 (8) conv., $830°*. 


’57 Custom 300 (8) 4-dr., $460*; Custom 
(8) 2-dr., $450. 
‘56 Fairlane (8) 2-dr., $390*; 


Sedan (8) 4-dr., $325*, 


Country 


‘55 Country Squire (8) 4- dr., 
; Fairlane (6) 2-dr. Victoria, $125*. 
10 Model T 2-dr. Miniature, $275, 


tion wagon, $285*. ps). 
"53 Monterey 4-dr., 


a —'54 (98) 2-dr. 


PACKARD—’55 (400) 2-dr., 
"54 Clipper 2-dr., $150 
PLYMOUTH—’ 60 Suburban (8) Sport 4-dr., 


$1,900*. 


"55 Belvedere (6) 4-4r., $175. 
PONTIAC—’56 Chieftain 4-dr. 


$450* (ps 


MISCELLANEOUS — '54 Studebaker (6) 
1%-ton cab & chassis, $250. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Dec. 7. 
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'56 Special 2-dr., $330. 
OADILLAC—’ 57 (62) 2-dr. hardtop, $1,- 
380* (ps). 
"56 (62) Coupe de Ville, $1,100* (ps). 
CHEVROLET—’60 Impala (8) conv., §$2,- 
000* (ps), $1,985* (ps); Bel Air (6) 
2-dr., $1,450*. 
"59 Parkwood (8) 4-dr., $1,400*, $1,- 
300* (ps); Parkwood (6) 4-dr., $1,- 


200*; Bel Air (6) 4-dr., $1, 260°; Bel 
$335° ( Air (8) 2-dr., $1,105*; Impala. (8) 
Ps); sport coupe, $1,225* (ps); Brookwood 


(6) 4-dr., $1,080* (ps). 


’58 Biscayne (8) 4-dr., $970*, $900*, 


MERCURY—’58 Monterey 4-dr. hardtop, $850* (ps); Bel Air (8) 4-dr., $850* 
; $900* (ps). (ps), $730* (ps); Delray (6) 2-dr., 
57 Colony Park 4-dr., $825*; Monterey $635*; Biscayne (6) 2-dr., $600*. 

y 2-dr., $425*. ’56 Two-ten (8) 2-dr., $540*; station 
"56 Custom 4-dr., $185*, wagon 2-dr., $535%, $515*, $510. 
55 Monterey conv., $375*; Custom sta- CHRYSLER—'5i NY 2-dr. hardtop, $825° 


50 NY 4-dr., $530* (ps). 

Holiday, sonee vs Dart (8) Seneca 2-dr., $1,- 
’59 Coronet (8) 4-dr., $1,050°. 
"57 Coronet (8) conv., $500%; Custom 

Royal (8) 4-dr. hardtop, $400* (ps). 
’56 Coronet (8) Suburban 4-dr., $290*. 

° EDSEL—’59 Villager 4-dr., $1,100* (ps). 
atalina, | FORD—'60 Thunderbird (8) 2-dr, hardtop, 

$2,550* (ps); Galaxie (8) conv., $1,- 


$100*. 


$190° (ps). 


’55 Star Chief 4- dr., $225*. ° 
'S4 Chieftain 2-dr, Catalina, $125*. or, 6n.00ee,  aaameen” To0* (pe); Ps 
— wel 58 Super (6) Cross Country, 2-dr., $1, 380; Fairlane 500 (3) ‘dr. 


Ranch Wagon (8) 4-dr., $1,- 


350. 

’59 Thunderbird (8) conv., $2,300* (ps); 
Galaxie (8) 2-dr. Victoria, $1,470*, 
$1,410*; 4-dr. Victoria, $1,455* O50: 
Country Squire (8) 4-dr., $1,380 
Country Sedan (8) 4-dr., $1, 375° (ps): 
Fairlane 500 (8) 4-dr., $1,165*; Cus- 


$1,345*; 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- tom 300 (6) 2- es = 
520°; 4-dr. hardtop, | $1,520" (ps); In- $875. CO) Sede, ALMs 4. 
‘ vie r., (ps). ‘58 Thunderbird (8) 2-dr, hardt 1,- 
57 Special conv., $700*%; RM _ conv., 900* (ps); Fairlane 500 (8) sayitees, 
$650*. $1,290* (ps); 2-dr. Victoria, $930* 


EAKYRoo¢ PISTON 


NEW SLO-CHROME MEANS IMMEDIATE 
AND PERMANENT OIL CONTROL 


SLO-CHROME—exclusive 
with McQUAY-NORRIS—is a 
special, unhurried plating 
process whereby dense, fine 
grain chrome is carefully applied to assure immediate and 
permanent oil control. SLO-CHROME is more expensive to 
produce than other types of plating, yet costs you no more. 
SLO-CHROME is used on all steel rails, and on top chrome 
rings. 


SEVEN 
WIPING 
EDGES 


The famous Leak-Proof 
piston ring set (including the 
outstanding ‘'400” oil ring) 
has seven (count 'em) wip- 
ing edges. No other ring set 
has so many wiping edges 
to save your customers gas 
and oil. 
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(ps); 4-dr., $765*; Country Squire (8) 
4-dr., $1,080" ; Country Sedan (8) 
4-dr., $925°; Custom 300 (8) 4-dr., 
$650. 

’57 Country Sedan (8) 4-dr., $625*; Fair- 
lane 500 (8) 2-dr. Victoria, $600°; 
2-dr., $600*, $570*; conv., $580°; 4-dr., 
$475; Custom (6) 2- dr., $340. 


teen —’60 Imperial 2-dr., $2,575* 
ps). 
MEROURY—’59 Monterey 2-dr. hardtop, 


$1,360* (ps). 

’58 Monterey 4-dr. hardtop, $740*. 

"57 Monterey 2-dr., $635*; Commuter 
4-dr., $600* (ps); Turnpike Cruiser 4- 
dr. hardtop, $590* (ps). 

‘56 Montclair 2-dr. hardtop, $600*; Mon- 
terey 2-dr, hardtop, $570*. 

’65 Monterey 4-dr., $250, $200*. 


OLDSMOBILE—’61 (88) Super conv., $2,- 
950* (ps). 
*60 (88) 2-dr. Scenic, $1,800*. 
"58 (98) 4-dr., $1,150* (ps); (88) 2-dr. 
Holiday, $1,050* (ps); 4- ar, Holiday, 


$965* (ps). 
’57 (88) 4-dr., $715*, $685*. 
PLYMOUTH—'6o Belvedere (8) 4-dr., $1,- 


'58 Savoy (8) 2-dr, hardtop, $600. 

"57 Belvedere (8) 4-dr., $500*, $450*; 
Savoy (8) 2-dr., $450°; Plaza (6) 
4-dr., $340*. 

PONTIAC—’61 Bonneville sport coupe, $3,- 
010* (ps). 

"59 Catalina conv., $1,460* (ps); 4-dr., 
$1,450* (ps), $1,420* (ps); 2-dr., $1,- 
400* (ps). 

’58 Super Chief 4-dr, Catalina, $1,100*. 

’56 Chieftain station wagon 2-dr., $365*. 

‘55 Star Chief 2-dr., $260* (ps). 


"60 Super (6) station wagon 
2-dr., $1,310. 
oor (6) Cross Country 4-dr., $1,- 


’58 Custom (6) Cross Country 4-dr., $1,- 
050; 4-dr., 
$715. 


$815; Super (6) 2-dr., 


SEAS 













RINGS 


ae 
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‘57 Custom (8) 4-dr., $550*, 
VALIANT— 60 V-100 (6) 4-dr., $1,300. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale evé 
Wednesday. Prices are for sale of Dec, 7 
BUICK—’59 Invicta 4-dr. hardtop, $1,470* 

(ps); 4-dr., $1,300. a . 

"ST Super 2-dr. Riviera, $795* (ps), 
$640° (ps); Century 4-dr. Riviera, 
$675* (ps), $605* (ps). 

’56 Special 2-dr., $515*; RM conv., $450* 
(ps); Super 2-dr. Riviera, $350° (ps). 

‘55 Special 4-dr., =" Century 2-dr. 
Riviera, $225* ‘(ps 

’54 Super 4-dr., suis’ (ps), $110. 

’53 Special 2-dr. Riviera, $100*. 
CADILLAO—’57 (62) 4-dr., $1,495* (ps). 
CHEVROLET—’60 Corvair (500) (6) 4-dr., 

$1,300*. 

’59 Impala (8) 4-dr. hardtop, $1,610* 
(ps); 2-dr. hardtop, $1,580* (ps), $1,- 
240* (ps); Kingswood (8) 4-dr., $1,- 
420° (ps); Brookwood (8) 4-dr., $1,- 
345*; Bel Air (8) 4-dr., $1, 310°, $1,- 
250*, $1,225*, $1,165*, $1,160° ( Ps); 
Bel Air (6) 2-dr., 2 at 2 120°, $1,075; 
4-dr., 2 at $1, 100°, $1,090. 

"58 Bei Air (8) 2-dr. hardtop, $1,150°, 
$950; Brookwood (6) 4-dr., $1,015, $1,- 
coat: Biscayne (6) 4-dr., *, $350° 
ps 

‘57 Bel Air (6) station wagon 4-dr., 
$830*; Two-ten (6) 2-dr., $825*, $765*, 
$610*; Two-ten (8) 4- dr., $725° (ps). 

‘56 Bel Air (8) 4-dr. hardtop, $700; 2- 
dr. hardtop, $660*; Two-ten (6) 2-dr., 
$580*, $500, $305; Two-ten (8) 4-dr., 
$275; One-fifty (6) 4-dr., $470*. 

55 Two-ten (8) station wagon 4-dr., 
$530*, $490*; Two-ten (6) 4-dr., $340; 
Bet! Air (8) 4-dr,, $400*; Bel Air (6) 
2-dr. hardtop, $270*; One-fifty (6) sta- 
tion wagon, $225*, $190*. 

'564 Bel Air 4-dr., $315*, $270*; One- 

(Continued on Page 38, Col. 1) 
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fifty 4-dr., $155. 
"63 Bel Air 4-dr., $115*. 
DeSOTO—'57 Firesweep 4-dr., $485*. 
DODGE—’58 Coronet (8) 2-dr. hardtop, 
$850*° (ps); Royal (8) 4-dr. hardtop, 
$800* (ps). 
*54 Meadowbrook 2-dr., $130*. 
FORD—'’60 Thunderbird (8) 2-dr, hardtop, 
$2,860* (ps); Falcon (6) 4-dr., $1,450. 
’59 Country Sedan (8) 4-dr., $1,320* 
(ps); Custom 300 (8) 2-dr.,. $1,150. 
*58 Thunderbird (8) 2-dr. hardtop, $1,- 
700*; Country Squire (8) 4-dr., $1,- 
000* (ps); Fairlane (8) 4-dr., $840*; 
Custom 300 (8) 4-dr., $750°, $640; 2- 
dr., $550; Ranch Wagon (6) 2-dr., 


$555. 

’S7 Fairlane 500 (8) 2-dr. Victoria, $810* 
(ps), $670, $600*; Custom (8) 2-dr., 
$550*, $460°; Ranch Wagon (8) 2-dr., 


$400°. 
56 Custom (6) 4-dr., $450*, $360; Main 
Fairlane (8) 


(8) 2-dr., $400*, $245*; 
2-dr., $355*, $320*, $275, $250*. 

55 Ranch Wagon (8) 2-dr., $390, $170, 
$165; Custom (6) 2-dr., $375*; 4-dr., 
$215*, $135*; Main (8) 4-dr., $300*; 
Country Sedan (8) 4-dr., $230*. 

’54 Country Squire (8) 4-dr., $185*; 
Crest (8) 2-dr., $180*. 

’53 Country Sedan (8) 4-dr., $135* (ps). 

MERCURY—’57 Colony Park 4-dr., $765* 
(ps); Monterey 2-dr., $575*; 2-dr. 
hardtop, $410*. 

*55 Monterey 4-dr., $310*. 

'54 Monterey 2-dr. hardtop, $115*. 
OLDSMOBILE — '59 (88) 4-dr., $1,720* 


(ps); (88) Super 4-dr. Holiday, §$1,- 
600* (ps). 
"56 (88) 2-dr., $525*; (98) 2-dr. Holiday, 
$330* (ps). 
"55 (98) 4-dr., $375*, $255*; (98) 4-dr., 
$265* (ps). 
’54 (88) Super 4-dr., $170* (ps). 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $695* (ps); Savoy (8) 2-dr., 
$590*; Plaza (8) 4-dr., $460*, 
'S7 Belvedere (8) 4-dr., $555. 
’56 Plaza (6) 2-dr., $360*. $180*. 


PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 


655* (ps); Bonneville conv., $1,300* 
(ps). 

‘58 Chieftain 4-dr., $900* (ps 

’57 Star Chief 2-dr. Catalina, 780° (ps), 


$570* (ps). 
'655 Chieftain 4-dr., $350* (ps). 
‘52 Chieftain 4-dr., $125*. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Dec. 8. Good 
activity on all models through ‘60s, with 
more ‘59 and ‘60s sold than in past six 
weeks. Sold 189 cars from 302 consign- 
ments. 


BUICK—’59 Invicta 4-dr., $1,640* (ps); 
LeSabre 4-dr., $1,520* (ps). 
"58 Super 2-dr. Riviera, $1,040* (ps); 


Special 2-dr., $885°. 
’S7 Super 2-dr. Riviera, $840*; Special 
2-dr. Riviera, $720* (ps); 2-dr., $645*. 
‘56 Super 4-dr. Riviera, $605*; 4-dr., 


$430* (ps); 2-dr. Riviera, $545°*, 
(ps); Special 4-dr. Riviera, $395*. 
°55 Special 2-dr. Riviera, $275*. 


CADILLAC—’59 (62) 4-dr., $2,700* (ps). 
*58 (62) conv., $2,040* (ps); 4-dr., $1,- 
840° (ps); (75) 4-dr., $1,780* (ps). 
’S7 (62) 4-dr., $1,580* (ps); (60) Special 

4-dr., $1,560*. 

"56 (62) 2-dr., $1,080* (ps). 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,105. 

’59 Impala (8) conv., 
hardtop, $1,500* (ps), 
hardtop, $1,485* (ps); 
dr. ‘hardtop, $1,440*; 
4-dr., $1,320, $1,240*; 
dr., $1,240*; Biscayne (6) 4-dr., $1,- 
140°. . 

"58 Nomad (8) 4-dr., $1,165* (ps); Bel 
Air (8) conv., $1,095* (ps); 4-dr., 
$965* (ps); Two-ten (8) station wag- 
on 4-dr., $1,070* (ps); Biscayne (6) 
2-dr., $855, $840*; Biscayne (8) 2-dr., 
$765*. 

’57 Bel Air (8) 4-dr., $925* (ps), $745* 
(ps); conv., $820*; 2-dr. hardtop, $820* 
(ps), $815*. 

’56 Bel Air (8) 2-dr., $685* (ps), $655*; 
2-dr. hardtop, $410; 4-dr., $570*, $435; 
Two-ten (8) 4-dr., $485*; Two-ten (6) 
4-dr., $485. 

‘55 Bel Air (8) 2-dr. hardtop, $560*; 4- 
dr., $545*, $525*; Bel Air (6) 2-dr., 
$410, $390; Two-ten (8) station wag- 
on 4-dr., $540; 4-dr., $475*, $385*. 

'54 Two-ten 4-dr., $405; 2-dr., $400; Bel 
Air 4-dr., $355*. 

CHRYSLER—’59 Saratoga 4-dr. 
$1,670* (ps). 

'S7 Saratoga 2-dr. hardtop, $640* (ps). 

DODGE—’60 Seneca (8) 2-dr., $1,430°*. 

"59 Royal (8) 4-dr., $1,440* . 

*58 Royal (8) 2-dr. hardtop, $820* (ps). 

‘55 Royal (8) 4-dr., $225*. 

FORD—’60 Fairlane (8) 2-dr., f 410°; 
Custom 300 (8) 4-dr., $1,285* (ps). 


$540* 


$1,510* (ps); 2-dr. 
$1,485*; 4-dr. 
Bel Air (8) 2- 
2-dr., $1,130*; 
Nomad (8) 2- 


hardtop, 


‘59 Country Sedan (8) 4-dr., 
$1,300*; Fairlane (8) 4-dr., $1,165*, 
$860; Custom 300 (6) 2-dr., $1,130; 
$755; Custom 300 (8) 2-dr., $820. 

‘58 Custom 300 (6) 4-dr., $630*. 


$1,310*, 


"57 Country Sedan (8) 4-dr., $790", 
$675*; Fairlane 500 (8) 4-dr., $760*, 
$570*; Custom 300 (8) 2-dr., $555*; 


Ranch Wagon (8) 2-dr., $540*, 

’56 Fairlane (8) 2-dr. Victoria, 
$350*; conv., $395*; 4-dr., $395, $350*; 
Custom (8) 2-dr., $500° ; Ranch Wagon 
(8) 2-dr., $445*; Country Sedan (8) 4- 
dr., $395*, $330*. 

’55 Fairlane (8) 4-dr., $410*; 2-dr. Vic- 
toria, $350*; Custom (8) 4-dr., $375*; 
Country Sedan (8) 4-dr., $340*. 


MERCURY — ’'58 Monterey 4-dr., $850* 


(ps). 
‘57 Montclair 4-dr. hardtop, $820* (ps); 
2-dr. hardtop, $755* (ps); 2-dr., $565*. 
’56 Monterey conv., $480*; Custom 2-dr. 
hardtop, $430*. 
55 Monterey 4-dr., $430* 
clair 2-dr. hardtop, $290*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $1,840* (ps). 
’58 (88) Super 4-dr., $1,290* (ps). 
’57 (88) Super conv., $750* (ps). 


$550*, 


(ps); Mont- 


’56 (88) 2-dr. Holiday, $500* (ps); 4-dr., 
$495* (ps). 
"55 (98) 2-dr. Holiday, $420* (ps); (88) 
2-dr., $385*; 4-dr., $365*, $335*, $285*. 
PLYMOUTH — '59 Belvedere (8) 4-dr., 
$770*. 


’58 Savoy (8) 4-dr. hardtop, $750*. 
’57 Belvedere (8) 4-dr., $685* (ps); 
conv., $635* (ps); 2-dr. hardtop, $550*, 


$475*; Suburban (8) 4-dr., $670*, 
$380°*. 
PONTIAC — ’58 Chieftain 4-dr., $1,090* 


(ps); 2-dr., $965* (ps). 
’57 Star Chief 4-dr. Catalina, $735* (ps). 
’56 Star Chief 4-dr. Catalina, $600*°; 4- 
dr., $590*, $430*. 


RAMBLER—’59 Custom (6) Cross Country 








John S. Schrock 
HOLMES 


charge of Sales & Service 
NEW MEXICO, TEXAS, 
and LOUISIANA 


“POWER the WAY YOU NEED IT 
For PROFITABLE ROAD SERVICE 


You automatically step-up your earnings the moment 
All 


a new HOLMES WRECKER is put into operation. 


power-operated double swinging. boom models are engi- 
neered to provide the operator with maximum flexibility of 
action for lifting, pulling or towing . . . under every possible 
working condition. The use of such a Road Unit will enable 
you to expand your operations into the most profitable of 
It will permit you to go miles away and actu- 
ally bring in Big-Profit Jobs that would NOT otherwise~get 
into your shop. HOLMES offers a variety of equipment with 
a model that will put profitable New Earning-Power into your 


service work. 


service operations. Send today for full details. 


Power-operated with 6 ton capacity. Ideal for light 
Pick-up and Towing of all cars. 
flexible and easy to operate in city traffic. 
Rated capacity 3 tons per boom. 
For mounting on a 1, 114 or 2 ton 
truck. Send for details. 


SEE US AT THE NADA 
SHOW, BOOTHS 701-706 














It is fast, 


a a 


Factory Representative 






CUSHIONED 


aud. 








TOWS LATE MODELS WITH 


SAFETY 


HOLMES Universal Towing Sling permits 
Fast, Safe Pick-up and Towing — either front 
or rear, of late model cars without damage to 
the bumper, grills and body parts. This is made 
possible by cradling the car on high strength, 
durable rubber covered straps that provide a 
new type of Cushioned Safety. Send for details. 






ERNEST HOLMES COMPANY 


Chattanooga 7, 





Tennessee 





4-dr., $875*. 
"58 Rebel (8) 2-dr., $940*. 


’57 Super (6) Cross Country 4-dr., $580*, 


$550*; Custom (6) 4-dr., $550*. 
56 Custom (6) Cross Country 4-dr., 
$435*, $410°*. 


a 59 Ford %-ton, $1,- 


ve Tekerublaoadi %-ton pickup, $430. 
+ + * 
— Auctions in Brief — 
BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (Dec. 7). Prices continued 
strong in every year and model, High per- 
centage of sales primarily due to renewed 
interest in later model cars. Sold 80 per- 


cent of 545 consignments. 
* * * 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(Dec. 6), Terrific sale. We had a lot of 
sharp cars. Sold 419 cars from 737 consign- 
ments. 
+ * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (Dec. 9). Weather: Clear. Sold 75 per- } 


cent of 763 consignments. 
+ * + 


ST. LOUIS 


St. Louis Auto Auction, Sale every Fri- 
day (Dec. 9). Market strong on clean cars. 
Sold 320 cars from 532 consignments. 





ALBANY 
Renault—’58 Dauphine 4-dr., $330*. 
Volkswagen—’'56 113 2-dr., $500. 


BORDENTOWN, N. J. 


Fiat—’57 1100 4-dr., $450. 
MG—’56 conv., ls 
Renault—’'59 4-dr., $630. 
‘58 4-dr., $375, 
Simcea—’59 4-dr., 
’58 4-dr., $280. 
Volkswagen—’59 2-dr., $1,050; station wag- 


on, 
$1,450; 2-dr., $1,275. 


$750. 
Volvo—’60 4-dr., 

CALDWELL, N. J. 
Lioyd—’60 2-dr., $275. 
Metropolitan—’61 2-dr. hardtop, $1,100. 

’54 conv., $155. 
Renault—’59 Dauphine 4-dr., $315, 
Simea—’59 station wagon, $480. 
Triumph—’59 TR-3 roadster, $1,075. 
Volkswagen—’'58 113 2-dr., $830. 

’56 2-dr., $485, 
Wartburg—’59 4-dr., $290. 


CHICAGO 


Fiat—’59 4-dr., $700. 
Ford (English)—’58 Consul station wagon, 
$415. 
Renault—’60 2-dr. hardtop, $1,305. 
Triumph—’59 TR-3, $1,100. i 
Volkswagen—’60 2-dr., $1,250. f 
"58 2-dr., $865. 
’56 2-dr., $620, $550. 


DAYTONA BEACH, FLA, 


MG—’'59 roadster, $1,000. 
’58 2-dr. hardtop, $925; Magnette 4-dr., { 
$910. 
Morris—’'58 Minor 2-dr., $400. 
Skoda—’60 conv., $775. t 
Volkswagen—’58 conv., $939. 
Volvo—’58 2-dr., $510. 


DETROIT 
Renault—’60 Dauphine 4-dr., $850. 
’59 Dauphine 4-dr., $530. 
$615. 
station wagon, 


$485. 


Simea—’59 Aronde 4-dr., 
Volkswagen—’57 sunroof 
$855. 


FLINT 


Fiat—’59 station wagon, $600. 
Volvo—’58 2-dr., $550. 


FONTANA, WIS. 


MG—’57, $1,000. 
Vauxhali—’59 4-dr., $685. 
Volkswagen—'59 2-dr. hardtop, 


LOS ANGELES 
Austin-Healey—’'59 roadster, $1,800. 
Metropolitan—’55 conv., $275. 
Simea—’58 Aronde 4-dr., $410; 

wagon, $375. 
Volkswagen—’58 sunroof 2-dr., 
Volvo—’58 2-dr., $660. 
$535. 


’57 station wagon 2-dr., 
MANHEIM, PA. 
Austin-Healey—'60 Sprite, $1,075. 
Citroen—’59 4-dr., $770. 
Fiat—’58, $710; 1100 4-dr., $405. 
Ford (English)—’60 Anglia, $790. 

'59 Anglia, $605. 
Goliath—’60 2-dr., $450. 

’59 station wagon, $625. 
Jaguar—’59, $1,875. 
Mercedes-Benz—'61 220F 4-dr., 
MG—’59 2-dr. hardtop, $840. 
Morris—’58 Minor 1000 2-dr., $365. 
Renault—’'60 Dauphine, $800, $725. . 

'59 Dauphine sunroof, $535, $450. 

Simea—’59 4-dr., $480, $370. 
Triumph—’60 TR-3, $1,500. 
Vauxhall—’60 Super, $905. 
°59 station wagon, $760. 
Volkswagen—’61 2-dr., 2 at $1,570, $1,- 
565, $1,560, $1,555. b 

'60 Deluxe, $1,415; 2-dr., $960. 

°59 Karmann-Ghia 2-dr., $1,380; 

$1,090, $975; Microbus, $980, 

’58 2-dr., $1,060; Kombi, $360, 

"57 Microbus, $910; Deluxe, $850; 2-dr., 

$700 


$1,225. 


station 


$910. 


$3,700. 


2-dr., 


Volvo—'60 2-dr., $1,220. 
’59, $780; station wagon 2-dr., $725. 
NEWINGTON, CONN. 
Peugeot—'59 403 4-dr., $525. 


ST. LOUIS 
Opel—’'60 2-dr., $840. 
Renault—'59 4-dr., $600. 
Volkswagen—’'58 2-dr. , $715, $685. 


WAREHOUSE POINT, CONN. 
Renault—'59 Dauphine 4-dr., $565. 
Volkswagen—’'59 Deluxe 2-dr., $1,035, 





eee eeeeereasenaneeliaaeinnioendeateasene tei et meee ee oe ae ee 


Make customers happy and profits bigger— 
sell SOLEX® Safety Glass 


Every auto dealer and salesman knows optional equipment sales mean more money. Here’s one way to get 
those extra profits and do your customer a service: sell PPG’s SoLEX Green Tint Safety Glass. To sell SOLEX 
Safety Glass, the most effective thing your salesmen can do is tell new car prospects the SOLEX sales story. 








TAKES THE STRAIN OUT OF DRIVING. No matter what size the wind- 
shield, SOLEX Safety Glass makes driving more pleasant. It cuts glare, 





TAKES THE SWELTER OUT OF DRIVING. SoLex Green Tint 
Safety Glass absorbs about 50% of the sun’s heat. On hot summer 
days, SOLEX-equipped cars will be noticeably cooler inside, more pleas- 
ant just to be in. It figures, because SOLEX is a must for air-conditioned 
cars—easing the load on the air conditioning equipment. 


eo a 


reduces eyestrain, and lessens driving fatigue. It makes driving safer. 
SoLEx is unnoticeable from the inside, and doesn’t change the view outside. 





THE QUALITY LOOK. Compare 


a SOLEX-equipped car with a car that uses clear 


glass. SOLEX Green Tint Safety Glass gives a new car a look of built-in quality, 
adds to that “trade-up” appearance that car buyers like. The SOLEX story will 


make sense to your quality-minde 


d customers. You’ll find that it always pays to 


sell SOLEX Green Tint Safety Glass as optional equipment. 


All PPG Automotive Safety Glass complies with every recognized safety code. 





SOLEX?® the best glass under the sun! 


Pittsburgh Plate Glass Company 





Paints « Glass *« Chemicals « Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 














Texaas Open Ad Drive— 
New-cer dealers in Arlington, Tex., have 
grouped together, appointed Jack T. 
Holmes & Associates, Fort Worth, as adver- 
tising and public relations counsel, and are 
looking to heavy population areas of Dal- 


and Fort Worth for additional business. 

is approximately 15 miles from 
both cities on the Dallas-Fort Worth Turn- 
buyers in Fort Worth are being 
radio, television and billboard to 


i 


NEW YORK.—Hertz Corp., car 
and truck renting and leasing or- 
ganization, has announced changes 
to become effective upon the re- 
tirement of Walter L. Jacobs, 65, 





L. ©. Greencbaum  —-«-Rwin J. Carey 


as president and chief executive of- 
ficer on Dec. 31. 

Leon C. Greenebaum, 53, will con- 
tinue as chairman and will become 
the chief executive officer, 

Edwin J. Carey, 55, senior vice- 
president, a director and member 
of the Executive Committee, has 
been elected president and ‘chief 
operating officer. 

Donald A. Petrie, 39, executive 
vice-president and director, in ad- 
dition was elected president of 
Hertz American Express Interna- 
tional, Ltd., from which office Jac- 
obs also is retiring. 

Giles A. Wanamaker, vice-presi- 
dent in charge of Eastern truck- 
leasing operations, has been elected 
administration vice-president. O. K. 
LeBron, vice-president in charge of 
the Central Truck Leasing Divi- 
sion, wags elected general manager 
of the combined truck leasing op- 
erations. 

Frank J. Manheim, a partner of 
Lehman Brothers and a Hertz di- 
rector since 1953, and presently 
chairman of the Finance Commit- 
tee, will become chairman of the 
Executive. Committee. 

Jacobs, who will continue as a 
director and member of the Ex- 
ecutive Committee, will become 
chairman of the Finance Commit- 
tee. 

L, Byron Johnson, controller, was 
elected a vice-president and treas- 
urer. Ronald J. Perman, formerly 
assistant controller, was elevated to 
controller. Both came to Hertz from 
Arthur Andersen & Co., accounting 
firm. 





MacCulley and Bertler 


Buy Rambler Deal 


MT. CLEMENS, Mich.—R. J. 
MacOulley and J. L. Bertler, for- 
merly with the Detroit zone of 
American Motors, ‘have purchased 
the Rambler dealership here from 
Burton Berridge and will operate 
as Nor’east Rambler, 143 N. Gratiot. 
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(Copyright, 1960, by Automotive News) 


1961 MODELS 

BUICK—Special — Standard 4-dr. sed. 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2, 681; deluxe 4-dr. 
2-seat stat. wag. ° $2,816 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $5298; 2-dr, hard- 

. $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. iden stat. wag., 
$3,730. Invieta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 

, $4,350; conv., $4,192. (Turbine 


62 — 4-dr. 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; 4-dr. hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
+; Eldorado Biarritz conv., $6,477. 60 
$6,233. Series 7 
a gtoering 
power . 
brakes standard on all models.) 


sed., $1,974; coupe, $1,920; 


hardtop 


$9,748. 
power 


500—4-dr. 
4-dr. 2-seat 


stat. wag., $2,266. Series 700—4-dr. sed., 


$2,039; coupe, $1,985; 4-dr, 2-seat stat. 
wag., ,331. Monza 900— Sport coupe, 
$2,201. Wagon, $2,651. 


(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. 
dr. sed., $2,590; 2dr. sed., $2,536; 4-ar. 
hardtop, $2,662; 2-dr. $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., §2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat. wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr, 2-seat stat. wag., ‘$4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
$5,411; conv., $5,841. 
Flite, power + Power 
ard on New Yorker ‘and 300-G.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat sat, wag., $2,310; 4- 


DeSOTO—4-dr. hardtop, ” $3,167; 2-dr. 
hardtop, $3,102. 
DODG 170—4-dr. sed., 


$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., $2,- 


'S—j| dr. 2-seat stat, wag., $2,353 


Advertising Code Praised 
By Boise Dealer Group 


By Robert J. Brown Jr. 
Staff Correspondent 

BOISE, Id.—‘“It’s really doing a 
job for us.” 

That’s how a 22-point “advertis- 
ing code of ethics” igs described by 
the president of the Boise Automo- 
bile Dealers Assn. several months 
after its adoption by the group. 

Waldo Thurber, Hessing-Thur- 
ber Motors (Chrysler-Plymouth), 
said Boise dealers agreed unani- 
mously at a recent meeting that 
the new code is “keeping our ad- 
vertising clean.” 

“We have had a few borderline 
cases of misleading advertising, 
but none has been in direct viola- 
tion of the code,” Thurber said. 

“Our one big violator before 
adoption of the code has cleaned 
up in good shape.” 

He said BADA's executive com- 
mittee has not yet been forced to 
wield disciplinary powers granted 
to it by the code. 

First-time offenders can be re- 
quested to appear before the com- 
mittee, composed of the group’s 
president, vice-president and sec- 
retary, for a discussion of the code’s 
aims. 

Second offenses can bring a fine, 
and third offenses can be grounds 
for dismissal from the association. 

Aimed at a variety of adver- 
tising excesses, the code general- 
ly encourages truthful state- 


Clymer Covers Ferrari, 


Maserati and Porsche 


LOS ANGELES.—Three owners’ 
handbooks, covering Ferrari, Mas- 
erati and Porsche, have been pub- 
jished by Floyd Clymer Publica- 
tions, 1268 S, Alvarado St, Los 
Angeles 6, Calif. 

As are all Clymer handbooks, 
the new volumes are profusely il- 
lustrated and exceptionally well de- 
tailed. Price is $4 per copy. 





ments in dealers’ sales promotion. 

Statements, says the code, “shall 
be clearly set forth and based upon 
facts.” 

It also forbids “savings,” “under- 
selling,” and “free” claims by deal- 
ers, as well as such statements as 
“Write your own deal,” and “Ap- 
praise your own car.” 

Modelled on the Nationa] Auto- 
mobile Dealers Assn. code, the 
Boise manifesto was hailed on its 
adoption as a means of self-regula- 
tion that will eliminate the need 


for “some federal agency or other 


doing it for us.” 


ent Prices on U. S. Cars 


154; 2-dr. hardtop, $2,181; 4-dr. 2-seat 
stat. wag., $2,466. 
Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Piloneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. 
4-dr. sed., ;_ 4-dr. hardtop, $2,677; 


$2,595; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 


Polara V-8 — 4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat: stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 


FORD—Faleon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat. wag., $2,- 
225; 4-dr. 2-seat stat, wag., $2, 268, 

(The following prices are me six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., “$2,261, Fatr- 
lane 500—4-dr_ sed., eer ees 2-dr, sed., $2,- 
376, Galaxie—4-dr. , $2,590; 2-dr. sed., 
$2,536; 4-dr. eM my “$2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat’ Country Sedan, 
$2,856; 4-dr. 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 


(V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (¢ Matic 
» Power power brakes 


steering, 
eg on both models.) 
PERIAL—Custom——4-dr 


hardtop, %.- 
109; 2-dr. hardtop, $4,922.50. Crown—4-d 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 


LINCOLN CONTINENTAL—4-dr. sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
» Power steering, power brakes, 
radio, heater standard on both models.) 
MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 
cony., $3,126. Station W: mmuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3.118. 
OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 
Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 


hardtop, $3,402; 2-dr. hardtop, | an 325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4- = 3-seat 


stat. wag., $3,773. Series 9$8—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 


4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
-, $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
. Wag., $2,327. V-200—4-dr. sed., $2,- 

2-dr. hardtop, $2,137; 4-dr. 2-seat 
. wag., $2,423. 

(The following prices are for six-cylinder 
modeis, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—-2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Piymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury VW-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 


PONTIAC—Tempest—4-dr. sed., 
4-dr. 2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 


$2,167; 


4-dr. hardtop, $3,331; 2-dr. hardtop, §$3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 


RAMBLER—American—Deluxe — 4-<dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat, wag., 
$2,129. Super—4-dr, sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr, sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag., 
$2,295; 4-dr,. 2-seat stat, wag., $2,344. 

Olassic—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat. wag., 
$2,572; 5-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr. 2- 
seat stat, wag., $2,717; 5-dr,. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr. sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5-dr, 3-seat stat. wag., $2,941. 

V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat, wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr. 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat, wag., $2,290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr. sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2, 505. Lark Regal V-8—4-dr. 
sed., $2, 290; 2-dr, hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,005; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both ‘are two-wheel- 
drive models.) 
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Dealer Sales Reports 
Accent 61 Uncertainty 


(Continued from Page 1) 


blame, saying the market was some- 
thing of a puzzle and they weren’t 
confident on which models to stock. 
They seemed to think the problem 
will work itself out in the near 
future. 

The used-car market is dull, with 
late models virtually unsalable. 

—Steve STiu 
* + * 


New Orleans 


i. majority of dealers in New 
Orleans report that business is 
“bad.” Of course, there are a few 
dealers who are not complaining. 

General business in New Orleans 
is subnormal, apparently because of 
the battle over integration at two 
public schools. 

Dealers just can’t understand 
what has happened to the busi- 
ness. Neither can they understand 
the wire releases stating that 
November car sales broke all rec- 
ords for the month, 

One dealer discussing the wire re- 
leases remarked that all the busi- 
ness must be in the East and West, 
as he had talked with dealers in 
Atlanta; Memphis; Shreveport, La.; 
Baton Rouge, La. and Jackson, 
Miss., and all complained about 
poor business. 

The large carryover of 60s by 
most dealers is a definite factor for 
the slow movement of current mod- 
els. A Buick dealer said jokingly 
that he may still have ’60 models 
when the ’62s are introduced. 

It is the consensus of dealers still 
stocking ’60 merchandise that they 
should have a clean house by the 
first of the year, or by Jan. 15 at the 
latest. 

The dealers have no inventory 
troubles on ’61s. The chief worry 
is the number of ’60s still in stock. 
One dealer said he got his lesson 
last year on floor planning when 
it cost him $2,800 per month. 

> a + 


Denver 


ENVER new-car dealers are 

finishing a good year. Sales of 
new cars for 1960 are ahead of the 
sales record of 1959. 

Used-car stocks offer the only 
dark spot in the Denver car mar- 
ket at the moment and stocks of 
late model used cars are accumu- 
lating. Cheaper used cars are sell- 
ing fairly well. 

Inventories of new cars are not 
large enough to cause any concern 
in the Denver market. 

—Ira ALEXANDER 


Worcester, Mass. 
EALERS here say that Decem- 
ber new-car sales are slower 

than last year and that the used- 
car market is tight, except for a 
few compacts. 

There are still a few ’60s in 
stock, and customers looking for 
them expect a break on prices. 
Dealers believe that ’60s have 
hurt new-car sales but not used. 
Inventories of 61s are reported 
normal, except for a shortage of 
Thunderbirds. 

Several dealers say compacts are 























Only 2 Lines Report 


On December Sales 

DETROIT.—A sales decline in 
early December reduced the num- 
ber of factory reports on sales to 
two, by press time Thursday. 

Lincoln-Mercury reported domes- 
tic retail deliveries for the first 10 
days of December totalled 9,235, an 
increase of 57 percent over the 
comparable period of 1959. Last 
year, without Comet, the division's 
sales were 5,235. 

The breakdown was: Comet, 
4,726; Mercury, 3,660, and. Lincoln, 
849. 


Imported-car sales were 231, 
bringing L-M’s total for the 10- 
day period to 9,466. 

Ford Division announced that 
truck sales in the first 10 days of 
December were the highest for any 
similar period since 1953 and were 
nearly double the sales total in the 
first 10 days of November. 


Stealing from standard lines and 
one said he felt there are too many 
compact makes available. 
—Smwney DorrMan 
* * a 


Fort Worth 


Most Fort Worth dealers report 
their 1961 models are selling at 
about the same rate as 60s did last 
year. Those whose volume is up 
attribute it to new models. Chrys- 
ler’s Newport and Pontiac’s Tem- 
pest are in this category. 

Those whose figures were down 
presented a variety of reasons. 
Business scare talk has hurt new- 
car sales, one noted. 

With the bloom off the com- 
pacts, those introduced last year 
are not ag much in demand as 
they were then. Other retailers 
said their compact has had broad 
acceptance, These include Pon- 


tiac’s Tempest and Buick’s Spe- 
cial. Lancer sales could. be im- 
proved, it was said: One dealer 
blamed a lack of national adver- 
tising and sales promotion. 
Standards are selling satisfac- 
torily, it wags said, Customers are 
buying the plain vanilla and 
avoiding the higher priced models. 
Most of the leftover '60s have 
been sold and the remainder are 
not expected to be a problem, deal- 
ers said. While there have been 
price reductions, none said they 
disposed of new 1960 cars at a loss. 
Except for several instances, new- 
car inventories are normal. 
—WiuiaM Stone 
+ od = 


Chicago 
EALERS’ spirits are up and 
down in Chicago, depending on 
the line they are selling. 


Chevrolet dealers are optimistic.| m 


Sales of both '60s and ’61s have 
picked up in the last two weeks, 
they say, and the last of the ’60s 
are expected to move out by mid- 
January. 

New-model inventories are 
good for 45 days, they say, but 
they are short of Corvairs, Cor- 
vans and Greenbrier wagons. 
Greenbriers are in “tremendous” 
demand though none are coming 
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doubled used-car sales in the past 


month—probably because of balmy - 


weather. Selling best are '58s, '59s 
and ’60s, with older models the dogs. 
Heavy week-end traffic in show- 
rooms and on lots is reported. 
Dodge dealers say '6is have not 
been as “hot” as ’60s were a year 
ago. Lancer ig reported selling well 
and other series are moving, but 
used cars are down. Dodge dealers 
have about a 30-day inventory. 
Ford dealers in genera] are hap- 
pier than they were a year ago, al- 
though:a few dealers say they have 
inventory troubles on leftover ’60s. 
Falcon is going as good as a year 
ago, with some dealers doing even 
better. Ford dealers’ inventories 


a are good for about 35 days. 


Simea Signs Anselmo— 


R. J. Anselmo, right, Washington auto- 


direct dealer agreement to sell and serv- 





Buick and Oldsmobile dealers say 
business is “good” but that their 
compact cars are moving rather 
slowly. The Pontiac Tempest, how- 


obile dealer, has signed a Simca-only| ever, is reported “going great,” par- 


ticularly the four-cylinder station 


ice the French-built car. Witnessing their) wagon. Styling of the Tempest has 


new dealer's signature are Peter Nunez, 
left, sales manager, United States Simca 
Sales, Chrysler Corp. International Opera- 
tions Group, and A. R. Marzelli, Simca 
Eastern area sales manager. 


bucked up ’59 Pontiacs in the used- 
car market. 
—Davw J. ATCHISON 
+ * * 


Boise, Id. 


through from the factory, they GALas are “good” in Boise, with 


say. 
Chevrolet dealers say they have 


the Cadillac dealer reporting his 
(Continued on Page 42, Col, 3) 


TAKE IT FROM“LINK”™ 





“It’s a sure bet you'll 


save with 


Du Pont Primer-Surfacer’ 






Mahia end ' Faaralh Manager of 


Inwood Motors, Dallas, Texas, reports: 





SATISFIED CUSTOMER W. H. Tigert takes it 
from “Link” that the Du Pont paints on 
that shelf are as unbeatable as the fine 
Du Pont Primer-Surfacers over which they 
are sprayed. 





“*As far as we’re concerned, Du Pont 
Primer-Surfacers have the finest pos- 
sible balance of working and cost- 
cutting features. For instance, the 
terrific color holdout gives a beauti- 
ful high gloss without ‘hungry’ spots, 
and calls for minimum sanding time. 
Sanding is easier, too, because 
Du Pont Primer-Surfacers won’t tear 
or pull. 

‘Add to all this the really fast dry- 
ing and filling time of Du Pont 
Primer-Surfacer, as. well as its econ- 
omical reduction—one gallon gives 


three at the gun—and you’ll see they 
really cost less than many ‘bargain’ 
primer-surfacers. 

“Our particular favorite is Du Pont 
Number 30 Platinum. With all the 
pastel colors on today’s automobiles, 
it speeds up covering plenty. We nev- 
er have to ‘pile up’ coats, and drying 
is complete 15 to 30 minutes after 
application. Believe me, you'll do 
yourself a favor by ordering it and 
all the other great Du Pont Primer- 
Surfacers today. We wouldn’t use 


anything else!”’ 


Du Pont research /eads refinish progress 


REG. U.S, PAT. OFF 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 
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Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WoLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life ... extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WotrF’s HEap is outstandingly different and it’s a 
difference that makes a difference to your customers 
...and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 
customer loyalty. 





WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


CARS RENTAL SYSTEM SEMINAR 
GOES TO WASHINGTON, D. C. 


We realize that many Dealers who are interested in attending a CARS Seminar 
on Leasing and Financing have found it impossible to attend one in Fort Lauder- 
dale, Florida. 

WE INVITE YOU to attend a CARS Seminar in WASHINGTON, D. C., on Monday 
and Tuesday, January 9th and 10th, 1961 at the MAYFLOWER HOTEL. 

The Seminar will open at 10:00 A.M. on Monday and conclude at 4:00 P.M. on 
Tuesday and will be the regular Seminar conducted twice monthly in Fort 
Lauderdale, Florida. 

The only satisfactory way to learn what the CARS System is and what it can 
do for you is to attend one of these Seminars. You will be given complete 
information on the rapidly expanding rental and leasing business. 

The Seminar fee of $50.00 per Dealership includes lunch for both days and 
Seminar work materials. 


For Your Reservation 
— 


| DEPT. AN. DRAWER 7126, SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 
I will attend the CARS Seminar in Washington, 
D. C. on January 9th and 10th, 1961, 


Looe 6-4321 
938 SUNRISE LANE 
FT. LAUDERDALE, FLORIDA] 
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best December since he started 
business. 

There are very few '60s left in 
stock and dealers say they are no 
factor in new-car sales. 

Used cars are slow and inven- 
tories are sizable. Inventories of 
new cars are reported well bal- 
anced, with dealers buying only 
what they need. 

One dealer says he sees a shift 
back to standards among people 
who “emotionally” bought a com- 
pact but now rate other factors 
above economy. 


—Rosert J. Brown gr. 
* tt * 


Pittsburgh 


EALERS are having a tough 

time in Pittsburgh with 10.4 
percent of the working force in 
the four-county metropolitan area 
now unemployed. 

Some dealers are moving new 
cars in respectable numbers but 
they say it’s a “profitiess pros- 
perity.” Just as many dealers, 
however, aren’t moving new cars 
and are watching inventories pile 
up. 

One Dodge dealer said that be- 
cause the 60 Dart moved so fast 
he ordered too many ’61s and now 
has a six-month supply at his 
present rate of sales. 

The used-car situation is spotty, 
with many pieces hard to move. 
One dealer said he sent five to 
the auction and only two sold. 

The effect of leftover ’60s follows 
no pattern. Some dealers find them 
direct competition for ’61s; others 
say they are “no worry at all.” 

Gloom is thick and one dealer 
said flatly, “We’re in a depression.” 
Another said, “I expect that 30 to 
35 percent of the dealers now in 
business here will go down the 
drain before this time next year.” 
—Bos THomMaAsS 
*” * +” 
Midwest 
SURVEY of conditions in Mis- 
souri, Kansas and Oklahoma 
shows the most spotty business pic- 
ture in years. 

November and December are 
traditionally low-volume months 
with this year’s business hexed 
with ’60s and some early bad 
weather coupled with Christmas 
buying and considerable unemploy- 
ment. 

Rules must be discarded. One 
dealer was short of Continentals 
and Comets. Most all Ford prod- 
ucts were selling well. Many 
Chevrolet dealers reported the 
best business in years, with in- 
creased interest in Corvair. 

The main problem is to finish 
selling the ’60s, which have badly 
muddied the new-model water. 
Dealers throughout the area are 
still supplied with ’60s and now 
have higher-than-usual inventories 
of ’6l1s. 

Dealers are learning to live with 
a higher inventory, due to more 
models and compacts in their lines. 
While many would like to retain 
the old standard of a 30-day sup- 
ply, with the new compacts most 
see a 45-day stock inevitable. 

Used-car sales are caught in the 
same vise of seasonal buying re- 
cession. City dealers are beating 
the used-car drums harder than 
ever with little success. 
Experienced, financially success- 
ful dealers view the present situa- 
tion as a transition with good pros- 
pects for profitable business in the 
spring. 
—L. H. Houck 
+ * + 


Portland, Ore. 


N° MARKED change in the Ore- 
gon automobile sales market is 
expected by Portland dealers until] 
the Oregon lumber market im- 
proves. Lumber is 40 percent of 
Oregon’s total economy. The lumber 
market is depressed, with some 
mills closed and others operating on 
a short-week basis. 

One leading Portland banker 
summarized the current situation: 
“The automobile business in this 
market is in pretty bad shape right 
now.” 

Dealers currently are listening 


to two opposing bits of business 
advice. Factory representatives 
are urging them to order more 
ears for the anticipated spring 
buying spree, Bankers are sug- 
gesting new-car inventories be cut 
immediately and drastically to re- 
duce interest costs. 


Interviews with dealers indicate 
the bankers have won the toss. 
Some dealers report cancellation of 
orders placed earlier for year-end 
delivery. Most of the dealers have 
materially reduced their normal or- 
ders for December and January, 
some by as’“much as 75 percent. A 
third group has passed up January 
deliveries entirely. 

At least half of the dealers inter- 
viewed reported sales “satisfactory” 
from a volume standpoint, then 
hastened to add, “But at no profit.” 
Generally, sales charts for Oregon 
will show October a poor sales 
month, November somewhat better 
and the first 10 days of December 
still better. 

A fair percentage of Big Three 
sales for December are fleet deals, 
largely to auto lease concerns. These 
firms usually sell their own used 
cars. This has tended to depress 
further an already soft used-car 


market. 
* * + 


oS exception, dealers re- 
port “good public acceptance” 
of 1961 models, but report “public 
apathy” toward buying them. The 


“deal level” is reported “horrible.” 
Some blame the compacts, both 





Auto Boom Just a Bust 


To This Californian 


LOS ANGELES.—A Califor- 
nian’s analysis of the reported 
boom in new-car sales: 

“Boom is a big noise put out 
by Detroit public relations depart- 
ments to announce that the fifth 
10-day period of January will be 
better than the first 10-day period 
of July, 1943, by 407 percent.” 





the ’60s and the '61s. Others blame 
the Chevrolet-Ford sales battle, 
pointing to the large ’60 carryover 
in dealer hands. A few speak about 
the upcoming change of administra- 
tion. All place some blame on the 
lumber market slowdown. A few 
feel qiite certain this is an after- 
math of the 1959 steel strike, stating 
“we have not yet felt the full effect 
of that economic upheaval.” 

Some blame the auto factories 
for “building cars after the steel 
strike so fast as if to imply this 
was to be the last automobile we 
Americans would ever see.” 

Firms with leftover ’60s in quan- 
tity report they have “no appeal” 
to buyers due in part to the narrow 
price spread between ’60s and ’61s. 
Wholesale recovery prices in used 
cars are reported “the lowest deal- 
ers have ever seen.” 

When the local market recovers, 
or when inventories are worked 
down, dealers say their first orders 
to the factories will be for “bread 
and butter” models only. 


—Ernesrt W. PETERSON 
* om 


Dallas 


[pAs dealers are selling their 
normal market potential of 
around 3,500 cars per month and 
they did even better than that in 
November, when sales reached ap- 
proximately 3,700. 

Inventories are being held fairly 
well in line. Dealers generally agree 
that inventory is not an important 
factor in the Dallas market, al- 
though there are still enough 1960 
models in dealer hands for a dealer 
to advertise that he has a few he 
will sell below cost. 

Dealers are reluctant to give a 
verdict on the prospective effect 
of the new generation of com- 
pacts. Some are debating what 
lines to push where they have 
choices, price being the main fac- 
tor for calculation. 

Sales of General Motors’ three 
new smaller cars are good. Thirty- 
five to 40 percent of total B-O-P 
sales is in the new offerings, but 

sale of the regulars is off. 
HARLES CATES 
+ ok ok 
Miami 
A** way one looks at November 
new-car sales in Miami, the 
month was the best 30-day period 
of the year—although a lot of deals 


involved ’60 leftovers at distress 
prices. 
Dealers, generally, are satisfied 


(Continued on Page 43, Col, 1) 


Ford Workers Mark Time 
In ‘Buy Dearborn’ Drive 


By John K. Teahen Jr. 
Associate Editor 

DETROIT.—Officials of United 
Auto Workers Local 600, which rep- 
resents workers at the Ford Rouge 
plant, were pleased with the results 
of a “Buy Dearborn” meeting at a 
Detroit Ford dealership, but no 
other parleys had been scheduled as 
AvuTomoTive News went to press 
last week. 

James L, O’Rourke, Local 600 
recording secretary, said the jobs 
committee of the executive board 
would decide which dealership to 
approach next in the program. 

The union hopes to meet with 
every Ford dealer in Metropolitan 
Detroit in an effort to persuade 
salesmen to push the sale of Ford 
products made in this area. 

Those units are standard-sized 
Fords with 352 or 390-cubic-inch 
V-8 engines. No Falcons are built 
here, Six-cylinder .engines and the 
292-cubic-inch V-8 are manufactur- 
ed in Cleveland. 

The goal of the program is to 





Canada Ford Not Hiking 
Price of British Import 

TORONTO.—Ford Motor Co. of 
Canada has announced it is not 
raising the suggested list price: of 
its cars imported from Britain at 
this time despite the newly im- 
posed government duty valua- 
tions. Karl E. Scott, president, 
said Ford of Canada has stocks 
of cars already imported. 

“When new stocks are imported 
from Britain, we will study ‘the 
effect of this duty and decide 
what action we will take,” he 
said. 





provide more jobs at the Rouge 
plant. Local 600 hag 31,000 mem- 
bers; about 3,000 currently are laid 
off. The union believes the Rouge 
has a potential of 60,000 workers. 

The union also would like Ford 
to build more of its products in the 
Detroit area—Falcons, six-cylinder 
engines and smal] V-8s, for ex- 
ample. 

According to O’Rourke, this 
would prevent the “imbalance” 
that occurred this year when Fal- 
con plants worked overtime and 
Detroiters were laid off because 
the standard Ford was a cold 
item, 

The Rouge plant now turns out 
about one-third of the standard- 
sized models produced by Ford Di- 
vision, union sources say. 

The first meeting in the “Buy 
Dearborn” campaign was held at 
Downtown Ford Sales here. Charles 
Rossie, dealership president, 
pledged “continued effort to push 
the sale of Dearborn-made en- 
gines.” 

Rossie added: “But the customer 
is the boss. If he wants a Falcon, 
a six or a small V-8, that’s it.” 

V-8 engines are extra-cost op- 
tions on Fairlanes, Fairlane 500s 
and Galaxies. The 292-cubic-inch 
unit is $116 more than a six. The 
352 is $32.20 more than the 292, 
and the 390 is $80.70 more. The 390 
V-8 is standard equipment on 
Thunderbirds. 

O’Rourke emphasized that the 
“Buy Dearborn” program is 
aimed only at Ford purchasers. 

“It ig not our intent to persuade 
people in this community to buy 
Ford products at the expense of 
General Motors or Chrysler work- 
ers in the area,” he said. 








———————— 





Uneasiness Noted .. . 





ere i nen eo 


ee ee ee 


Ee leet ei 





AUTOMOTIVE NEWS, DECEMBER 19, 1960 


Dealer Sales Reports 
Accent 61 Uncertainty 


(Continued from Page 42) 


but not contented. Most say inven- 
tories are not too large and that 
the used-car market is fairly firm. 

A Chevrolet dealer, reporting a 
li-day inventory, said, “We’re 
short of Monzas, for which there 
is a terrific demand.” 


While Ford inventories are slight- 
ly larger than Chevrolet stocks, 
dealers say they cannot get enough 
Thunderbirds. 

Pontiac and Oldsmobile are run- 
ning neck and neck, with Pontiac 
dealers crying for more Tempests. 
Buick dealers are short of Specials. 

—Trescot Goope 
* * os 


Akron 


N UPTURN in new-car sales 

that was expected to follow the 

November election failed to materi- 
alize in the Akron area. 

Business usually tapers off in the 
weeks before Christmas, but dealers 
had hoped that what they felt was 
a log jam in demand, created by the 
political campaign, would be broken 
in the post-election period. 

They believe many buyers are 
holding back because of too much 
talk about a recession. Several 
dealers said it looks as if Decem- 
ber will wind up as the worst 
month of the year. 

While the year will set a record 
here for volume, sharp competition 
has led to severe price cutting and 
profit margins have been badly 
battered and in some cases elimi- 
nated. 

There are adequate stocks of 1961 
models with a few exceptions, such 
as the Corvair Monza and the Ford 
Thunderbird. 


Leftover ’60s continue to be a 
drag on the market. They, along 
with the new compact cars, are 
blamed for much of the depressed 
prices on used cars. The latter situ- 
ation is described as being the 
worst in many months. Many deal- 
ers are wholesaling a sizable part 
of their used cars to liquidate their 
stocks. 

—Jor KUEBLER 
a a + 


Clearwater, Fla. 


USINESS on Florida’s Suncoast 

the past few weeks has picked 
up for most dealers. Used cars are 
still slow, but sales are showing an 
upswing over three months ago, 
dealers report. 

Most dealers are optimistic on 
the business outlook for the next 
two or three months, but do not be- 
lieve total ’61 sales will range high- 
er than for the ’60 model year. 

Dealer inventories are “average” 
for this time of year. Only one 
dealer reported stocks on the high 
side. The number of ’60s on hand is 
too small to be a factor in today’s 
market, dealers said. 

Buick, Oldsmobile and Pontiac 
dealers have been handicapped by 
the six-week strike at the Atlanta 
assembly plant. Dealers in these 
lines say they easily could have 
sold more cars last month had 
they been available. Stocks of 
most wanted models and colors 
are short. Many sales were saved 
by dealers exchanging cars with 
one another. 

A Pontiac dealer reports Tempest 
sales have been few because he has 
received only five cars since the in- 
troduction, although he has a back- 
log of orders. 

In this market the Lancer, Mer- 
cury Meteor and F-85 are not 
catching on as well as dealers had 
hoped. Plymouth is outselling Val- 
iant and Studebaker is showing up 
well. 

Sales of the new Continental are 
said to be “terrific.” Because dealers 
cannot get enough stock, all Con- 
tinental sales are reportedly “good 
profitable deals.” 

Chevrolet, Dodge, Rambler and 
Cadillac are selling well. Falcon 
has a slight lead over Corvair, 
Comet continues strong. 

The station wagon market is in 
a slump. The four-door sedan igs by 


far the most popular model on 
Florida’s West Coast.. 
—E. C. Basu 


* + + 

Buffalo 
| Syphelnd nga dealers say new-car 
sales right now are “just fair.” 
Sales of used cars are slow and in- 

ventories are climbing. 

Dealers are cleaning up stocks of 
1960s but they are still a factor in 
the new-car market, tending to hold 
back the movement of 1961s. The 
outlook for auto business in the 
first quarter is not exciting due to 
local economic conditions. Compacts 
seem to have levelled off and stand- 
ards now are holding their own 
against small-car competition. 

The backup in used-car inven- 
tories is starting to hurt business 
all along the line, Because deal- 
ers are having trouble wholesal- 
ing their used “junk” they are 
very careful about what they take 
in and how much they allow for 
it. This is tending to make deals 
longer and discourage new-car 
buyers. 

A large Ford dealer described his 
movement of 1961s as “fair.” He 
said: “Business is far from being 
real hot. We are moving a few new 
one every day. Our stock of ’60s is 
down to 15 units, compared to about 
80 not long ago. But other dealers 
still have a considerable number of 
’60s and they are acting as a drag 
on the market for ’61s. You can get 
a ’60 for $400 to $500 less than what 
it costs for a ’61.” 

Another dealer in a volume line 
pointed to the poor state of Buffalo- 
area economy, He cited a steel pro- 
duction rate of Buffalo mills below 
40 percent of capacity, more than 
4,000 steel workers laid off and 
others on short workweek, Numer- 
ous metal working plants also are 
working at low rates. 

This dealer said he looks for a 
slow market for cars until] after 
the first of the year, when he is 
counting on some improvement. 

A Chevrolet dealer said that deal- 
ers are not pushing their new-car 
sales too hard right now, explain- 
ing: “We have made a little money 
this year and we don’t want to give 
it away in the last month on short 
deals. That’s the only kind of busi- 
ness there is around today because 
the ’60s are putting pressure on 
prices.” 

He also reported that the demand 
for compacts has levelled off and 
that standards now are slowly com- 
ing back into more favor. 

A leading Dodge dealer, discus- 
sing ’60s, noted that saleable mod- 
els moved first. Those remaining 
are slow movers and probably will 
have to go at a loss, he said. 

Several dealers reported that 
while their used-car stocks are siz- 
able, they don’t have as many dol- 





A Family Deal— 


Three generations of the French family 
are shown at the start of a “sale spectac- 
ular" at J. E. French Co. (Dodge), San 
Francisco. From left are J. E. French sr., 
who first signed with Dodge in 1922; his 
grandson, Leroy French, and J. E. French jr. 






lars tied up in each car as former- 
ly. This reflects lower trades. 

One dealer said he is coming to 
feel that the compacts may be more 
of a fad than a permanent factor 
in auto merchandising. Many of his 
customers who bought compacts 
last year say their next car will be 
a standard. 

“They have tried out the com- 
pacts and found them wanting in 
comfort,” he said. “I don’t see much 
longevity in the compact deal.” 

Indications are that most dealers 
will go into 1961 with new-car in- 
ventories in pretty good balance but 
with heavy used-car stocks. The 
survey showed considerable anxiety 
among dealers over the 1961 busi- 
ness 0 utlook—especially the first 
half of the year. 


—Georce E. Toes 
+ a7 * 


St. Louis 


Witt few exceptions, St. Louis 
dealers have encountered a 
wave of buying resistance that has 
produced “plenty of lookers but few 
buyers.” 

In some instances, sales in the 
last month have plummeted 50 per- 
cent, with the situation aggravated 
in numerous cases by the presence 
of 1960 models. One dealer com- 
plained that “people want ’60s for 
used-car prices,” 

A Pontiac dealer reported “busi- 
ness is good and getting better 
every day.” Tempest is doing “real 
fine,” he said, and there is about 
three weeks’ wait for it. Standard 
Pontiacs are doing well, he added. 

A Ford dealer said business fell 
three weeks ago, with sales down 
20 percent. Traffic is poor, he said, 
with only Falcon acting decently. 

“People have money but they are 
afraid to turn it loose,” he said. 
This view was echoed by many, 
with some comment that bad eco- 
nomic news has made public bear- 
ish, 

“People are more educated about 
price,” one dealer said. “They want 
your last dollar and a little more.” 

A Dodge dealer still has 30 left- 
over 60s and he calls inventory 
“stickish,” but he had over 100 on 
introduction day. Market mixed up, 
he says. 

A Chevrolet dealer reported the 
last 10 days have been slow for both 
new cars and used cars. He has no 
problem with ’60s. His only problem 
with ’61s is that he is four weeks 
behind on Monza deliveries. 


—JacK BERNSTEIN 
+. * oe 


Los Angeles 


ies enw best-kept secret of 1960 is 
the recession,” said a Los An- 
geles dealer last week, “Every re- 
tailer I know has had his setbacks.” 

With hard selling days ahead, 
many Los Angeles dealers are 
watching inventories like never be- 
fore. 

Interviewed dealers spoke of 28- 
to-40-day stocks, but few had a 
balanced display. More than one 
man mentioned factory eagerness 
to pump out units early in the mod- 
el year as being responsible for 
unsalable stripped stick-shift sixes, 
and loaded V-8s, minus power steer- 
ing or brakes. 

Coupled to inventory comments 
was appreciation by many deal- 
ers for factory attempts to sup- 
ply “sold” cars as soon as pos- 
sible. General Motors dealers 
spoke of three-week delivery of 
a “sold” unit. 

The ’61 models are beginning to 
pick up a bit of steam. Total reg- 
istrations are nearly 10 percent bet- 
ter than similar periods of 1959. 

The Ford camp has Falcon a lit- 
tle on the down side, big Fords do- 
ing better than ever as the new 
styling catches on, Mercury moving 
up as the low price structure be- 
comes known and Comet charging 


along as usual. It’s too early to de-| | 


termine Lincoln acceptance but it 
is known the Los Angeles district 


has almost a thousand firm orders| @ 


on hand, 

General Motors’ family has Chev- 
rolet selling well, Pontiac soften- 
ing a bit, Buick showing surprising 
gains, Oldsmobile selling well and 
Cadillac doing business at the same 
old stand. B-O-P compacts are still 
mixed. Tempest is in such short 
supply that no measure of customer 
demand is possible. Buick’s Special 
is selling well, though trailing the 
F-85 in units moved. 

. ae of 

HRYSLER’S cars are suffering 

a bit from DeSoto’s demise. 
Though Plymouth was a hot item 
when announced, it has softened 
lately into a slow mover. Dodge is 





Dealer Citation— 


Century Motor Sales Corp. (Chrysler- 
Imperial-Plymouth-Valiant), Brooklyn, N. Y., 
has been awarded Chrysler Corp.'s high- 
est award for outstanding dealer operation 
—the Quality Dealer Award. Philip Certil- 
man, center, dealership president, receives 
the award from E. R. Bond, left, Chrysler 
Corp. regional manager, and O. D. Thomas, 
Chrysler Corp. Eastern area manager. 


hurting from Lancer competition, 
while Chrysler is upping sales mod- 
estly. Imperial is registering as 
many as usual. The bread-and- 
butter car for most Chrysler-line 
dealers is now Valiant, though all 
but the hardtop are being discount- 
ed to keep “Little V’ moving. 

Many dealers have stopped try- 
ing to switch prospects from a 
compact to a high-priced stand- 
ard. They found they were los- 
ing sales, So now, if a customer 
wants a compact, he'll get it 
without argument. 

On the other hand, a large num- 
ber of compact shoppers are dis- 
covering there’s not $1,500 between 
a compact and a standard. Result: 
They’re looking at the compact, 
then buying the standard for $10 
a month more, 

Perhaps the best description of 
the Los Angeles market was given 
by a Plymouth dealer: “Sure, most 
of us are doing within a few units 
of what we expected to. But it’s 
disappointing. The market is not 
what any of us expected. Every 
deal is a wrestle. None of the deal- 
ers I know are pulling the big 
grosses we usually do at this time 
of the year.” 

- —WituiaM CARROLL 
* + * 


Atlanta 


W-CAR customers in Georgia 

should be able to get good deals 
from now until the last day of 
December. 

Ample stocks are available and 
every dealer wants to cut down as 
far as possible because of Georgia's 
tax on inventories, computed on 
Jan. 1. 

Due to the recent strike at the 
Buick-Oldsmobile-Pontiac assembly 
plant in Doraville, stocks of these 
makes are rather short. Ford in- 
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ventories are reported heavy, with 
an overload of ’60s for some dealers. 
Rambler dealers also report a prob- 
lem on ’60s. 

Stocks of Chevrolet and Chrysler 
lines are reported in good shape, 
although Dodge is said to be on 
the high side. And the 12 dealers 
serviced by the Cadillac distributor- 
ship have only five new cars among 
them. 

The used-car market is slow, 
with most dealers blaming the 
compacts. 





—SALLY PFEIFFER 
* * > 


New York 


toe only boom you hear around 
here is the resounding crash 
of things hitting the bottom,” said 
a New York dealer in appraising 
the current market. 

He went on to say that a boom 
is usually accompanied by rising 
sales and good retail profits, both 
of which appear to be totally ab- 
sent from the precent picture. 

With the exception of a few, 
most dealers report that profits are 
too low for comfort. Such thin 
profits at this time of the year fore- 
cast poor profits for the spring of 
1961, no matter how much business 
improves, they say. 

It is obvious that 1960 holdovers 
are creating a competitive condi- 
tion which dealers abhor. At the 
same time, it has created a used- 
car problem which dealers would 
rather not face. 

Most dealers are still trying to 
avoid dealing in 1960 trades, but 
where the customer insists, they 
have no choice but to give him the 
bad news. 

As one dealer stated it: “If the 
customer insists that he must have 
a 1961 model and wants to trade 
his 1960, we just have to wallop 
him.” 

There is a tendency here to 
build up 1961 inventory well, 
which worries dealers r- 
ably. The situation is not critical, 
but the buildup appears to be 
steady and certainly rung ahead 
of customer demand, 

Chevrolet sales are brisk, prob- 
ably ahead of any other line group 
at this time, but dealers are not 
pleased with their gross profit pic- 
ture. 

Corvair has taken off the ground 
and is flying. Dealers are scram- 
bling for every Monza they can 
get and taking orders for delivery 
as late as February. 

Asked why this has suddenly 
come about, a dealer shook his 
head and offered: ‘People are just 
beginning to realize it’s a lot of car 
for the money and they are finding 
out it’s a good car, One of my cus- 
tomers came back in last week and 
reported that he has gotten 27 
miles to a gallon, When that kind 
of talk gets around it means bet- 
ter business for all of us.” 

The other compacts and smaller 
cars are doing well in total sales 
also, but once again dealers com- 
plain about the thin profits. 

—Ep Brown 





Dealer Stages Art Show— 





At least 4,000 persons viewed 162 paintings hung in a three-day art show inside 
the showroom of Peoria Motors, Inc. (Ford), Peoria, Ill. Dealer Warren Farr and mem- 
bers of the sponsoring Illinois Valley Art League were enthused by the response to the 
show. This Ford convertible, in which prize winners are seated, and a Thunderbird 
were surrounded by the paintings hung on portable viewing racks. Winners, from left, 
Lulu Van Norman, Peoria, third place; John Nachorny, Peoria, first place; Dr. Stuart 
Ruch, Pekin, Ill., still life award, and Mrs. Eugene Walter, Princeton, Iil., second place. 
At right is Ted Downs, the Art League president. 
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(Continued from Page 6) 
Mich., 8-to-0, and at Center Motor 
Sales, Inc. (Ford), Taylor, Mich., 
14-to-3. 

Two other elections were called 
off at Russ Dawson H. P. Co. 
(Ford), Highland Park, Mich., and 
Bob Frost, Inc. (Lincoln-Mercury), 
Birmingham, Mich. 


UAW to be Tough 
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ns in Houston... 


K. C. Salesmen Spurn Union 


Auto Workers, has warned the au- 
tomobile industry that the union 
will allow no tampering with the 
cost-of-living allowance clause and 


the annual improvement factor pay| be nonsense—to flirt with the idea 


increases when new contracts are 
negotiated in 1961. 

Speaking to some 700 delegates 
to the UAW National Skilled 
Trades Conference in Chicago, 





ON THE factory front, Walter 
P. Reuther, president, United 


AMALIE 
Petrochemists Discover 

New Lubricant For 
Ball Joints and Torsion 


4 Bar Suspensions 


Reuther said, “I want to advise 
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As you know, the tremendous 
pressure in a ball joint or torsion 
bar forces ordinary greases out 
of the socket causing annoying 
front end clicks. 

Amalie Engineers have found 
a combination lubricant with an 
extraordinarily high viscosity. In 
test after test this grease re- 
mained in the ball joint or torsion 
bar socket, lubricated it, despite 
the toughest driving conditions. 
Because of this quieting. action 
and its jet black color, we called 
it Black Velvet. 

Next time you have a tough 
ball joint or torsion bar lubrica- 
tion problem, try Amalie’s Black 
Velvet. 


AMALIE DIVISION 
E-12 Sonneborn Chemical and Refining Corporation, Franklin, Pa. 
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The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 
Coverages Available 


Automobile 
Physical Damage Insurance 
Sear Tt 


Comprehens heft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
eee Ee 


Established 1926 


SPECIALISTS 
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Hartford 3, Connecticut 
Be *« 





every corporation and every com- 
pany clearly and simply. 

“When we sit down at the bar- 
gaining table in 1961, it will be 
dangerous and unrealistic — it will 


of tampering with our cost-of-living 
or annual improvement factor 
clauses,” Reuther said. 

“They are basic parts of our con- 
tract and at the end of negotia- 
tions next year they will still be 
there.” 

There has been speculation that 
the auto industry would follow the 
lead of railroad, electrical and steel 
industries in either modifying the 
cost-of-living allowances or elimi- 
nating it entirely. 

Since 1948, wages of auto work- 
ers have been reviewed quarterly 
and adjusted according to the rise 
and fall of the cost of living. In 
addition, the workers have received 
an annual pay hike of 2% percent 
or six cents an hour, whichever is 
greater. 







































* + * 
More Leisure Time 


EUTHER said the cost-of-living 

clause in the union’s contract 
now adds 51 cents an hour to a 
workers pay. The annual raise over 
the 12-year period, according to 
Reuther, amounts to 61 cents. 

In his speech, Reuther also said 
keynote of the union’s collective 
bargaining program for 1961 will 
be efforts to solve the unemploy- 
ment problems. 

Predicting that unemployment 
will: rise to six million by February 
unless there is “aggressive action,” 
and predicting fresh layoffs in the 
auto industry because of the high 
inventory of cars, Reuther said: 

“We are at the point where we 
will have to choose between unem- 
ployment and greater leisure, We 
are going to commit the forces of 
this union on the side of greater 
leisure.” 

Asked whether he meant the 
union was going to ask for a short- 
er work week when it negotiates 
with the auto companies, Reuther 
replied: “You will have to draw 
your own conclusions. I’m not say- 
ing anything specific until our spe- 
cial convention in April. 

Reuther said he expects that 
by next July, when the bargaining 
begins, the UAW will have about 
$40 million in its strike fund. The 
union’s contracts with Ford Motor 
Co., Chrysler Corp. and General 
Motors Corp., expire Aug. 31, Bar- 
gaining talks will begin 60 days 
earlier. 

* ok 


Delegates List Demands 


|, pronarrhh pce, delegates, repre- 
~*~ senting more than 100,000 UAW 


NADA, NBC Radio 


Launch Program 
Of Public Service 


NEW YORK.—A public-service 
campaign sponsored by the National 
Automobile Dealers. Assn. and the 
NBC Radio Network was an- 
nounced last week by James C. 
Moore, NADA executive vice-presi- 
dent, and William K. McDaniel, 
vice-president in charge of the 
NBC Radio Network. 

They said the plan will include 
the broadcast of 10 spot announce- 
ments weekly by NBC on its coast- 
to-coast program, “Monitor.” The 
announcements will emphasize 
highway and driver safety, as well 
as community service, they added. 

NADA member dealers in each 
city will help stations to increase 
audience and local sales, they said, 
and the dealers will preset push- 
button radios on new cars to the 
frequency of their local NBC sta- 
tion. 

The program took effect Dec. 1 
and will be a highlight of the 44th 
annual NADA convention Jan. 28- 
Feb. 1 in San Francisco. The event 
will be attended by an expected 15,- 
000 leaders in the automotive in- 
dustry. 

“Our 22,000 dealer members rep- 
resent the leaders in the automo- 
tive retail industry,” Moore said. 
“We welcome this program because 
it will definitely help these out- 
standing businessmen increase their 
scope of service in their home com- 
munities.” 















Per Capita Road Costs 


In Canada Called Tops 


TORONTO. — Canadians spend 
more per person and per car on 
streets and highways than any 
other nation, according to the 
Bank of Montreal business re- 
view. 

More than 7@ percent, or 120,- 
000 miles of Canada’s hard-sur- 
faced roads have been built in the 
last 10 years, the review noted. 
The 1960 street and highway bill 
totals $1.2 billion, or $66 per per- 
son or $231 for every car on the 
road, the review said. 





skilled workers, recommended an 
ambitious collective-bargaining pro- 
gram for 1961. 

Heading the program was a 
shorter work week. The delegates 
termed the shorter week a 
“must.” 

Their recommendations will go to 
the UAW’s collective-bargaining 
convention in Detroit in late April. 
The convention will determine the 
union’s final objectives in contract 
negotiations, 

The skilled tradesmen said the 
next contract should include the 
following: 

A reduced age for retirement. 

A half-hour paid lunch period . 

A four-week vacation with pay. 

Double time for overtime and 
triple time for Sundays and holi- 
days. 

_ An increase in the amount and 


Two Plymouths 
Run 328 Miles on 


Alternator Power 


CHICAGO.—A Plymouth and a 
Valiant—both running the full dis- 
tance drawing all their electrical 
power off their alternators, without 
batteries — last 
week travelled 
328 miles from 
Detroit to Chica- 
go in a 5%-hour 
demonstra- 
tion run. 

The purpose of 
the trip was to 
prove that the al- 
ternator, which 
has replaced the 
; conventional DC 
Jack E. Charipar generator on all 
Chrysler Corp. cars, produces 
enough electrical power to keep 
cars running at idle, as well as 
at all driving ranges, even with a 
heavy electrical load and without 
resorting to energy stored in the 
battery. 

In making the trip, the cars had 
to come to a complete stop 24 times 
each, yet the engines never stopped 
running, Plymouth said. 

The Detroit-to-Chicago test run 
was part of a demonstration of 
the advantages of the alternator, 
particularly under winter driving 
conditions. 

“The Detroit-to-Chicago trip was 
to demonstrate that under practi- 
cal driving conditions the alter- 
nator, without the aid of a battery, 
produces enough power, particu- 
larly at the critical idling stage, to 
provide sufficient electrical current 
to prevent the car from stalling,” 
Jack E. Charipar, Plymouth’s chief 
engineer and director of product, 
explained to newsmen. 

“A generator-equipped car, with- 
out a battery, will stall when it 
comes to idle, because the generator 
by itself does not produce enough 
electrical energy to keep the engine 
running.” 








West Elected President 


Of Akron Dealer Assn. 

AKRON, — Glen West, Mogadore 
dealer, has been elected president 
of the Akron Automobile Dealers 
Assn. He succeeds Joe Conn, Other 
officers are: 

Frank Carter, vice-president; 
Richard McCulley, treasurer; E. 
John Lehman, secretary and exec- 
utive director; Lee Arnett, Robert 
Borden, Robert Falor,. Bill Henry, 
James Kemp and Earl Morgo, di- 
rectors. 





















duration of supplemental unem- 
ployment benefits to cover the en- 
tire period of unemployment, 

Curtailment of overtime except 
in essential cases, and then only 
by agreement with the local union. 

An improved pension program in- 
cluding a cost-of-living protection 
for retirees. 

A national minimum wage scale 
for UAW-organized plants, estab- 
lishing a floor for wages in all 
states. 

All health-welfare insurance pre- 
miums to be fully paid by the com- 
pany. 

The list of demands was further 
evidence that the UAW will seek 
more job opportunities rather than 
ways of increasing the pay of 
workers already on the job. 


Early Closings 
Spread to Fridays 


In Detroit Area 


DETROIT.—A number of auto 
dealers in the Detroit area have 
added Friday to the list of days on 
which they close at 6 p.m. The 
change has brought encouraging 
results, according to some of the 
dealers involved. 

About Oct. 1, most of the dealers 
in the area began closing at 6 p.m. 
on Wednesdays and Saturdays. Fri- 
days were added to the early closing 
list in mid-November. 

While the matter of Friday clos- 
ings is left to the decision of the 
individual dealers, the idea has its 
greatest support among Lincoln- 
Mercury and Studebaker dealers. 
One dealer said a poll of dealers 
showed 94 percent were in favor of 
Friday closings. 

Dealers checked on their experi- 
ence with the early Friday closing 
said it had not hurt business, had 
cut down on shopping and had im- 
proved the deals on cars sold. 

One dealer pointed out that the 
plan had helped him in hiring bet- 
ter salesmen, 
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National “Packaged” 
Exhaust Removal Kits 


© Overhead or undertioor 
© Low in cost 


® No heat loss 


Choose from 6 overhead or underfloor systems. 
Removes exhaust fumes without heat loss to your 
shop. Complete “packaged” kit includes motor, 
blower, tailpipe adapters, ducting and flexible 


extension tubes. Installs in present 
or new buildings. 

Write today 
for catalog and details of 
FREE planning service. 


NATIONAL SYSTEM 


TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
truck registrations tells 
owner name, address, 
make, number cylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of 
California, 523 E. 14th 
Street, Oakland 6, Calif. 
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days last week to turn out an esti- 
mated 10,800 units, compared with 
10,726 the previous week; Stude- 
baker, also working five days, 
climbed from 1,554 to 1,680 units, 
and Checker turned out 125 cars 
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Overtime Cancellations .. . 


Car Production Drops 





Car, Truck Output Estimates 
By Automotive News 
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PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 


Week Week Jan. 1 dan. 1 
Ended Ended Output, To To 
Dec. 17, Week, Dec. 16, December, Dec. 19, Dec. 17, 

1960 1959* 1960* To Date 1959* 1960 








84,270| ton and Linden. 
* 











CORTES scicieceresSccsvsese 6,200 7,990 4,913 12,414 69,495 247,190 
Chevrolet (Std.) ...... 30,200 37,709 32,617 76,195 1,300,768 1,565,558 
Oldsmobile Division .. 9,520 11,176 9,627 22,505 351,237 388,692 
WD |. insapiissctcontenstbocnssiss ee 2,709 GIB ssiuinn 36,415 
Oldsmobile (Std.) .. 6,810 11,176 6,918 15,952 351,237 352,277 
Pontiac Division ........ 10,700 10,341 10,407 24,357 374,705 433,256 
Pontiac (Std) .......... 7,400 = =10,341 7,133 16,557 374,705 
Tempest. ..............000 SBOO.. sidaiiese 3,274 SIO ©. aseets 26,952 
S-P CORP. 
Studebaker .................... 1,680 3,270 1,554 3,307 149,211 104,041 
Total Cars, U, S.** ....132,839 152,808 135,453 320,727 5,385,160 6,499,298 
*Revised 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Same Output, To Te 
Dee. 17, Week, Dec. 10, December, Dec. 19, Dec. 17, 
1960 1959* 1960* Te Date 1959* 1 
7,409 7,347 18,554 314,160 383,206 
W1 20 55 5,273 2,430 
56 71 155 3,440 3,386 
1,778 837 2,976 68,377 68,869 
6,422 8,772 20,837 323,200 326,923 
GM 1,340 1,352 1,351 4,428 173,157 99,489 
INTERNATIONAL. ...... 2,380 2,443 1,606 4,656 139,720 116,503 
Bs sls csbdicbadsckedeasnsaéoeen 200 294 206 510 =: 16,7238 14,069 
EID “Sscisvingese:)Gssettanss : “7 yeabirehoes 122 180 10,695 12,178 
MIE « eclcscovcinacktevivcaesscties 315 432 314 680 §=619,419 15,326 
IR pi nsec aapcasanebasd 1,700 336 1,646 3,962 1 120,621 
MISCELLANEOUS ....... 80 70 82 183 4,241 4,475 
Total Trucks, U. S. .... 22,922 20,663 22,374 57,176 1,088,101 1,167,475 
Total Cars, Trucks, 
i A alii bia ctalss ae onee 155,761 178,471 157,827 377,903 6,473,261 7,666,773 
Total Cars, Trucks, 
ka sthtiitenhgeidinones 8,320 8,492 8,258 19,667 355,294 380,933 
Grand Total, 


Trucks, 
U. S. and Canada....164,081 181,963 166,085 397,570 6,828,555 8,047,706 


*Revised. 





Chrysler’s New 


First Mate 


Tackles Dealer Problem 


(Continued from Page 2) 


Standard-T rium ph International. 
He said that no talks have been 
conducted between Chrysler and 
Standard-Triumph. 

There is no question but that 


Finance Company 


Sues Ex-Dealer 


LITTLE ROCK.—Securities In- 
vestment Co., St. Louis, has filed 
two foreclosure suits totalling $405,- 
000 against D. H. O’Neal, former 
Little Rock auto dealer, The suits 
alleged that O’Neal was in default 
on two promissory notes. 

One suit asked for foreclosure 
and sale of an O’Neal farm near 
here, and the other requested simi- 
lar action on property leased from 
O’Neal by Union Motors, Inc., which 
also was named a defendant ag a 
claimant to a business interest in 
the property. O’Neal formerly op- 
erated his auto business on the 
latter property. 

The finance company said O’Neal 
executed a promissory note for 
$250,000 on the automotive property, 
on which $195,000 ig due, plus 
$5,470 interest. 


Townsend has been a busy traveller 
since 1958, when Chrysler Interna- 
tional was formed, He ig a director 
of Simca, as well as Chrysler, and 
was in Paris Thursday and Friday 
on Simca business, 

Townsend joined Chrysler as 
comptroller in 1957 after spend- 
ing 10 years with the company’s 
national accounting firm — 
Touche, Ross, Bailey and Smart. 
Born in Flint, May 12, 1919, 
Townsend owns a master’s degree 
in business administration from 
the University of Michigan. He is 
married and has three sons. 

A World War II Naval officer, 
with duty aboard the aircraft car- 
rier Hornet in the Pacific, Town- 
send likes deep-sea fishing. His 
prize catch: A 9-foot 2-inch gail- 
fish off Acapulco, Mexico. 

—Maynarp M. Gorvon 


Dealers Plan Yule Party 
MANCHESTER, N. H.—The New 
Hampshire Independent Automo- 
bile Dealers Assn. will have a 
Christmas party and dinner meet- 
ing Thursday night (Dec. 22) at the 
Cadillac Hotel. 





Below Year-Ago Pace 


(Continued from Page 1) 


in Baltimore, Bloomfield, 
Framingham, Mass, Tar 
N. Y. and B-O-P units at Wilming- 


inclement weather taking 


W its seasonal toll on assembly 
operations and two holiday-week- 
ends coming up within the next two 
weeks, it now appears that the in- 
dustry will complete 1960 with just 
over 6,700,000 assemblies, 

In addition to the fact that 
most factories expecting to 
give employes ng weekends” 
over Christmas and New Years, 
Chrysler Corp. will close its 
plants in Hamtramck, Mich.; St. 
Louis, Los Angeles, Newark, 
Del, as well as its Imperial 
and Plymouth plants from 
this Friday (Dec. 23) until Mon- 
day, Jan. 9, Its Chrysler and 
Dodge Polara lines in Detroit will 
go down Dec. 23, but will resume 
assembly operations Dec. 27, and 
its Dodge Truck lines (civilian 
operations) will go back to work 
dan, 3. 

Ford Motor Co. is planning to 
close all assembly lines this Friday, 
returning to work Dec. 27. Only ex- 
ception is the Mercury plant in St. 
Louis, which ig scheduled to be 
down all of this week. 

Short workweeks also are sched- 
uled this week at Buick’s Flint 
plant and B-O-P field units at Ar- 
lington, Tex., Atlanta, South Gate, 
Calif., Kansas City and Wilmington, 
Del. 

Tentatively scheduled to work 
five days this week are the B-O-P 
plant at Linden, N. J., Chevrolet, 
Oldsmobile at Lansing, Pontiac and 
Studebaker. 

Checker Motors will work this 
week, but is planning to go down 
for inventory during the last week 
of December. It is expected to be 
down for about three weeks, offi- 
cials said. 

Oo + * 

XCEPT for the shutdown of its 

Newark (Del.) plant Monday 
and Tuesday due to weather con- 
ditions, Chrysler Corp. was back 
on five-day scheduling last week 
and ran its year-to-date total to 
an estimated 1,003,233 units, mark- 
ing the highest level yearly output 
Chrysler has reached since 1957. 

A breakdown of Chrysler Corp. 
output showed Plymouth produc- 
ing an estimated 4,900 cars last 
week, compared with 4,929 as- 
semblies a week earlier, Combin- 


iant from 3,552 to 3,600. Chrysler 
fell from 1,960 to 1,900, while Lan- 
cer rose from 592 to 600. Imperial 
was even with.the previous week, 
with 400 against 402. 

Lancer was the smallest producer 
among the compacts, which as a 
group turned out 31.9 percent of 
total industry output on an esti- 
mated 42,406 assemblies last week. 
A week earlier the group took 31.6 
percent on 42,803 assemblies. 

Among the other size groups, the 
standards took 42.7 percent on an 
estimated 56,710 assemblies last 
week, compared with 43.5 percent 
on 58,894 units a week earlier; the 
mediums were up from 21.2 percent 
on 28,758 assemblies the previous 
week to 21.7 percent on 28,763 units 
turned out last week, and the high- 
est priced group took 3.7 percent 
on 4,960 assemblies last week, com- 
pared with 3.7 percent on 4,998 cars 
a week earlier. 

* + 
ANOTHER highlight of last 
week’s car assembly operations 
was the adding of Falcon to the 
assembly scene at the Ford Divi- 
sion plant at Atlanta. 

Falcon now is being produced 
at Atlanta, Lorain, O., Kansas 
City, Metuchen, N. J. and San 
J Calif. 


ose 

A breakdown of Ford Division 
output showed Falcon with 7,605 
assemblies last week, compared 
with 9,616 a week earlier; standard 
Ford with 17,285 last week, com- 
pared with 17,650 the previous 
week, and Thunderbird up from 
2,028 a week earlier to an estimated 
2,085 last week. Last week marked 
















the highest Thunderbird output has 
reached in the current model run. 

At Lincoln-Mercury Division, Lin- 
coln also had its biggest week of 
the current model run with an esti- 
mated 1,200 assemblies last week. 
The previous week it turned out 
1,053 cars. Comet was up from 3,684 
to 3,800 and Mercury climbed from 


3,815 to 3,850. 
* 


* * 


ENERAL MOTORS’ output de- 
clined from 69,894 a week ear- 
lier to an estimated 68,509 last week 
as its Chevrolet and B-O-P field 
units were affected by the weather 


in the East. 

Compact-car output showed 
Corvair on top with an estimated 
6,200 assemblies last week, com- 
pared with 4,913 a week earlier, 
when its Willow Run plant work- 
ed only three days, 


Elsewhere, Oldsmobile turned out 
2,710 F-85s last week, compared 


with 2,709 the previous week; Pon- 
tiac’s Tempest was up 
to 3,300, and Buick’s Special dipped 
from 2,383 to 2,311. 


Among GM’s other makes, stand- 
ard Buick declined from 6,404 to 
6,218 assemblies; standard Oldsmo- 


bile declined from 6,918 to 6,810; 


standard Pontiac climbed from 
7,133 to 7,400; Cadillac was off from 
3,543 to 3,360, and standard Chev- 


rolet was off from 32,617 to 30,200. 
* oe + 


Amor the other makers, Ram- 
bler worked three shifts five 





Destickering Charged 
To Md. Rambler Firm 
BALTIMORE —A Bethesda 
dealership and one of its sales- 
men have been charged with re- 
moving manufacturer’s price 
label from a new car in violation 
of Federal law. 


by the United States attorney. 

They were accused of removing 
the sticker from a ’60 Rambler 
station wagon on Aug. 5 before it 
was delivered to its final pur- 
chaser. 





S-P Reassigns 





from 3,274 





in each of the last two weeks, 

Commercial-car output last 

week totalled an estimated 
units, compared with 22,374 
trucks a week earlier, and 20,663 
commercial vehicles produced 
during the week ended Dec. 19 a 
year ago. 

In Canada, car and truck manu- 
facturers turned out an estimated 
8,320 vehicles last week, compared 
with 8,258 cars and trucks the pre- 
vious week, and 8,492 during the 
week ended Dec, 19 last year. 

A breakdown of Canadian opera- 
tions showed the makers producing 
7,080 cars and 1,240 truckg last 
week, compared with 7,079 cars and 
1,179 trucks a week earlier, The 
S-P plant at Hamilton, Ont., was 
down all of last week, 

* * * 


Chevrolet to Build 


New Oakland Plant 


DETROIT.—Plans to build a new 
automobile and truck assembly 
plant in the San Francisco Bay 
area were announced by Chevrolet. 

Edward N. Cole, general manager, 
said it is planned to start construc- 
tion during 1961 with completion 
scheduled by the fall of 1962. 

The new plant will be situated on 
a 400-acre site at Fremont, in Ala- 
meda County, on the east side of 
San Francisco Bay, approximately 
24 miles southeast of Oakland. It 
is within easy driving range of 
the present Oakland passenger car 
plant, Cole said. 

The Fisher Body Division also 
will build a plant on the same site 
to provide bodies for Chevrolet. 

At present, Chevrolet is operating 
separate passenger-car and truck 
plants in Oakland. The passenger- 
car plant, built in 1915, produces 
both Corvairs and some models of 
the standard Chevrolet line. 

* * 


Ford’s Richmond Plant 


Sold to Univ. of Calif. 


RICHMOND, Calif—Ford Motor 
Co, has sold its former assembly 
plant here to the University of 
California for $1,800,000. Ford re- 
turned $200,000 of the sale price 
as a grant to the university. 

The deal involves the 300,000- 
square-foot plant and 60 acres of 
waterfront property. Sale to the 
university had been delayed sev- 
eral times to let Richmond attempt 
to interest private investors. 


Sales Aides, 


Closes Regional Offices 


(Continued from Page 4) 


gressive dealer body. William F. 
Turner will assume the position of 
assistant manager. 

Appointed assistant general sales 
manager was Robert L. Stevens, 
who will coordinate the activities 
of the passenger-car, truck and 
fleet sales. 

Other changes announced in- 
clude: 

E. J. Platfoot, to zone sales man- 
ager, New York, replacing John R. 
Wallace, who is assigned to assist- 
ant zone manager, New York, 

Glenn Finney, to zone sales man- 
ager, South Bend, replacing R. 
Hendrixson, who hag resigned. 

L. G. Carne, to zone sales man- 
ager, San Francisco, replacing 
A. G. Daigle, to be reassigned. Skill- 
man joined Studebaker Corp, in 


Shorter Cadillac 
Priced at $5,498 


DETROIT. — Cadillac’s Hardtop 
Town Sedan, a short-deck, four- 
door model, will be priced at $5,498 
when it is introduced next month. 
The car probably will be displayed 
at the General Motors Motorama, 
which opens Jan. 7 in San Fran- 
c i 
The Town Sedan is seven inches 
shorter in the trunk than other 
Cadillacs. It measures 215 inches 
from bumper to bumper. 

The short-deck unit hag been 
moved up to the deVille series and 
is priced the same as the Sedan de- 
Ville four-door hardtops. It was 
originally scheduled to be a Series 
62 model with a $5,080 sticker. 


1927 as a clerk in the Philadel- 
Phia zone and later became a car 
distributor in New York City. Dur- 
ing his 33-year span with the Stu- 
debaker Corp. and Studebaker- 
Packard Corp., his duties have in- 
cluded district sales manager, as- 
sistant and zone sales manager, 
Eastern regional manager and gen- 
eral sales manager, 

Brenner joined Studebaker in 
1946 after experience with Pontiac, 
and served as zone sales manager 
at Philadelphia and Cleveland, 

Stevens, as assistant general sales 
manager, fills the equivalent of 
the same post as his father, the 
late W. P. Stevens, did in 1932. 
R. L, Stevens joined Studebaker in 
1946 as a sales trainee, and was 
zone sales manager at Dallas and 
Washington before joining the gen- 
eral sales department. 





Imperial LeBaron Bows; 


Salon Showing Slated 
DETROIT.—The 1961 Imperial 
LeBaron, Chrysler Corp,’s most 
expensive and luxurious automo- 
bile, is making its initial appear- 
ance in many dealer showrooms 


$6,426.26. Standard equipment in- 
cludes automatic transmission, 
power steering, power brakes, 


power windows and vents and 
six-way power seat. 





ended EE eset Pannen 
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R. J. Young Dies . 











Robert J. Young, 63; 


Dealer Consultant 

BIRMINGHAM, Mich.—Robert J. 
Young, owner of Automotive Enter- 
prises, retailing research firm, and 
publisher of the weekly Detroit 
Sales and Service 
Letier, died of a 
heart attack Dec. 
13. 

Mr. Young for- 
merly was a Chev- 
rolet dealer in 
Aiexandria, Minn., 
and a Dodge- 
Plymouth retailer 
in New Orleans. 
He aided in the 
organization of 
the Dodge Dealer 





Robert J. Young 
Advisory Conference and served on 


its national committee for five 

years. He also had been a member 

of the Nationa] Automobile Dealers 

Assn., and was with General Mo- 

tors Acceptance Corp. for 12 years 

before becoming a Chevrolet dealer. 
+ * + 


Ray A, Carson 
ROCHESTER, N. Y.—Ray A, Carson, 
59, truck sales manager for Cool Chevrolet 
Corp., died of a heart attack Dec, 9. He 
had previously been sales manager of 
Brown actin 


Arthur A LaTixier 
BERKLEY, Mich.—Arthur A, LaTixier, 
64, a former auto dealer, died Dec, 7. 
* * 
William J, 
FORT LAUDERDALE, Fila.—wWilliam J. 
Barry, 58, a used-car dealer here, is dead. 
He was a former president of the Fort 


Lauderdale Used Car Dealers Assn. 
* * * 


William D, Reichel 
CLEVELAND.—William D. Reichel, 55, 
@ supervisor in the White Motor Co. Export 
Division, died of a heart attack in his 
Office Nov, 29. 
* * * 
Harvey F. Scotten 
INDIANAPOLIS. — Harvey F. Scotten, 
72, who developed the battery-operated 
headlight system for the old Overland in 
1909, died Nov. 28, 
* 


* * 
Arthur E. Hendrixson Sr. 

MONTGOMERY, O.—Arthur E, Hendrix- 

son sr., 58, used-car manager for Bill 

Long Motors, Inc., Cincinnati, died Nov. 

28. He formerly operated his own dealer- 
ship in Cincinnati, 

* 


* * 
Allen C. Staley 
LA JOLLA, Calif.—A pioneer in the field 
of domestic oil burners and air conditioners 
for homes died Dec, 2 in his home, He 
was Allen Conkling Staley, 75, a former 
top official at Chrysler Corp., who moved 
to LaJolla when he retired in 1954. Mr. 
Staley was associated with Chrysler from 
1931 to 1950 and served as vice-president 
of the Airtemp Division and dean of the 
Chrysler Institute of Engineering, 
* 


Harold R. Nelson 
MINNEAPOLIS.—Harold R, Nelson, 53, 
Twin Cities district parts merchandising 
manager for the Ford Division, died Nov. 
. He had been with the Ford Division 
since 1928. 
* 


* 

Monte J, Shepherd 
VISALIA, Calif.—Monte J, Shepherd, 
68, retired auto dealer, is dead, He was 
in the auto business in Fresno from 1921 
to 1945, when he and a brother came 
here to take over a dealership. He re- 

tired in 1957, 
* 


* * 
Edwin Yates Sorrelis 
ASHEVILLE, N. C.—Edwin Yates Sor- 
relils, 56, co-owner of Sorrells & Swann 
Motor Co, (Jeep-Simca), Candler, N, C., 
was killed here Dec, 9 when a car he was 
driving crashed into a utility pole. 
* * * 


Thomas V, Presnell 
ELIZABETHTON, Tenn.—City Commis- 
sioner Thomas V, Presnell, 45, a Chrysler- 
Plymouth dealer for 14 years, died of a 


heart attack Dec, 4. 
+ * * 


Carl H, Bruestle 
TOLEDO.—Cari H, Bruestle, 58, Willys 
sales planning and analysis manager, died 
Dec. 7. He formerly was with Chrysler 
Corp, and Kaiser-Frazer Corp., and had 
served on a number of committees of the 
Automobile Manufacturers’ Assn. 
- * 


R, Carl Bowers 
WARREN, O.—R. Carl Bowers, 72, a 
Ford dealer in Hubbard, O., before his re- 
tirement, died Nov. 27 in Youngstown, A 
dealer for 39 years, he was a former mem- 
ber of the Ford Dealers Assn, of the 
Cleveland miapetet. . 


atin R. Lake 

PHILADELPHIA.—John R, Lake, 64, 
an auto sales and dealership ‘executive for 
more than 40 years, died at his home here 
Dec. 5. He had worked for Studebaker, 
Dodge, Willys and Kaiser-Frazer, as well 
as managing a Willys distributorship here 
=e) Buick-Cadillac dealership in Dover, 
N, J. 


+ * + 


J. Erie Love 
DOVER-FOXCROFT, Me.—J, Eric Love, 
58, owner of the Dover Motor Co. for the 
last 26 years, died in his home here after 
a long iliness. He was a past president of 
the Maine Automobile oars Assn. 
* + 


Daniel H. Billings 
PENINSULA, O.—Daniel H, Billings, 79, 
who operated a Ford dealership here for 


Obituaries 


25 years, died Dec. 5 in a Cleveland 


hospital, 
of Peninsula in the 1930s and went into 
the real estate business after leaving auto 
retailing. 

* * * 


J. W. Brundidge 

GREENVILLE, Tex.—J, W. 

57, retired Greenville auto dealer, 
Nov. 29. 


Chevy Realigns 
Field Forces; 
10 Promoted 


DETROIT.—A series of promo- 
tions in the Chevrolet field forces 
have been announced by K. E. 
Staley, general sales manager, to 


Brundidge, 
died 






W. J. Hanlon 


H. G. Messer 
follow the retirement of two rank- 
ing officials. 

Retiring are F. C. Mengel, for 
the last 10 years manager of the 
Southwest region 
at Dallas, and G. 
J. Metzger, Balti- 
more zone man- 
ager since 1956. 
Effective Jan. 1, 
Staley named: 

F. B. Walsh, 
since 1958 Denver 
regional manager, 
to succeed Men- 
gel; W. J. Hanlon, 

es since 1958 Detroit 
F. B. Walsh metropolitan city 
department manager, to succeed 
Walsh; H. G. Messer, since 1955 
Washington assistant regional man- 
ager, at Washington, to succeed 
Hanlon, and E. D. MacCarthy, since 
1956 Philadelphia zone manager, to 
succeed Messer. 

Also, T. L. Pritchett, since 1957 
Atlanta zone manager, to succeed 
MacCarthy; W. A. McKee, since 
1956 Houston city manager, to suc- 
ceed Pritchett; J. J. Acree, since 
1959 Atlanta assistant zone man- 
ager, to succeed McKee, and C. G. 
Harber, since 1956 assistant man- 
ager of the dealer organization and 
analysis department in Detroit, to 
succeed Acree, 

The vacancy created by the re- 
tirement of Metzger will be filled 
by R. P. Sullivan, since 1957 Balti- 
more city manager. Harry Brad- 
shaw, since 1957 assistant manager 
of the sales promotion department 
in Detroit, will succeed Sullivan. 

Mengel’s retirement will wind up 
41 years with General Motors Corp., 
27 of which have been spent with 
Chevrolet. He began his career with 
Buick. Metzger started with the 
company as Chicago regional truck 
manager. 


Parts Sales Gain 
At Dealer Shops; 
Labor, ROs Off 


(Continued from Page 3) 








modifications in the car as part of 
the installation process. 

A number of the dealers in this 
group said they were in favor of 
installing more accessories only if 
the prices are right. A Mississippi 
dealer said he favored the idea 
“provided dealer-installed acces- 
sories can be sold competitively 
with factory-installed accessories.” 

Among the large number of 
dealers who don’t want to see 
any more optional accessories 
made standard, most are con- 
cerned abeut any price increases 
that would result from offering 
more standard features. 

As one Vermont dealer put it, 
“New-car prices should be kept as 
low as possible.” A Lincoln-Mer- 
cury dealer in the South advised, 
“Strip ’em down. Keep base prices 
low.” 

About one-third of the dealers 
said they would like to see more 
options made standard. 


He served two terms as mayor 


HELP WANTED 


AUDITOR 
AUTOMOTIVE 


Position available with large automobile 
manufacturer for experienced accountant, 
preferably one with retail automobile 
accounting background, Must thoroughly 
understand dealer accounting system and 
be qualified to on audit of account- 
ing records and submit written reports. 
As position involves extensive travelling, 

preference will be given to single appli- 
cants. Automobile will be furnished and 
all expenses paid, Furnish complete em- 
ployment record and experience in letter 
of application to Box 2068, c/o Automotive 
News, Detroit 7. Applications held in com- 
plete confidence. 
































SALES MANAGER—FORD—Position open 
from January 1st to March ist. Annual 
volume 500 to 600 new units. Parts 
$360,000—labor $165,000, 105% service 
absorption. You must be able to hire, 
direct and lead a sales force, In other 
words, I want a leader not a driver. 
Population about 29,000 plus surrounding 
territory, located in West-Southwest Cen- 
tral U. 8. You must be a family man 
that wants to settle down for a long pull, 
be able to roll with both the party 
crowds and the church crowds; be able 
to act as general manager while the 
dealer is gone about % of the time, and 
want to eventually own an automobile 
agency of your own or buy one with this 
dealer. All of my employes know of this 
advertisement. Box 2069, c/o Automotive 
News, Detrdit 7. 





DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER). JOB? If you are a general man- 
ager for a car dealer, or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for national 
ee hee tee een 

ers and drive-ins. investment. Airmail 
tig Bg SE references. 


ae ae ee with high 
ee Ss Childers Mfg. Co. 
Box 7 7, Cmethen; Tenn. 





SALES MANAGER—Suburban Chicago 
medium-priced GM car line. Must have 
ability to train and develop sales force 
to handle an increasing volume of busi- 
ness in a rapidly growing area, Salary, 
bonus, insurance, etc, Submit written 
résumé of experience in complete confi- 
dence. Reply to Box 2064, c/o Automo- 
tive News, Detroit 7. 


AUTOMOBILE Follow-up Plan—Salesmen 
for established service and sales pro- 
grams, contact dealers, repeat business, 
high earnings, salary plus commission. 
Write Box 2041, c/o Automotive News, 
Detroit 7. 


SALES MANAGERS WANTED—If you are 
a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 
terials—also sales specialists on batteries, 
springs, tires. Tremendous possibilities 
with fast expanding national manufac- 
turer. Many locations—East, Central and 
West. Write qualifications: Ambitions— 
age—address—phone, for immediate reply 
in confidence, Box 2051, c/o Automotive 
News, Detroit 7. 


RAPIDLY EXPANDING, high quality Gen- 
eral Motors dealership in one of the 
fastest growing cities in Southeast is 
seeking two men to train for managerial 
status. The men we want must be able 
to sell the best that General Motors offers 
at a profit, They must be managerial 
material, They must have excellent char- 
acter and background, Compensation is 
excellent, includes many fringe benefits. 
This is an excellent chance to join a 
high type organization and move into 
management, Box 2080, c/o Automotive 
News, Detroit 7. 


EXECUTIVE SERVICE MANAGER for 
large midwest dealership, Must be the 
highest caliber executive with service 
experience. Factory training necessary. 
Starting salary $15,000 plus bonus pro- 
visions to $25,000. References and picture 
required. Reply Box 2081, c/o Automotive 
News, Detroit 7. 


BODY SHOP MANAGER to manage mod- 
ern facilities in a large volume body 
shop in one of America’s fastest grow- 
ing cities. Must be thoroughly experienced 
in all phases of body and paint shop 
operation, A _ fine opportunity with an 
aggressive organization. Answer by mail 
stating complete qualifications, including 
last ten years of work history, Include a 
recent photograph, personal and credit 
references, Mail to E. L, Kaufman, Ed 
Bilack’s Chevrolet Center, Inc., 333 San 
Mateo 8. E., Albuquerque, New Mexico. 





SALES REPRESENTATIVE, British man- 
ufacturer of luxury priced motor cars— 
no economy car in line, requires the serv- 
ices of fully experienced sales representa- 
tive. Excellent opportunity for advance- 
ment, extensive travelling eastern United 
States, company benefits. Must have abil- 
ity to establish new dealer organization 
as well as contacting and administering 
business through existing dealer body. 
This is an excellent opportunity for the 
right man, Write giving complete details 
with résumé, Strictly confidential, A 
convenient interview will be arranged. 
Box ae c/o Automotive News, De- 
troit 7. 





TIRED? LET ME HELP, Prefer Service 
Management: 43 years of age, fully ex- 


perienced in all phases of automobile 
business, Desire to relocate, Six years 
parts manager, six years service and 
relations management, eight years sales 
and general manager. Experience with 
both Ford and General Motors products. 
Desire medium to large dealership in 
Texas or Louisiana. Box 2077, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER—25 years’ experi- 
ence in General Motors servicing, 44 
years of age, excellent customer and 
factory relations—past 15 years as serv- 
ice manager. Best of references. Will re- 
locate January ist. Box 2060, c/o Auto- 
motive News, Detroit 7. 


BUSINESS MANAGER wishes position 
with complete charge of accounting pro- 
cedures, credit, operating controls, whole- 
sale and retail financing. Sixteen years’ 
experience in all departments GM deal. 
Presently employed—available 30 days. 
Box 2038, c/o Automotive News, De- 
troit 7. 


FINANCE MANAGER—Experienced, Well 
qualified in all phases of the automobile 
field as well. Twenty-nine years of age, 
married, hard working and aggressive. 
Presently employed, willing to relocate. 
Excellent references. Box 2070, c/o Auto- 
motive News, Detroit 7. 


ACCOUNTANT, office or business manager. 
Experienced, reliable. Can handle all 
taxes, financial statements, GM, Ford or 
Chrysler. Also credits and collections. 
Will relocate, Box 2071, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 
MID-KANSAS DEALERSHIP — Downtown 


location, 16 years handling Studebaker- 
Packard franchise. Other franchises 
available. Home of Boeing, Beech and 


Cessna Aircraft, McConnell AFB, Cole- 
man and Duro-Bed Mfg. Co. Almost new 
building with 15,000 ft. floor space with 
lots available next to building, Will lease 
building and equipment. Parts available 
at less than cost. Box 2046, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIP HANDLING CADILLAC- 
OLDSMOBILE for sale in Duncan, Okla- 
homa. Death of dealer reason for selling. 
20,000 population, planning potential 125 
Olds, 36 Cadillacs, No real estate. Ruth 
Armstrong, 20 South 8th, Duncan, Okla- 
homa. 


DEALERSHIP HANDLING CHEVROLET 
in Texas, less than five miles from city 
of over 100,000 population in rich oil, 
industrial and farm area. Excellent fa- 
cilities, shop and office equipment. Owner 
taking larger deal, Total inventory and 
equipment approximately $35,000. Must 
have factory approval. Box 2066, c/o 
Automotive News, Detroit 7. 

DEALERSHIP—Want additional capital to 
add American compact to our import 
line. Minimum $20,000 for large stock 
share, Prefer active partner or partner 
with experience, Located Dallas-Ft. 
Worth area. Box 2072, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING STUDEBAKER 
LARK, parts and equipment, Established 
20 years, Central California city, popu- 
lation approximately 100,000. Good po- 
tential, Reason ill health. Box 2073, 
c/o Automotive News, Detroit 7. 

HANDLING CHEVROLET—plus two other 
strong GM lines, 160 new car potential. 
Wonderful mountain location, only GM 
dealer in area. Business booming. $35,- 
000 parts, accessories, equipment. Build- 
ing optional, No accounts receivable or 
older used cars. Applicant must be solid, 
factory approved. Want to sell by Janu- 
ary 15. One-half cash acceptable. Terms. 
Box 2074, c/o Automotive News, De- 
troit 7. 

DEALERSHIP HANDLING FORD—Cen- 
tral Illinois town of 10,000, trade area 
25,000, 250 new cars and trucks annu- 
ally, Buy only new cars, parts and equip- 
ment. Box 2075, c/o Automotive News, 
Detroit 7. 


Dodge Dealership 
Miami, Florida 


New dealership to handle Dodge, 
Dodge Dart, Dodge Lancer and Dodge 
truck in largest Seuthern market. Out- 


standing brand-new facilities available 
in excellent lecation in fastest grow- 
ing section of Miami. Sales and profit 
potential unlimited. Write in full con- 
fidence te: R. D. Mclaughlin, Regional 
Manager, Dodge Regional Office, P. O. 
Box 6711, Atlanta 15, Georgia. 














DEALERSHIPS AVAILABLE 








Outstanding 
Ford Franchise 
Available 


Other business interests compel owner to re- 
tire from established automobile dealership 
in a principal city in Eastern section of 
United States, with buying population up- 
wards of 200,000. Local economy excellent. 


1959 Profit—$70,000 
Oct. 1960 YTD—$52,000 


Volume is out-growing present facility and 


volume of 1,500 units. Only dealer in city 
holding Ford franchise. Cash investment 
$30,000 with the bulk of required capital 
funded by local bank for automobile man 
able to handle this size deal. 


This is a golden opportunity to take over 
an established, profitable dealership in 
large, growing market with immediate erec- 
tion and lease of facility designed to your 
liking. Reply at once to Box 2049, c/o Au- 
tomotive News, Detroit 7. 





SOUTHERN CALIFORNIA — Metropolitan 
dealership handling hot GM passenger 
car. This is a 600 and up new car deal, 
available only because of unusual cir- 
cumstances, Leased facilities are prac- 
tically new and adequate for in excess 
of 1,000 new car sales. This place is a 
consistent profit maker and has excel- 
lent reputation and staff. Box 2055, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING PLYMOUTH 
and Valiant, located on the central east 
coast of Florida. Large garage, excellent 
facilities, reasonable rent. Sell inventory 
for $20,000 with factory approval, Re- 
Plies Box 2058, c/o Automotive News, 
Detroit 7. 


FLORIDA DEALERSHIP, 500 used, 240 
new, eleven months this year. Best cor- 
ner location, fast growing community 
West Coast, Established ten years, New 
building on large lot can be leased rea- 
sonably from retiring owner, Excellent 
terms to financially responsible, experi- 
enced purchaser. Box 2045, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIPS WANTED 





Good General Motors 
Or Ford Dealership 
Preferred. 


Medium size. Must be capable of showing 
good profit. Please reply showing profit 
for last 7 years, percentage of service ab- 
sorption, operating performance figures 
and purchase plans available. Factory ap- 
proval assured. Box 2079, c/o Automotive 
News, Detroit 7. 








CHEVROLET DEALERSHIP 
WANTED 


500 and OVER new cars; no preference as to 
location. Outright purchase of assets or buy- 
out agreement. Factory approval assured. Re- 
plies confidential. Reply to Box 2048, c/o 
Automotive News, Detroit 7. 


Advertise in 


Automotive News 


Classified Ad 
Section 
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DISTRIBUTORS WANTED 
SAE ST OE! 


DEALERSHIP WANTED 


CHEVROLET OR FORD, located in Sou- 
thern California, Will pay top cash or 
buy-in, Factory approval assured, Con- 
fidential Box 1994, c/o Automotive 
News, Detroit 7. 


FLORIDA—Elither -coast. Top cash price. 
Factory approved. Residing in Fiorida 





AUTOMOTIVE 
DISTRIBUTOR 


now. Immediate action, Box 2078, c/o 
Automotive News, Detroit 7. WANTED 


RETIRE ON FLORIDA SOUTHEAST | Nationally known manufacturer of funeral 


COAST, Will trade income properties| coaches and ambulances has excellent o 

and fine home for medium-size Cadillac awe for progressive, aggressive Distrib. 
deal in Illinois, Wisconsin, Indiana. Box suc ‘ul sales organization. Top 
2083, c/o Automotive News, Detroit 7. ged leaders in 


goality vehicles are acknowl 
ir field. Market is permanent and profit- 
able for right sales ——_. Send complete de- 
tails of your organization - Box 6, c/o 
Automotive News, ‘olf 7. 


DEALER SERVICES 


COMPLETE 1961 
NEW CAR 
INVOICE PRICES 





RL, PN TT ETS 
NEW LINES WANTED 


NEW PRODUCTS WANTED by distribu- 
torship selling to new car dealers, used 
car dealers; wash and polish racks in 
Southern California, Established 13 
years. George W. Snibbe Sales Co,, 3207 
8. San Pedro 8t., Los Angeles 11. 


CARS FOR SALE 


Now being mailed. Rush $5.50 for 1961 
CAR FAX ANNUAL. The new price au- 


thority. Sent first class mail. 


Mail.) 
CAR FAX 


550 Sth Ave., N. Y. 36 


($6 Air 


IMPORTANT NOTICE 


1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
ifberty, N. Y. . ” 


VOLKSWAGENS 


Fully Americanized 
* 
Immediate Delivery 


e 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


In North Carolina contact: James Allison, 
E. M. Stafford Auto Auction 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tool 
For Buy/Sell Agreements, Annual Fiscal’ 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Free VOLKSWAGENS 
one Nistor sas 88") 19615 All Models 


IMMEDIATE DELIVERY 
Will Ship to Any Port 


CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 








BUSINESS OPPORTUNITIES 


FOR SALE—(99 year leasehold) corner 10 
acres, Orange County, Calif., hottest 
area in Southern California, Improved 
with new car wash, restaurant, major 
service station, two used and one new 
car facility. Five acres left for further 
development, This is the finest physical 
layout in Southern California today, Call 
or write: P. O. Box 3187, Kimberly 
3-7019, Santa Ana, California, 








SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 


AUTO AUCTION AVAILABLE—Auto auc- 
tion, buildings and land near Montreal, 
Quebec, Canada, All new in 1958. Auc- 
tion crew available, excellent volume and 
potential, This is the only auto auction 
in the Province of Quebec. Must sell due 
to illness, Armand A. Patenaude, 416 
Glen Ave., Berlin, New Hampshire, 





CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


; . 
has ’em! 
All in top shape, clean and sharp —real bell ringers! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 





You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 
across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 









CARS FOR SALE 


1961 
Volkswagens 


direct shipment to any port 
U. + A. er prints al be 
quoted you including cost, 
freight, insurance, customs 
duty and , 

EXCISE TAXES PAID 
Equipped as Follows: 
Leatherette interior . . . tool 
kits . .. mile jometers 
. +. ASI windshields .. . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
. . » Wired for sealed beams. 
PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH eae eee RD. 
SOUTH ORANGE, N. 


Eseon 29008 
Orange 3-0575 

















Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
‘Ed Hogan AD 4-6000 

















1959 FORD $275- 


SALE TAXICABS $375 


A-| condition. Ready for the road. All 
ood motors, transmissions, rear ends. 
lean bodies. 
Call, Write or Wire 
EMKAY MOTOR SALES 
1046 Bedford Ave., Brooklyn 5, N. 
Tel: Ulster 7-0651 





Y. 





CARS WANTED 





IMPORTS 


TR - MG - MORRIS - VW - AUSTIN, etc. 
Call or Write 
- BOOKWALTER SONS, INC. 


2225 eo 's. 12, Benton Harbor, Michigan 
Tel. WAInut. 6-7984° 





CADILLAC LIMOUSINES — Sharp ’60s, 
'59s, ’58s, Franz Ridgway. BE 4-6611, 
2836 N. E, Sandy, Portland 12, Oregon. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


NSU PRINZ AND SPORT PRINZ PARTS 
and accessories. Contact your nearest 
distributor or National Parts Center, 
Ludwig Motor Corp., 421 East 91st 8t., 
New York 28, N. Y, TRafalgar 6-7010. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


NEW 1933-1936 Pontiac Water Pumps, 
$12.00, Rasmussen Motor Sales, Maquo- 
keta, Iowa. 


JAGUAR, PORSCHE, MG, HEALEY parts 
and accessories, Large supply new and 
used, fast service, excellent discount. 
Waco, P. O. Box 185, Miami 35, Florida. 


PARTS WANTED 


PARTS WANTED for 1927 Chevrolet 4 
cyl.—cyl, head and head gaskets: 4 ex. 
valves, 4 intake Valves, 2 rocker arm 
shafts, 4 ex. rocker arms, 4 intake 
rocker arms, 8 valve keys, 8 push rods, 
ignition points. If you can furnish all or 
part, write Box 1197, Columbia, South 
Carolina. 


1959 OLDSMOBILE,. Complete power steer- 
ing and power brake assemblies for car 
now without this equipment. New or 
used, Aspinall Motor Sales, Harrow, 
Ontario, Canada, REgent 8-2211, 


TRUCKS FOR SALE 


FOR SALE—1959 Chevrolet 1%-ton truck, 
completely equipped for wrecker with 
Holmes 400 crane and all lights, Ready 
to go to work and make money, Jack 
Royeton Chevrolet-Cadillac, Inc., Sturgis, 
Michigan. 


75 AUTOMOBILE TRAILERS—four and 
five car. R. L. Beardsley & Co., 496 W. 
138th St., Riverdale, Ill. WaAterfall 
8-1700. 






































TRUCKS FOR SALE 
FOR SALE OR TRADE for new %-ton 





dition, truck 
and new rubber: Searchl 


Valley Filood-Lite Service, Inc., 5615 
—— Bivd., North Hollywood, 
orn 


THREE 32% FEET—open top, 1950 Trail- 
mobiles. Tandem, good tires, good floors, 
air brakes, clean. $900 each. R. L. 
Beardsiey & Co., 496 W. 138th St., 
Riverdale, Ill. Waterfall 8-1700. 


AUTOMOBILE TRANSPORT—1959 Chev- 
rolet tractor, good trailer, $2,500. Hill- 
Kelly Dodge, Pensacola, Florida. 














HOLMES WRECKERS 


1959 Ford F500 Holmes 470 Crane & Body tow 
sling and dollies ...........cccccceccceeseeeene $4,850 
1959 Ford F850 Air brakes and horn, new 
Holmes 650 crane and body with truck sling. 
Very good. $8,000 


1957 Ford F750 new Holmes 525 Crane and 
body truck like new ..............c08 $4, 
1958 International. ACI70. Holmes 525 Crane 
and body. 7,500 actual miles............ $4,850 
New Series Mé!i International 6x6 new 650 
crane and body, 1100x20 tires, six wheel 
TOD: | cet cncdvnsiictccethavsnnsipttncsetetvteeocete $9, 

All above trucks equipped with Beacon Ra 

Warning lights, electric brake locks, and bac 

up lights. 

Dodge, four-wheel orn. power wagon, new 
motor and Holmes 400 Crane. Looks and 
CURD GREY GOOG  ceiriciescrvievivercceseveseoess $1,800 

I—new Austin Western Hydraulic Crane, ~> 
Spesty. For truck mount completely 
II niscdcncescssvsdeusicubbequipbevecocttiones deh 


SHELLY MOTOR SALES 


350 Ashland Rd. Mansfield, Ohio 
LA 4-1941 
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SHOP EQUIPMENT FOR SALE 


WANTED TO SELL: Complete shop equip- 
ment, small tools and some office equip- 
ment. Will send itemized list to inter- 


ested party. Write to: Mrs. G. E. Pres- 
son, 713 W. 7th, Silver City, New 
Mexico. 

MISCELLANEOUS 





Swiss Watches For Premiums 


Mens | J sport watch . ° 
Mens : J water resistant . 






Mens | J rhinestone dial . . . $4.75 each 
Ladies | J sport watch . 80 each 
Ladies | J water resistant . 00 each 
Min. | dozen, leather straps . - 25¢ each. 





.Expansion bracelets, 60c ea. Free catalog. 
TRANSWORLD, 565 Sth Ave., N. Y. C. 17 










NEW ROADKING 


with R 
Univer: Wrier Action Be Bar 


ABLE LONG 36” DRAW = *52" 


* $3750 






TRAIL KING 
BALL BAR...... 








Compac-Tow Intra- * $3750 
State Tri-Bar 


* SPECIAL, 3 FOR $100.00 











Automatic BraKinG 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" "ot 
DIRECT FACTORY DEAL 


inetty. SRA oer HOOK-UP 

Tow Bar Sales Co. 
xelusive Factory Distributors 

DE 2-0700 AN 3-8888 Nites: BA 1-8717 
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Car Dealer [1] Truck Dealer [] Manufacturer [1] 
Jobber [] Insurance [1] Financial [] Supplier [] 
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MISCELLANEOUS 


Ne Other Tow Bar 
Can Give You These 


Outstanding Engineering Features 

*CADALLOY STEEL CAST 

COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& i 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 
Minimum Yield Point: 

46,000 Lbs. Per Square Inch 


IVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION OW ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


® 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 





Dealers’ 25% Discount .......... 17.45 
eed est dies $52.35 
Adapter F 4 Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 
Dealers’ 25% Discount ................0006 14.95 
contend ‘aus Stier $44.85 
Adapter Clamps Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B8. Factory ................ $51.00 
Dealers’ 25% Discount ............0...0000 12.75 


Substantial Discounts 
To Distributors 
Write for lilustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 








New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [[] 
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